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LARGE BRITISH COMPANIES 
HAD UNDERWRITING PROFIT - 
OF 97% ON 1928 PREMIUMS 


Results of Companies’ Business 
Over Period of Several Years 
Is Analyzed 


ROYAL LEADS WHOLE FIELD 


Losses So Far This Year Indicate 
1929. Will Not Show Such 
Favorable Results 





Underwriting results of eighteen of the 
largest British fire insurance companies, 
all except one of which have branches in 
the United States, show an average un- 


derwriting profit of 9'%4% on the 1928 .. 


premium income. In reality some of the 
companies’ profit figures are not quite 


as good as they appear on account of, 


some expenses debited to profit and loss 
account and not charged to underwrit- 
ing. 

The Royal leads the field in the vol- 
ume of underwriting profit with £818,065, 
or 12%. The Commercial Union is sec- 
ond with £552,364, or 714%, while the 
London & Lancashire is third with a 
profit of £507,079, or 15%. Perhaps a 
more interesting comparison is the order 

‘according to the percentage of under- 
writing profit. 
Percentages of Profit Made 

In this case the Alliance comes out 
first with 22%, the London & Lancashire 
second with 15%, Guardian third with 
14%, Scottish Union & National fourth 
with 13%, Yorkshire fifth with 13%, 
Royal sixth with 12%, Sun seventh with 
11%, North British & Mercantile eighth 
with 101%4%, Atlas ninth with 9%, Phoe- 
nix tenth with 9%, Eagle Star & British 
Dominions eleventh with 8%, Commer- 
cial Union twelfth with 714%, Norwich 
Union thirteenth with 614%, Royal Ex- 
change fourteenth with 614%, Liverpool 
& London & Globe fifteenth with 6%, 
Caledonian sixteenth with 5%, Northern 
seventeenth with 5%, London Assurance 
eighteenth with 4%. 


Taking these eighteen reports as a 

. whole, the fire premium income is £51,- 

110,681. In 1927 it was £51,342,554. The 

decrease is therefore only £230,000 odd 

or less than 4%. The 1927 totals, how- 

ever, were a decrease of 2% on the 
1926 totals. 

There, therefore, appears to be a de- 
crease, though slight, in the fire pre- 
mium income of all the leading tariff 
companies. This is due probably not to 
a declining amount of business, but to a 
reduction in rates. 

Comparing Aggregate Profits 

The aggregate underwriting profit of 

these companies for the year 1926 was 


(Continued on Page 32) 






































PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








SESENDARLS Excellent Service and Facilities 


PHOENIX 


Indemnity Company 


150 William Street, New York 
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WHAT OUR CENSUS SHOWS 


The Penn Mataal News Letter for July will show the results of an 
Association census just taken among our Agencies—three pages of fine type. 
The printing of tht stéry was for the purpose of still further supporting among 
our Agencies the National Association’s expansion campaign. And for the 
first time the Penn Mutual Field organization is able to see in its entirety 
its relationship to the Life U ‘writers’ Associations throughout the country. 

In 75 of our 100 General Agencies we have General Agents and Agents 
who are Presidents Secretaries, Treasurers, Chairmen and neribers of Execu- 
tive Committees, and members of various other committee: id most of our 
Agencies have actively recruited in this membership car aign. 


Penn Mutual represertation is typical of the support given to the Asso- 
ciations by the repr... siatives of the majority of the compenies. And it is 
therefore indicative of the numerical strength and of the powerful influence 
of the National and loca! Associations everywhere in the land. 


Every underwriter owes a debt to the Associations which only active 
membership can begin te iy. 





WM. A. LAW, President 
WM. H. KINGSLEY, Vice-Pres.5 HUGH D. HART, Vice-Pres. 





The Penn Mutual Life Insurance Company 
Philadelphia 


Independence Square Founded 1847 




















NO METROPOLITAN OFFICER | 
MAY CONTINUE IN ACTIVE 
SERVICE AFTER AGE 70 


Normal Retirement Age 65 and 
New Rules Make 70 Limit 
Of Service 


HALEY FISKE REACHED 77 


Would Have Been Retired Under 
Present Rules; Hegeman, 75, 
Long Inactive © 





The Metropolitan Life has one of the 
most carefully worked out and compre- 
hensive retirement and insurance sys- 
tems of any employer-organization in the 
country. A notable feature of the com- 
pany’s plan is that its conditions apply 
with equal force to officers as well as 
to employes. The retirement plans of 
most corporations are voluntary as to 
the executive personnel but the rules 
and conditions of the Metropolitan’s 
system are passed upon by the board 
of directors of the company and they 
specifically include the officers. 

The Metropolitan has just made some 
important changes in these rules and 
conditions which, while maintaining a 
normal retirement age limit of 65 years, 
would permit a year to year continuance 
of active service on special approval of 
the company, but active service beyond 
the seventieth birthda¥ is prohibited by 
the new rules. 

It would be a simpler matter, of 
course, for the company to change these 
rules if circumstances warranted it, but 
had these rules been in force in former 
years they would have eliminated the 
last seven years of President Haley 
Fiske’s administration, for he was sev- 
enty-seven when he died this year. 
President John R. Hageman was seven- 
ty-five when he died in 1919 but he had 
been inactive for a number of years pre- 
vious to his death. President Fiske had 


been active head of the company for 
many years as vice-president and the 
title, “Vice-President” has always 
loomed large in the Metropolitan be- 
cause of the calibre of the’ men who 
have held that office. 


Wording of New Retirement Rule 


The wording of the new rule as af- 
fecting the retirement age is as follows: 

“Each officer and employe shall be re- 
tired on his normal retirement date and 
any presenf officer or employe now past 
the normal retirement date shall be re- 
tired immediately; provided, however, 
that if an officer or employe requests, 
and if the company approves such a 
request, he may be permitted to remain 
in active service for an additional year. 
At the end of each year thereafter he 
may again make a similar request, and 


(Continued on Page 8) 
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Making Two 
Dollars Grow— 


lV here only One 
rew hefore 


Do you know that, under a funded insur- 
ance trust,a man with $50,0001in good securities can 
create, at one stroke of the pen, aself supporting es- 
tate of from $100,000 to $200,000 by devoting the 
income from the securities to the purchase of new 
insurance? 

The following table, though only approximate, 
shows the astonishing possibilities of the plan: 










TABLE SHOWING SIZE OF THE ESTATE WHICH $50,000 WILL CREATE 



































NOTE: . IMMEDIATELY UNDER A FUNDED INSURANCE TRUST 
The estate shown for any age 1s i.e averrge Age and Net Annual Premium Size of Estate Which Will be Created Immediately 
si ee c Per $1000 of Insurance* With Securities Invested at Average Annual Yield of 
amount of insurance that the specified in- - - = - = 
; 0.000 i. he 1] Age Premium 4% 42% 5% 52% % 
come from $50,000 in securities will carry, 25 $16.11 $174,146 $139,664 | $205,183 | $220,701 | $236,219 
PLUS the securities themselves. Since var- 30 18.28 159,409 173,084 186,761 200,437 214,113 
tous factors such as premium rates, insur- 35 21.08 144,876 156,736 168,595 180,454 192,314 
ance already owned, kinds of polictes and 40 24.75 | 4 30,808 140,909 151,010 161,111 L7i aie 
sis: Seo eid salience, 45 29.67 ‘|| ‘117,408 125,860 134,260 142,686 151,112 
* , 50 36.36 105,005 111,606 118,756 125,632 132,508 
this table 1s necessarily approximate as 
' Fae 55 45.54 93,917 99,407 104,896 110,386 115,876 
applied to any individual. 


























*—Basis—3% American Experience, Continuous Premiums. 


Send for full information about insurance trusts and our methods of 
cooperating with underwriters today. If possible, stop in at our head 
office for a talk with a trust representative. 


City BANK FARMERS 
“TRUST COMPANY 


Formerly The Farmers’ Loan and Trust Company 
Now Affiliated With The National City Bank of New York 


Temporary Headquarters: 37 Wau STREET 


5th Ave. at 41st Street... . Madison Ave. at 42nd Street. ...181 Montague St., Brooklyn. 


TRUST SERVICE IS AVAILABLE THROUGH ANY BRANCH OF THE NATIONAL CITY BANK OF NEW YORK OR THE NATIONAL CITY COMPANY 
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Conway Asks Opinions 
On Disability Changes 


SETS. PUBLIC HEARING SEPT. 4 





‘New York Superintendent of Insurance 


Gathering Material for Use at 
Toronto Convention 





Superintendent of Insurance Albert 
Conway of New York is starting early 
to gather material and company opinion 
on the proposed standard provisions for 
disability benefits in life policies which 
will come before the National Conven- 
tion of Insurance Commissioners at the 
Toronto meeting in September in the 
form of a round table discussion in 
charge of Superintendent Conway. He 
has sent a general letter to the com- 
panies asking their opinion of the pro- 
posed changes and has also set a date 
for a public hearing which will be held 
September 4 at the insurance depart- 
ment, two weeks before the Commis- 


sioners’ Convention. At the Toronto 


imeeting the commissioners will act on 


the report of the joint committee of 
actuaries which drafted the proposed 
standard provisions. ; 

Among the questions that Superinten- 
dent Conway asks are the following: 

Do you favor the proposed standard 
provisions as a whole? 

Do you favor any change in the pro- 
posed standard definition of total dis- 
ability ? ; 

In particular, do you favor amending 
the proposed definition of total dis- 
ability so as to provide that the insured 
will be regarded as totally disabled 
when, by reason of sickness or accident, 
his earned income is reduced to 25% 
(or some smaller percentage) of what 
he earned prior to his sickness or acci- 
dent? (a) Do you favor a permissive 
pro-rating clause? (b) If so, would you 
suggest any changes in proposed stand- 
ard provision 15 (e)? (a) Do you favor 
a compulsory pro-rating clause? (b) If 
so, what form would you suggest? 

Do you favor amending any of the 
other proposed standard provisions? 

Do you favor omitting entirely any of 
the proposed standard provisions? 

Do you favor any standard provisions 
in addition to those proposed by the two 
special committees? 





MELSON TO MANAGE NEW CO. 





Well Known St. Louis Man Goes to 
Washington to Handle New Na- 
tional Defence Life 
E. P. Melson, former president of the 
Continental Life, of St. Louis, who was 
one of the organizers and one time pres- 
ident of the Missouri State Life, will 
go to Washington in September to be- 
come general manager of the new Na- 
tional Defense Life which has been or- 
ganizing there with a close affiliation 

with army and navy circles. 

Rear Admiral R. E. Coontz of Hanni- 
bal, Mo., is the president of the Na- 
tional Defense Life. Mr. Melson is ex- 
Pected to take to Washington with him 
Several men who have been associated 


with him in his former insurance con- 
nections, 





‘INSURANCE 87% OF ESTATES 
President Hugh Cannell of the Life 
nderwriters Association of Canada, 
Speaking before the Hamilton Associa- 
tion recently, said that 87% of all es- 
tates in America is life insurance. 





NOW HAS GROUP DIVISION 
The Confederation Life of Canada has 
organized a group life division and Vice- 
resident and General Manager Charles 
Macdonald announces the appoint- 
Ment of D. L. McDougall as supervisor 
O group sales. 


** Special” Ordinary Life Policies 


Considerable stress is being placed on 
those forms of policies generally described 
as “special” ordinary life policies and 
every little while another company an- 
nounces the addition of one of these 
forms to its line of contracts. The fol- 
lowing comments on these policies are 
made by a well-known actuary who is a 
student of life insurance and an author 
of works on insurance. 

Several companies now issue a_ so- 
called “special” ordinary life policy at 
reduced rates when taken in amounts of 
usually not less than $5,000. In general, 
there are two reasons for special rate 
policies. One reason is the lower ex- 
pense rate on policies above the average 
amount. The other involves the idea of 
special selection and a “preferred” class 
of risks. 


There is no question that by segregat- 
ing policies of not less than a stated 
minimum amount a lower expense rate 
is secured especially where, as is usual, 
expenses are still further cut by lowering 
the commission rate. There is also no 
question that by placing in a separate 
tate and dividend class those applicants 
who show the best rating medically and 
otherwise from a selection point of view 
a superstandard group can be created in 
which the rate of mortality and the cost 
of insurance will be lower than among 
standard lives generally. 

In applying these principles in prac- 
tice, however, some difficulties are en- 
countered and there appears to be some 
inconsistency involved. If the reason 
for having a snecial nolicy lies in reduc- 
tion of exnenses, then apparently not 
only should a lower rate be available on 
any kind of policy provided the amount 


is sufficient, but there should be a pro- 
gressive reduction in premium as the 
amount is increased. In other words the 
rate per thousand should be less for a 
ten thousand dollar policy than for a 
five, and the rate for fifty less than the 
rate for ten, and so on. Restriction of 
the lower rate to one class of insurance 
only thus appears to involve to some 


extent at least, the question of discrimi- 
nation. 


Again, if superselection is the reason 
for the special rate, there is no reason 
why such selection is inapplicable to 
policies of the lowest amount issued. 
Usually, however, both saving in ex- 
penses and special selection are involved. 

The desirability of splitting the group 
of standard insurable lives into two is 
perhaps open to some question. The life 
insurance business is based on broad 
averages and depends on large amounts 
and numbers, and, as a general rule, it 
is desirable, for financial reasons, to 
make fewer subdivisions instead of more. 
To remove from the standard group 
those who are the best physically and 
otherwise, or those whose policies are 
of greater than average amount, must, it 
seems, inevitably result in increased cost 
to the remainder of the policyholders. 

In most companies the average policy 
issued is considerably less than $5,000 
and the number of policyholders, whose 
policies are below that figure. greatly 
exceeds the number whose policies are 
of larger amount. Thus, the special pol- 
icy plan may reduce the cost for the 
few—although their total insurance may 
be large—at the expense of the many. 
On the whole, high premiums with high 
dividends are probably better for the 
policyholder, the agent, and the company, 
and unless the latter feels it necessary 
to use this means of securing a larger 
business, it is doubtful if the best inter- 
ests of all concerned are preserved by 
the creation of a special class. 


Life Insurance Savings Increase 
Credit, Says Noted British Economist 


The idea that life insurance savings 
increase credit is advanced by the well- 
known English economist, Charles J. 
Needham. He holds that there are only 
two economically constructive instalment 
plans—life insurance and dwelling prop- 
erty. With these, he holds, there is a 
corresponding increase of credit whereas 
with other instalment purchases, pay- 
ments are rarely more than enough to 
cover depreciation. y 

Continuing his comments in a recent 
issue of the “Post Magazine,” of Lon- 
don, Mr. Needham says: 

“Every debt should be covered by life 
assurance, the next best thing to re- 
demption. Insurance cover is particular- 
ly necessary in business and business 
partnerships, and no profit-and loss ac- 
count can be considered complete with- 
out suitable provision in this respect. 

“The hire purchase system has many 
advantages. It is frequently almost a 
necessity, and it brings to the man of 
limited means the possibility of comfort 
and amenities that would not otherwise 
be his, perhaps, for many years. It is, 


however, a form of debt which has many 
Young people enter into 
commitments for house, home, motor car, 
etc., on the plea that the expense is 
not material, and find themselves saddled 
with a debt that keeps them poor dur- 


disadvantages. 


ing the best part of their lives. There 
are only two economic purchases by 
monthly instalments—life assurance and 
house property. With these, with every 
payment there is a corresponding in- 
crease of credit, whereas with other pur- 
chases, payments are rarely more than 
sufficient to cover depreciation. 

Debt Does Not Stimulate, It Enervates 


“To those who say that hire purchase 
acts as a trade stimulus, the answer is 
that the resultant impoverishment of 
the buyer reacts on trade and the na- 
tional credit, and there is no ultimate 
benefit. 

“Youth must be served—thrift is a 
better servant than debt, and there are 
more advantages in an endowment pol- 
icy than any other kind of business 
proposition. It inculcates the old-time 
virtue of thrift, it compels saving, and 
is the best form of investment. For the 
young investor, the monthly system of 
payment of premiums is ideal, and the 
policy can be effected to mature at the 
time when money is necessary for the 
purchase of a home, or for business pur- 
poses. 

“The evil of debt chains and enervates 
the mind, but the habit of thrift is in- 
vigorating, and is the sure road to hap- 
piness,” 


ang Se ae see 


N. Y. Life Investigates 
H. Siegel Rebate Case 


WILL CONTINUE HIS CONTRACT 





Company Conducted Independent In- 
quiry; Rebate Proof Lacking but 
Gives Warning 





What appears to be the last chapter 
in the Harry Siegel rebate case has been 
written by the New York Life which 
has just completed a thorough investi- 
gation of the entire case on its own be- 
half. This investigation was carried on 
under the direction of Vice-President 
Thomas A. Buckner and has resulted in 
the company deciding to continue its 
contract with Agent Siegel. Siegel was 
one of the biggest producers in the 
country and president of a New York 
Life production club. 

It will be recalled that after numer- 
ous hearings last year before the insur- 
ance department resulting from com- 
plaints filed by the Business Conduct 
Committee of the Life Underwriters 
Association of New York City, the su- 
perintendent decided that Siegel was 
guilty of the charges but continued his 
license on the ground that he had been 
sufficiently punished by the publicity and 
issued a warning. 

The New York Life’s investigation 
and report on the findings by Vice- 
President Buckner is that the company 
cannot conclude that a rebate was given 
by Siegel to Trabulsi of Trabulsi Knit 
Goods Inc. The evidence seemed to 
show grave suspicion but proof was re- 
garded as doubtful and _ insufficient. 
There were such circumstances as that 
Siegel did not ‘appear at the insurance 
department hearings, but this Siegel ex- 
plains in saying he acted on the advice 
of his lawyer. 

It is understood that since the findings 
of the superintendent of insurance Siegel 
has filed with the New York Life three 
affidavits; by Trabulsi, denying any re- 
bate; by Siegel denyine the giving or 
offering of any rebate or consideration ; 
and by Leher, a member of Trabulsi 
Knit Goods Inc., explaining the $120 
check transaction, saying the check was 
given him personally in settlement of a 
purely personal obligation of Siegel’s to 
him and in no way connected with the 
Trabulsi insurance; that later Trabulsi 
cashed the check for him and in that 
way it got into Trabulsi’s personal ac- 
count. , 

As to Siegel’s twisting the previous 
Trabulsi Endowment policy upon which 
one quarterly premium had been paid, 
there is no evidence that the suggestion 
of lapse was made by him nor that he 
in any way made misrepresentations to 
Trabulsi in that connection. Agent 
Kalaf stated at the hearing that he told 
Trabulsi an Ordinary life policy was bet- 
ter for a business man than an endow- 
ment, but neither Kalaf nor Siegel, it is 
concluded, advised Trabulsi that he 
could have the endowment changed to 
an Ordinary life and thereby save part 
of the quarterly premium paid. 





DINNER TO J. ELLIOTT HALL 





Hall Agency of Penn Mutual Fetes Gen- 
eral Agent at “Crescent | 


Athletic Club 


J. Elliott Hall, general agent of the 
Penn Mutual in New York City, was 
given a testimonial dinner by the mem- 
bers of his agency at the Crescent Ath- 
letic Club, Brooklyn, last Thursday. 

There were about seventy present, in- 
cluding members of the Hall agency and 
most of the associate general agents. 
Many highly complimentary things were 
said of the guest of honor. The evening 
was concluded with a talk by Mr. Hall. 

Mr. Hall also showed those at the 
dinner moving pictures that he had 
taken last summer while visiting Robert 
Shipley, general agent for the Penn Mu- 
tual at Billings, Mont. 7 
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New Managers’ Ass’n 
Called Important Move 


BUSINESS STANDARDS OBJECT 


Julian S. Myrick Preddent: Names Com- 
mittees on Chief Activities to Be 
Followed 


The organization of the Life Man- 
agers’ Association of Greater New York 
last week is regarded by the general 
agents as one of the most important 
steps ever taken in the interest of con- 
ditions within the business in this city. 
The need for an organization of man- 
agers reflected in the sectional 
groups that had been formed such as 
the Downtown Association and the Mid- 
town Association of managers. The 
plans for a central organization of the 
general agents of the city took form at 
a recent meeting of the executive com- 
mittee of the Life Underwriters’ Associa- 
tion of New York City when Gustav C. 
Wuerth, then president of the associa- 
tion, was authorized to name an organi- 
zation committee. This was done with 
Julian S. Myrick as chairman. and after 
several meetings of the committee ? 
meeting and luncheon of the general 
agents and managers was held at the 
Lawyers Club last week when the follow- 
ing officers were elected: 

President, Julian S. Myrick. Mutual 
Life: vice-president, E. G. McWilliam 
Penn Mutual: secretary-treasurer. Louis 
A Cerf, Tr., Fidelity Mutual. 

The nurposes of the association 2re to 
maintain and better the standards of 
business ethics avd bring about a better 
understanding and fellorshin among the 
members. President Myrick exolained 
that while the new association was an 
outgrowth of the Life Underwriters As- 
sociation it will have no active affiliation 
with it and will function entirely as a 
separate organization so that there can 
be no conflict in their work. 

The following standing committees 
were elected, to deal with the principal 
obiectives of the organization: 

Committee on Rebating—Chairman. 
Ralph G. Engelsman, Penn Mutual; 
Harry Gardiner, John Hancock; T. R. 
Fell, Mass. Mutual; S. Voshell, Met- 
ropolitan; W. F. Atkinson, Northwestern 
Mutual. 

Committee on Twisting—Chairman, 
James E. Flannigan, Bankers Life; Pe- 
ter M. Fraser, Conn. Mutual; Charles B. 
Knight, Union Central J. C. McNamara, 
Jr., Guardian Life; H. Arthur Schmidt, 
New England Mutual. 

Committee on Proselytizing of Agents 
—Chairman, Horace Wilson, Equitable 
Life; C. E. DeLong, Mutual Benefit; 
Warren Diefendorf, Mutual Life; Edgar 
T. Wells, National Life; L. H. Andrews, 
Phoenix. 

Committee on Misleading Comparisons 
—Chairman, J. P. Graham, Jr., Aetna; 
Graham C. Wells, Prov. Mutual; Robert 
A. Van Alst, Jr., Berkshire; J. H. Wald- 
man, Columbia National; R. Willis Gos- 
lin, Prudential. 

Committee on Membership—Chairman, 
W. R. Collins, Travelers; Robert Kede- 
rich, New York Life; John Scott, Home 
Life; A. P. Woodward, Conn. Mutual; 
R. L. Jones, State Mutual. 


HEADS VT. UNDERWRITERS 

Raymond A. Briggs, Montpelier, was 
elected president of the Vermont Life 
Underwriters Association, at the annual 
meeting, sales congress and field day of 
the association which was held last week 
at Maletta Bay. Other officers elected 
were as follows: C. A. Rich, Benning, 
vice-president; T. H. McGowan, secre- 
tary and treasurer (re-elected). Edward 
W. Mudgett, Burlington, still president. 
was elecied a delegate to the National 
Association meeting at Washington next 
September. The officers elected will not 
take office until January 1, the amend- 
ment to the by-laws of the association 
having been passed so as to. make the 
fiscal year start with the calendar year. 


was 





Prince Droutzkoy With The Prudential 


Prince Alexis Droutzkoy of Russia, be- 
lieved to be the first prince to enter the 
life insurance field in this country, has 
been appointed an agent for The Pru- 
dential and attached to the New York 
Stuyvesant agency located in the Gray- 
bar building. , 

Prince Droutzkoy was born in Petro- 
grad, and was educated in Russia. He 
is a direct descendant of Prince Ruric, 
who founded the Russian Empire in 862. 
A. D. During the World War he served 
in the Russian Army and was also with 
Kolchak and the White Army during the 
revolution. 


He was imprisoned in Siberia in the 
fall of 1919, where he remained until the 
summer of 1920. He was also imprisoned 
by the Soviet Government in December, 
1917, and again at the end of 1920 in 
the ancient monasteries of Simbirsk, 
from which the priests and monks had 
been driven. 

By hiding in the mountains until 1922 
he managed to escape from Russia and 
made his way to Europe, where he spent 
some time in France, Austria and Ger- 
many. He came to this country in the 
fall of 1925 and entered the Columbia 
University School of Business. 
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CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


Tuts Company is pleased to an- 
nounce the appointment of Mr. 
Harvey Weexs. who is now in charge 
of the trust representatives of Central 
Hanover Bank and Trust Company 


Mr. Werks has had unusually broad 
experience in insurance matters and is 
an authority on sales promotion. 
has been general agent for the Buffalo 
branch of the Provident Mutual Life 
Insurance Company, resigning from that 
position to come with this Company. 
He is past president of the Buffalo Life 
Underwriters Association and is its 
representative on the National Under- 
writers Committee. 
widely known as a speaker on insur- 
ance and insurance trust topics. 


CENTRAL HANOVER 
BANK AND TRUST COMPANY 
a merger of 
CENTRAL UNION TRUST COMPANY 
; of NEW YORK 
and 


HANOVER NATIONAL BANK 


14 Offices In 14 Manhattan Centers 
Capital, Surplus and Undivided Profits over One Hundred Million Dollars 
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Mr. Weeks is 











Funds For E. A. Woods 
Foundation Progressing 


NOW HOPE TO EXCEED QUOTA 


Initial Reports of Campaign Committee 
Encouraging; Fort Wayne District 
Goes Over Allotment 


The Edward A. Woods Foundation, 
the purpose of which is to raise $100,00 
as an endowment the income of which 
is to be devoted to the interests of the 
American College of Life Underwriters 
is making satisfactory progress and 
those in charge of raising the funds are 
hopeful of achieving the goal. 

At the Detroit convention more than 
$12,000 was subscribed from the floor 
and in addition the members of the Ed- 
ward A. Woods agency of Pittsburgh 
have subscribed nearly $10,000. The 
actual solicitation for funds started be. 
tween May 20 and June 20 of this year 
under the leadership of William M. 
Duff of Pittsburgh, who is acting as gen- 
eral chairman of the campaign commit- 
tee assisted by George S. Robertson of 
Baltimore, campaign director. It was 
found that in many of the localities the 
active workers were absent from their 
offices and it was deemed advisable to 
extend the campaign until July 20 for 
these places. aa i 

In some of the localities the raising 
of the quota was responded to with 
splendid co-operation. In Fort Wayne, 
the leader, James W. Haughton who was 
assigned to raise $560, received in two 
hours’ time over the telephone twenty- 
eight subscriptions totaling $615, or 10% 
more than the quota. 

Every indication points to the fact that 
the campaign committee will be able to 
report at the National Association Con- 
vention in September that not only will 
the Foundation be established but that 
the amount needed will be well over the 
top. 

Any underwriter who has not been 
approached by a local committee or who 
resides in a community where there 1s 
no local association and desires to _sub- 
scribe can send his contribution direct 
to campaign headquarters located at 
514 Park Bank building, Baltimore, Md. 





MEET AT NASHVILLE NEXT YEAR 
Missouri State Life Will Hold First 


Convention in Smoky Mountain 
National Park 


The 1930 quarter million club conven- 
tion of the Missouri State Life will be 
held at Nashville, the home office city 
of Rogers Caldwell & Co. who control 
the company. The convention will be 
held in the Andrew Jackson hotel, but 
Chattanooga, Smoky Mountain National 
Park and Lookout Mountain, the scene 
of the “Battle Above the Clouds” will 
be included in the program. 

The quarter million club gathering 
will be the first convention of any kind 
held in Smoky Mountain National Park 
which is composed of 450,000 acres of 
natural forest. A portion of the park is 
given over as a reservation for the 
Cherokee Indian tribe. 





FRICK CASE AS PRECEDENT 


The Frick case decision which ex 
exempted life insurance in the gross es 
tate for estate tax purposes was used 
as precedent in deciding the case of John 
L. Mimnaugh, Jr., vs. the United States, 
in which the plaintiff sought to recover 
taxes paid on life insurance on the life 
of Mimnaugh, Jr., before the Court of 
Claims of the United States. 


IVES & MYRICK FIGURES 
The Ives & Myrick agency of the Mt 
tual Life had paid-for production it 
June of $3,887,667 as compared with $3, 
814,125 for 1928. For the year the total 
paid-for business amounted to $26,803, 





591.70 as compared with $24,044,023 in 
an 
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Place Agent’s Wife 
Has In His Career 


MRS. D. H. WARD CLOSES A CASE 


Talented Wife of Diederich H. Ward of 
New York Tells Union Central 


Meeting of Her Experience 








The part that a life insurance agent’s 
wife can play in his career and the nu- 
merous ways in which she can help and 
inspire him have been the topics of sev- 
eral talks before life insurance conven- 
tions: by Mrs. Diederich H. Ward, tal- 
ented wife of the popular New York in- 
surance man. 

At the convention of Union Central 

Life agents held in Los Angeles this 
week Mrs. Ward gave one of her inter- 
esting and intimate talks. She said in 
art: 
' “I do not believe that a man can suc- 
cessfully carry on this business without 
his wife’s wholehearted support. By 
that I mean her moral and sympathetic 
understanding of his problems. These 
problems are not ordinary ones; they 
are not altogether material; they are hu- 
man, and it is here that a woman with 
her intuition, her sympathy can do so 
much. 

“I have often wondered how an agent 
can day after day preach the unselfish 
doctrine of protection to others, when 
night after night he sees his own wife 
indifferent and sometimes hostile to the 
very thing which he believes in so sin- 
cerely. For here is the truth of the mat- 
ter. If he doesn’t sincerely believe in 
his mission, he cannot succeed and even 
the stone of belief will gradually wear 
away under the steady drip, drip of the 
water of indifference. 

“T don’t see how an agent can put the 
ting of sincerity into his appeal when 
his mind is troubled by some domestic 
dificulty. Then, too, the troubles, if 
they really are troubles, seem to be so 
_ less important the next day. Don’t 
they! 

“Let us praise our husbands in their 
efforts and accomplishments, and in their 
disappointments, too.. When the case 
doesn’t pass or the prospect changes his 
mind, it is then that our husbands need 
us. These discouragements bring the 
depth and strength of our characters to 
the surface and bind up closer together. 
The wife in many ways offers the spirit- 
ual foundation and the husband builds 
around and over that foundation, for he 
knows it is strong and safe. So you 
see, ladies, we are quite important and 
called upon to play many big parts. 

Closes Her First Case . 

“It was only recently that I was 
brought to realize this practical side of 
an agent’s work, and the experience has 
Meant a great deal to me. My husband 
was ill and a certan policy had either 
to be delivered to the applicant or re- 
turned to the company. My husband 
was upset about it and was on the point 
of asking some one at the office to see 
the prospect, when some remark of mine 
Prompted him to ask me if I would make 
the call. As I have never had any ex- 
Perience along that line, you can well 
imagine my feelings. 

“On the subway ride downtown I tried 
to rehearse some of the things to say, 
ut my mind wandered. The people 
looked strange; everything seemed un- 
natural. Stepping out of the office ele- 
Vator I came face to face with the pros- 
bect’s name on the big glass door. No 
told shower ever gave me such a chill. 
I wanted to turn back but I just stood. 
Finally, I came to my senses and like 
the hen who has just stepped off the 
nest, I sort of shook myself down and 
adjusted things in general. I wonder 
What the man who had come out of an- 
other door and stood watching me must 
ave thought. : 

‘Never mind, in I went. I’m chilly 
Now just thinking about it, and like 


‘annie Brice I was after ‘my man,’ but ° 


© was out.’ The reaction left me weak. 
wanted to quit. I had made my call. 


(Continued on Page 11) 

















WHAT A MAN! 


Remember Achilles, the redoubt- 
able warrior of Homer’s Iliad, whose 
one vulnerable spot was his heel? 
So formidable was he that his poet- 
creator said of him: 


“Achilles absent, was Achilles still.” 


There are thousands of men of whom 
the same may be said today. They 
are those who believed in adequate 
life insurance protection, and though 
they have been removed they are 
providing for their loved ones. 


Even in absence they make their 
presence felt. 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 
Epwarp D. Durra.p, President 








Low Cost End. At 75 
By Union Central Life 


COMPARES’ Wi:H ORDINARY 





Announcement Greeted at Los Angeles 
Meeting; How New Policy 
Figures Out 





One of the announcements at the con- 
vention of the Union Central Life agents 
in Los Angeles this week was that the 
company had brought out an endowment 
at age 75 as gross premiums that will 
bear comparison with gross premiums on 
ordinary life policies. The policy was 
hailed as the greatest competitive policy 
issued by the Union Central. 

At the early ages the premium is only 
a few cents higher than the company’s 
ordinary life policy and at age 35 the 
difference is less than $2. The policy 
was called informally “an endowment at 
the price of ordinary life.” The form 
is expected to make a great appeal to 
prospects in the earlier ages. 

The Union Central Life points out that 
it will now be able to offer the young 
married -man in his early twenties $10,- 
000 protection for his family at a gross 
premium which represents an average 
saving of less than $4 a week. If he 
purchases an endowment at 75 at age 20 
and continues to pay the gross premium 
until he is 65, according to the company’s 
present dividend schedule, his accumu- 
lated dividends plus cash value at 65 will 
be more than $16,000. His deposits over 
these 45 years will total barely $8,000, 
leaving him a net profit of more than 
100% in addition to 45 years’ protection 
ranging from $10,000 at age 20 to more 
than $16,000 at age 65. 





NEW MORRIS PLAN CERTIFICATE 





Insurance and Investment Combined in 
New Form Launched This Week by 
Morris Plan Society 

The Morris Plan Insurance Society, 
affiliated with the Morris Plan Co. of 
New York, put on sale this week a new 
“insured investment certificate,” which 
according to Vice-President Wallace D. 
McLean, contains loan values and death 
benefits in addition to other features. 

“These certificates are issued for $500 
and multiples thereof up to $5,000,” con- 
tinued Mr. McLean. “The investor pays 
$425 in cash for each $500 certificate and 
receives the same full paid in five years. 
During this five-year period the pur- 
chaser is protected with life insurance 
in an amount equal to the certificate for 
which he has subscribed.” 

Mr. McLean pointed out that the same 

protection could be purchased on the 
instalment plan for approximately $8 per 
month, for sixty months for each $500 
certificate. 
_This would make the instalment cer- 
tificate cost the purchaser $480, as 
against the cost of the prepayment cer- 
tificate of $425. 





Cc. S. BELL CALGARY MANAGER 


Aetna Life Establishing New Agency 
in Canada; General Agent Came 
From England 


C. S. Bell of Calgary, Alberta, Can- 
ada, has been appointed manager’ of the 
newly created Calgary general agency of 
the. Aetna Life. 

Mr. Bell was born 1891 at Giles Land, 
Cumberland, England, and received his 
education in England. He came to Can- 
ada in 1910 and joined the Merchant’s 
Bank of Canada at Calgary. About 1917 
he resigned this position to enter the 
insurance business with the insurance de- 
partment of T. F. Dawson & Co. He 
continued here for three. years follow- 
ing which he was for a brief period with 
the Lott & Co., Ltd., before starting an 
insurance agency of his own as provin- 
cial manager in Alberta for the Conti- 
nental Casualty. ; 

He leaves the Continental to join the 
Aetna under this new appointment. 


— 
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EQUITABLE SEVENTIETH ANNIVERSARY SERIES 
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EQUITABLE EQUIPMENT 


Training Courses & Field Schools Annual Educational Conferences 
Correspondence & Specialist’s Courses Weekly Sales Bulletin 
Inheritance Tax Service Business Insurance Service 
Personalized Letter Service Advertising Booklets & Circulars 





An Unsurpassed, Comprehensive Array of Policy and Annuity Forms Constituting 
THE EQUITABLE’S COMPLETE CIRCLE OF PROTECTION 
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THERE’S AN EQUITABLE POLICY FOR EVERY NEED AND PURPOSE 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
| | 393 SEVENTH AVE., NEW YORK, N. ¥. 


THOMAS |. PARKINSON, PRESIDENT 
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N. A. L. U. Passes 18,000 
Mark In Membership 


ACHIEVES CAMPAIGN OBJECTIVE 





National Association of Life Underwrit- 
ers Will Have Biggest Membership 
for Washington Convention 





The National Association of Life 
Underwriters has crossed the 18,000 
mark in membership which means that 
the association’s membership campaign 
which has been under way for several 
months has been achieved. The aim 
was to get between 18,000 and 20,000 
membership for the Washington con- 
vention in September. 

The campaign was to be closed by 
June 30, the fiscal year, and is now 
closed except that the local associations 
in the West will be given time to get 
delivery in New York City of their new 
memberships mailed by June 30. Many 
telegrams have been received at the Na- 
tional Association headquarters in New 
York asking that the lists be held open 
for applications mailed. The exact 
number will not be known for several 
days. 

The old high mark in membership for 
the association was reached in 1920 when 
the total was 17,243. In subsequent years 
that mark was not reached again until 
this year. At last accounts the Fort 
Wayne, Inc., association headed the lists 
for percentage gain with 3,000% increase 
over last year. 





LISTS FOR CIRCULAR LETTERS 


Some Sources from Which Names May 
Be Obtained for General Letter 
se 

As sources of prospect lists for use 
in connection with mailing circular let- 
ters, the Occidental Life of Los Angeles, 
suggests the following: 

A personally compiled list is by far 
the most valuable. List those of your 
prospects, friends, acquaintances, civic 
leaders, and your local business men to 
whom such an appeal, as presented in 
the circular, would be appropriate. 

Membership lists of golf clubs of 
which you are a member or of your 
friends. 

Lists of golf club members obtained 
from regular listing companies. 

Membership lists of Town and Coun- 
try Clubs, Beach Clubs, Athletic Clubs, 
Business Men’s Clubs, etc. 

Lists of men in certain occupations, 
especially sales occupations, to whom the 
appeal of golf, the outdoors, and finan- 
cial independence to enjoy the best 
things in life will strike home. Among 
this group will be found: Successful 
salesmen in most any line, brokers, bank- 
ers, etc: 

Recently graduated college men are in 
vogue with this new era of personal par- 
ticipation in athletic life. They are vi- 
tally interested in the success of their 
future. 





J. J. DREXLER PROMOTED 

John J. Drexler, agent at Pittsburgh 
District No. 5, has been promoted to an 
assistant superintendent and transferred 
to Pittsburgh District No. 1. He has 
made an excellent record since his ap- 
Dointment as an agent, his arrears being 
far below the average while the advance 
Payment percentage is among the high- 
est in the division of The Prudential. 





Penn Mutual 6 Months’ Gain 
Nearly Equals Entire 1928 


The Penn Mutual Life closed the first 
six months’ period with a gain in paid- 
for business of over $40,000,000 or 33% 
increase over the same period last year. 
This approximately equals the entire 
gain for the whole year of 1928 which 
was a great gain over the previous year. 

The paid-for business for June shows 
a 33% increase over the same month 
last year. 





Northwestern Nat'l Has 
Over $33,000,000 Paid-For 


The Northwestern National Life of 
Minneapolis has had the best first half- 
year business in its history with new 
paid-for totaling $33,627,178, which is an 
increase of $5,281,071 over the same pe- 
riod last year, or over 18%. 





C. D. FORDE NASHVILLE AGENT 





Succeeds R. D’S. Robertson, Retiring; 
Agency Moves to New Quarters 
in Stahlman Building 

Clifton D. Forde has been appointed 
manager of the Guardian Life at Nash- 
ville, Tenn., to succeed R. D’S. Robert- 
son, who is retiring to devote his time 
to personal producing. Mr. Robertson, 
who has been manager since 1912, is re- 
maining as associate general agent. 

Mr. Forde has taken over the agency 
and moved it to new quarters in the 
Stahlman building there. 

He is a native of Nashville and has 
been associate manager of the agency 
since 1926. 





NEW ACTUARIAL SOC. MEMBERS 


Otto J. Burian, assistant actuary, 
Carroll E. Nelson, manager of the 
mathematicial and change division, and 
Harry M. Sarason, manager of the claim 
division of the Missouri State Life, have 
been elected Fellows of the Actuarial 
Society of America as a result of a re- 
cent examination conducted by the so- 
ciety. 





WALLIS HEADS ENDEAVOR SOC. 


Frederick A. Wallis, former general 
agent in New York for the Fidelity Mu- 
tual, was re-elected president of the 
New York State Christian Endeavor 
Union this week. 





A LOW RATE SCOTTISH POLICY 


The oldest Scottish insurance office, 
the Caledonian, has brought out a new 
low rate policy which is participating al- 
though the rates are lower than some 
standard non-profit rates. 








“Just What I Wanted” 


—writes a practical insurance manager, after 
receiving a John Hancock Home Budget Sheet. 


Any business man will appreciate our Budget, 
and so will his wife, if she is interested in the 
financial management of the home. 


The John Hancock Monthly Budget Sheet pre- 
sents clearly the division of expenses, including 
recreation, savings, and Insurance, and affords 
definite assistance to both men and women in 
the management of income and home expenses. 


YOUR Monthly Budget Sheet will be sent for 
the asking. 


i 
LIFE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 
Inquiry Bureau: 197 Clarendon Street, BOSTON, MASS. 


Please send me a FREE copy of the John Hancock Home Budget Sheet. 
I enclose 2c. for postage. 


NAME ; 2 
ADDRESS 
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THE LIFE INSURANCE COMPANY 
of VIRGINIA 


e 
RICHMOND, VIRGINIA 


YL 


JOHN G. WALKER, CHAIRMAN OF THE BOARD BRADFORD H. WALKER, PRES. 














FEW GROUCHY MEN 
SELL MUCH INSURANCE. 


Nhe Lincoln National 
Life Insurance Com 
pany of Fort Wayne. 
Ind has afield organ: 





LINCOLN LIFE UNDEPWEEEERS (22407 of happy, 





Wile RI IALGIE ‘i 


SELL ALOT OF TI “There isa reason-Just ask us ¥ 








1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 
happiness of its representatives. 

"Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 
Pittsfield, Massachusetts 














FRED. H. RHODES, President 


The Colonial Life Insurance Company ot America 


Insurance in Force 
Over ONE HUNDRED MILLION DOLLARS 


A strong and progressive Company, affording agents unusual money-making 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole family. 


EB. J. Heppenheimer, President 
Sones, Fe ViceDeesdent 0 $ % Wise, Treasurer 
5 Home Office—Jersev Citv. N J. 


—_——_——__—— 
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Metropolitan Plan 


(Continued from Page 1) 

if the company again approves, he may 
remain in service for an additional year; 
provided, however, that no such request 
to remain in active service will be ap- 
proved by the company for active serv- 
ice beyond the last day of December 
next after the 70th birthday.in the case 
of men, and 65th birthday in the case of 
women, and no officer or employe may 
remain in active service beyond such 
date.” 

Notice of other changes in the retire- 
ment plan made at the same time is as 
follows: 

“To the Officers and Home Office Em- 
ployes: 

“The following important changes 
have been made effective in the Insur- 
ance and Retirement Program for Home 
Office Employes (including officers) as 
of May 28, 1929: 

“Normal Retirement Date—The pres- 
ent 20-year service requirement has been 
eliminated and the normal retirement 
age for all employes is 65 for men and 
60 for women. For officers and em- 
ployes now past these ages, the normal 
retirement age will be their present at- 
tained age. This change does not affect 
officers and employes who have already 
passed their normal retirement age and 
have completed 20 years of service. 
“Minimum Retirement Annuity and To- 

tal and Permanent Disability Bene- 


ae 

“1, No change has been made in the 
present minimum Retirement Annuity 
and Total and Permanent Disability 
benefit for Employes who will have 
served at least twenty years when they 
attain their normal retirement age, and 
who contribute continuously, while eli- 
gible, from the date first eligible to do 
so. 

“2. For present male officers and em- 
ployes covered under the Program who 
entered the service after age 45, or pres- 
ent female officers and employes covered 
under the Program who entered the ser- 
vice after 40 and who consequently will 
not serve twenty years before attaining 
the normal retirement age, the minimum 
Retirement Annuity and Total and Per- 
manent Disability benefit will be such 
proportion of the amount of such mini- 
mum benefit provided for officers and 
employes entering service at or below 
these ages as the number of years, 
and/or fractions thereof, of their serv- 
ice prior to attaining their normal retire- 
ment age bears to twenty years. 

“3. For officers and employes who do 
not contribute continuously, while eligi- 
ble, from the date first eligible to do so, 
and for officers and employes becoming 
covered on or after June 1, 1929, who 
enter the service after age 45, in the 
case of men, and*age 40, in the case of 
women, no minimum is provided and 
their Total and. Permanent Disability 
benefit, as well as the monthly Retire- 
ment Annuity, will be the monthly 
amount of the Retirement Annuities 
previously purchased. 

“Temporary Disability Benefits for 
Employes Earning Less Than $5,000 a 
Year—The provision for benefits for in- 
capacity arising within 26 weeks after 
recovery from a previous incapacity. for 
which indemnity has been paid, has been 
changed as follows: 

“Any incapacity arising within 26 
weeks after recovery from a previous in- 
capacity, for which indemnity, has been 
paid, and continuing for at least 4 days, 
will be considered a continuation of the 
previous incapacity. Temporary Disabil- 
ity benefits will, therefor, be payable 
from the 4th day of such continued in- 
capacity but will be limited to the re- 
mainder, if any, of the 52 weeks pro- 
vided for in this Program.” . 


EQUITABLE COAL GROUP 
The Consolidation Coal Co., which, 
with its subsidiaries, operates in West 
Virginia, Maryland and Pennsylvania, 
has arranged with the Equitable Society 
for a $35,000,000 group program on about 
ten thousand employes. 





REPORT ON CANADIAN BUSINESS 
Superintendent G. D. Finlayson Issues 
Annual Abstract of Statements 
of Companies 

The annual abstract of statements of 
companies operating in Canada has been 
issued by Superintendent of Insurance 
G. D. Finlayson. It shows that the gross 
amount of new busniess paid for in cash 
amounted to $945,915,028, of which $59,- 
360,539 was group business, as compared 
with $864,980,640 of which $62,124,543 was 
group in 1927. 

The total net amount of business in 
force at December 31, 1928, was $5,609,- 
032,167, as. compared with $5,044,408,834 
at the end of 1927. 

The death claims paid during the year 
amounted to $31,319,143 as compared 
with $28,010,672 in 1927. 

The amount of business lapsed during 
the year was $398,524,107, or 28.56% of 
the gross new business written, as com- 
pared with $285,756,800 and 29.95% re- 
spectively in 1927. The total amount 
surrendered was $110,177,584, or 10.54% 
of the gross new business written, which 
must be compared with $103,789,889 and 
10.88% respectively in 1927. Combining 
lapsed and surrendered business we have 
for 1928 a total of $408,701,691, or 39.10% 
of the gross new business written, and 
for 1927, $389,546,689, or 40.83% of the 
business written in that year. 

The fraternal insurance summary shows 
that the total amount of new certificates 
issued in Canada in the mortuary de- 
partments by Canadian fraternal socie- 
ties during the year 1928 was $15,896,261, 
compared with $13,867,269 in 1927, while 
the amount issued by foreign fraternal 
societies was $6.077,604, as compared with 
$7,045,512 in 1927. The total amount of 
insurance in force in the mortuary de- 
partment at the end of the year was, for 
Canadian societies, $136,444.765, and for 
foreign societies, $50,184,324, or a total 
of $186,629,089. 

The premiums paid during the year in 
the mortuary departments amounted to 
$2.984,515 for Canadian societies and 
$973,144 for foreign societies. 

In the sickness department the premi- 
ums received by Canadian societies 
amounted to $463,982 and by foreign so- 
cieties $76,347, or a total of $540,329. 

The benefits paid to members in Can- 
ada by Canadian societies amounted to 
$3,169,953 in the mortuary department 
and to $443,476 in the sickness denart- 
ment and for foreign societies to $756,424 
in the mortuary department and $56,708 
in the sickness department, making a 
total payment in Canada for Canadian 
societies of $3.613,429, and for foreign 
societies $813,132. the grand total for all 
societies amounting to $4,426,561. 





JOIN FIDELITY MUTUAL 

Charles E. Winters has been annoint- 
ed an agent for the Fidelity Mutual 
Life, working from the New Brunswick 
office, according to announcement made 
last week by J. N. Flowerman, general 
manager of northern New Jersey for the 
company with headquarters in Newark. 
Mr. Winters was formerly associated 
with the Metropolitan Life. Another ap- 
pointment made was that of Edgar J. 
Boeck, who has been assigned to the 
Woodcliffe territory of the state. The 
total new business written bv the New 
Jersey territory for the month of June 
was $118,000. The agency force now 
consists of five full time men and two 


‘ part timers. 





NATIONAL ASS’N DELEGATE 

The executive committee of the Life 
Underwriters’ Association of Newark 
have appointed Charles J. Schmitz of 
the Paret Agency, Newark, as the or- 
ganization’s representative at the Na- 
tional _Life Association’s convention, 
which will be held in Washington, D. C., 
in September. 





L. R. Martin, of Martin & Fisher 
agency, agents for the Missouri State 
Life Insurance Company at Pocahontas, 
Ark., has been elected president of the 
Arkansas Association of |. Inswrance 
Agents. 
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Increase over 1927 . . 
Insurance in Force. $1,113,810,563 
An Increase of . . . 

Representing over 63% of the,New Business 


BUSINESS OF 1929 


- $143,573,589 
. 6,083,386 


Insurance. . 


BOSTON, MASS. 


: 90,547,161 


New England Mutual Life Insurance Co. 

















Policies backed by one of the very 


The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
Columbia National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 











. 


in the country, having ample capital, 


surplus and highest standard of reserves. 


‘Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 
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THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 
Incorporated 1882 
Issues all modern forms of Life Insurance, ineluding Industrial, Ordinary 


Group 


J. N. WARFIELD, President 














52.28% 


in the Company. 














of the new business paid 
for in The Northwest- 


ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1928 was upon 
applications of members previously insured 


| Once a Policyholder— 


Always a Prospect 
THE POLICYHOLDERS COMPANY 





The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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Frank Bushnell, Aetna 
Vice-President, Dead 


AGENCY SECRETARY 22 YEARS 


Was Forty-Three Years With Company; 
Once New York General Agent; 
Ill Two Years 


Frank Bushnell, vice-president of the 
Aetna Life, died last week at his home 
in Hartford of heart disease. Mr. Bush- 
nell was born in Pittsburgh, Pa., Decem- 
ber 5, 1852, the son of Daniel and 


Eleanor Gray Bushnell. His early busi- 
ness experience was in the steel industry, 
with headquarters in Pittsburgh. This 
enterprise proved very successful and 
headquarters were moved to New York 
City in 1880. Shortly after reaching New 
York Mr. Bushnell became interested in 
the insurance business and on February 
1, 1886, became agent for T. J. Mumford, 
manager of the Aetna Life in New York. 

Mr. Bushnell was highly successful as 
an agent, and three years later became 
a partner with Mr. Mumford under the 
firm name of Mumford & Bushnell. For 
nine years he was active in the organ- 
ization and management of the com- 
pany’s New York office. On November 
1, 1898, the company called him to the 
home office to take the place of A. F. 
Nason as superintendent of agencies, 
eastern division. 

On January 1, 1901, Mr. Bushnell was 
advanced to the office of agency secre- 
tary in charge of the agency division. 
For 22 years he directed the affairs of 
the company’s agency forces. 

In recognition of Mr. Bushnell’s serv- 
ice aS agency secretary, he was elected 
vice-president of the company in Feb- 
ruary, 1922. One year later, on Febru- 
ary 15, 1923, he was relieved of the 
duties connected with the supervision of 
the field forces by the appointment of 
Kendrick A. Luther, manager of the 
Boston agency, aS agency secretary. 
From then until taken ill, Mr. Bushnell 
gave his entire attention to the under- 
writing problems of the life division of 
the company. 

The honorary pall bearers were James 
Brewster and W. E. A. Bulkeley, repre- 
senting Aetna executive officers; Dr. 
Phineas H. Ingalls and Dr. E. K. Root, 
of the medical department, and Ross 
Harper, of Philadelphia, and W. A. Nico- 
lay, of Brooklyn, representing the gen- 
eral agents. 





NEW INTEREST PLAN 





Mutual Life to Pay Additional Amount 
on Lump Sum Death Claims 
From July 1 


The Mutual Life, beginning Julv 1, will 
pay interest on lump sum death claims 
from date of settlement and will issue 
supplemental contracts for income pay- 
ments with date of insured’s death, ac- 
cording to an announcement made this 
week. 

Second Vice-President and Manager of 
Agencies George K. Sargent outlines 
these new liberalizing features as fol- 
lows: Under death claims payable in 
single sums the company will pay inter- 
est from date of death to the date of 
settlement provided the period does not 
exceed thirty-six months. The rate of 
interest payable in such cases will be 
the company’s dividend rate current at 
the insured’s death. In any exceptional 
cases that might exceed such a period 
the company may pay interest at a rate 
determined at time of settlement. 

If a policy is payable under any mode 
of settlement, the supplemental contract 
issued to carry out the settlement made. 
if issued on or after July 1, will be dated 
as of the date of death of the insured, 
if death occurred within three years 
Prior to date of issue of the supplemen- 
tal contract. The company’s present 
Practice is to date supplemental con- 
tracts under monthly income policies as 
of the date of death, and this new plan 
will practically be dealing with all death 
claims as of date of death. 








that satisfies. 





Satisfying Service 


The MUTUAL BENEFIT LIFE writes 
policy contracts that meet the needs of the 
people; assists its agents in presenting these 
contracts; and gives to policyholders a service 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 
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BATON ROUGE GENERAL AGENT 


Edgar Leroy Way has been appointed 
general agent for the Manhattan Life at 
Baton Rouge, La. He has been connect- 
ed with the company since 1922, when 
he left the banking business for life in- 
surance. 





PRU’S GOLF TOURNAMENT 
The annual golf tournament of The 
Prudential was held on June 25 at 
the Spring Brook Country Club, Mor- 
ristown, N. J. B. L. Jacobs, assistant 
comptroller, was chairman of the golf 
committee. 


seaman. 


VAN OSDELL MADE MANAGER 


T. D. Van Osdell has been appointed. 


manager of the Kansas City branch of- 
fice of the Continental Life. Mr. Van 
Osdall is an experienced life insurance 
salesman and has made a fine record in 
production. 





AETNA LIFE REVENUE SUIT 

Suit to recover $376,340 alleged erro- 
neously collected from the Aetna Life 
by the U. S. Internal Revenue Depart- 
ment is before Judge Warren B. Bur- 
rows in Federal District Court in Hart- 
ford. 





Policyholders First: 


We have pointed with pride to Guardian progress, 
strikingly evidenced by a 100% growth in six short years, 
with a steady rise through the ranks of leading American 


Life Insurance Companies. 


The main basis for this progress is Guardian service 
to policyholders. The truly progressive company be- 
comes such by virtue of truly serving those whose patron- 


age determines its progress. 


June has been set aside as a month of special service 
to Guardian policyholders. Ask for a copy of Service— 
Policyholders’ Month Issue, and you will learn much of 
interest to you as to the privileges of fellow-membership 


in the Guardian. 
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THE GUARDIAN LIFE 
INSURANCE COMPANY OF AMERICA 


“The Company that Guards and Serves” 


50 UNION SQUARE 


New York City 





Summary Of British 
Companies’ Business 


NEW PRODUCTION 


Ordinary Life New Business Gained 10% 
Last Year; Expense Reduc- 
tions Featured 


MAINTAINED 








The 1929 issue of Savory’s Insurance 
Share Annual, which has just been pub- 
lished in London by Thomas Skinner & 
Co., is again prefaced by an interesting 
general review of British insurance con- 
ditions last year. This states that the 
companies were able to maintain the im- 
proved figures of new business recorded 
in 1927. 

Net new insurance last year by the 
seven offices with the largest industrial 
funds were £126,500,000, as compared with 
£125,600,000 in 1927. The premium in- 
come at £37,500,000 was larger by more 
than £1,750,000, and the funds of £183,- 
000,000 exceeded the total for the pre- 
vious year by £12,000,000. The review 
adds that a further reduction in the 
average expense ratio from 32.5% to 
31.9% much more than compensated for 
a slight fall in the net interest rate frein 
£5 7s. 3d. to £5 6s. 4d. %. ‘ 

In ordinary life business the figures 
of new assurances of 27 leading proprie- 
tary offices increased from £93,200,000 for 
1927 to £103,600.000 for 1928, an advance 
of over 10%. Single premiums received 
by 22 of these offices amounted last year 
to £10,215,000, against £8,432,000 for 1927. 
The “average corrected expense ratio” 
of the 27 offices was reduced from 13.8% 
to 13.6%, while the average net rate of 
interest improved from £4 13s. 5d. to £4 
14s. 6d. %. The Annual contains the 
usual detailed analyses of the accounts 
of the principal companies. 





WINS SILVER CUP 





Western Pa., Department, Reliance Life, 

Awarded Trophy for Consistent Con- 

tribution to Pittsburgh Underwriters 

For consistent contribution to the ad- 
vancement of the Pittsburgh Life Un- 
derwriters’ Association, the western 
Pennsylvania department of the Reliance 
Life has been awarded a silver cup, the 
first of its kind ever given by the asso- 
ciation for that purpose. 

The presentation was made by Lee D. 
Hemingway, president of the association 
and donor of the cup, at a luncheon in 
the Fort Pitt Hotel last week. It was 
accepted in behalf of the company by 
Vice-President E. G. McCormack and 
H. T. Burnett, manager of the western 
Pennsylvania department. At the lun- 
cheon were ninety-four Reliance repre- 
sentatives who are members of the asso- 
ciation. 

The Reliance agency, which has vir- 
tually 100% membership in the associa- 
tion, was chosen as the 1929 winner of 
the trophy by a committee which based 
its decision on such things as increased 
membership, attendance, and general 
contributions to the organization. The 
cup is being displayed at the agency 
headquarters in the Farmers Bank 
Building, Pittsburgh, where the home 
office of Reliance Life also is located. 

In a short acceptance speech, Vice- 
President McCormack praised the work 
Manager -Burnett has done in the west- 
ern Pennsylvania department in the five 
years in which he has been at its head. 
He predicted that the western Pennsyl- 
vania department would produce $15,- 
000,000 of new business in 1929. 





COLORADO ASS’N OFFICERS 

The Colorado Association of Life Un- 
derwriters has elected Harry C. Fabling, 
Denver, president; Charles J. Griffin, 
Denver; Harry B. Caldwell, Pueblo, and 
Roy J. Hale, Fort Collins, vice-presiy 
dents; P. L. Pease, Sr., Denver, cha/ 
man of the executive committee; 7 
S. Peters, Denver, secretary-tre3’ 
W. R. Wilkerson, Denver, natic 
ecutive committeeman. 
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LIVE HINTS FOR BUSINESS 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


Starting questions 





Arousing about insurance 
Interest trusts is a valuable 
In Trusts indirect way of cre- 


ating interest, ac- 
cording to Ear! A. Morton, vice-presi- 
dent and trust officer of the Common- 
wealth Trust Company of Pittsburgh, 
writing in the Pittsburgh Life Under- 
writers’ “Bulletin.” He talked with a 
man whose wife had died, leaving two 
small girls, about his estate. He carried 
$3,000 in life insurance, one of the poli- 
cies having been written by an agent 
who worked the territory where this man 
was employed as an accountant for a 
nationally known manufacturing con- 
cern. 

He was advised to see his local agent 
with a view of taking out more insurance 
and then consolidate his insurance estate 
with his testamentary estate. About a 
month later the president of the leading 
bank in the community where this man 
lived called and inquired concerning in- 
surance trusts, and when asked the rea- 
son of the inquiry he stated that the 
general manager of the plant of which 
he was chairman of the board, had made 
inquiry. When-eventually traced down 
it was found that the prospect, being a 
little uncertain as to the wisdom of an 
insurance trust, had asked the general 
manager for his views and the chain of 
inquiries eventually reached the highest 
official of the local bank. 

Two weeks later the insurance agent 
and the insured called with a $15,000 
policy of life insurance and the trust 
was closed. The agent was told of the 
telephone call and the suggestion was 
made that, since a line of inquiry had 
been started through the officials of the 
plant, that some of them might prove 
live prospects. He grasped the situation 
at once and dared to consult the highest 
officials of the plant about a subject 
which he knew they understood in a 
meager way. Heretofore he had been 
writing small policies on the lives of em- 
ployes. As a result of the writing of 
this $15,000 policy of insurance that 
agent in the years 1927 and 1928 wrote 
over $300,000 insurance, covering the 
lives of several executives and foremen. 

The lesson that came home to the 
writer in this incident is that it pays to 
advise your prospect to discuss the ques- 
tion of additional insurance and the 
value of an insurance trust with his em- 
ployer or with his banker. If you can 
ascertain from your prospect the names 
of the persons with whom he consulted 
and who recommended either additional 
insurance or an insurance trust you have 
in such persons very, live prospects who 
have but recently thought of and com- 
mitted themselves on the insurance ques- 
tion. 
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A life underwriter 


Getting gets as many “good. 
The Good breaks” as any one 
Breaks else—if he works for 


_ them, according to 
in the Union Central 
He says: 


Ford P. Fuller 
“Bulletin.” 


“One day I went to see a man whose 
father had been an old Union Central 
policyholder. I had written this man’s 
son a small policy but had never been 
able to interest him. This day, how- 
ever, I sensed a little different attitude. 
As he is the head of his business and 
it is practically a one-man enterprise, 
I sailed in on the Endowment at 85 as 
a Business Protection contract. But the 
presentation didn’t seem to go over. He 
apparently wanted something more rea- 
sonable. in price, so I switched to the 
Productive Period Protection Policy and 
came off with an application for $10,000. 

“I felt that the Business Protection 
Contract was the one for him, so when 
the papers went in, I ordered a certifi- 
cate for $10,000 additional on that plan 
and here’s what happened. Both the 
policy and the certificate came through 
in due time and were placed on my desk 
on a Saturday morning. I knew my man 
was very busy and could not see me on 
Saturday, so I called him on the tele- 
phone. I told him his policy was in and 
was written just as applied for. As he 
had made settlement with the applica- 
tion, he was fully protected, and I'd 
see him on Monday and deliver the con- 
tract. 

“In reply to this he said, ‘Fine, Mr. 
Fuller, I’ll see you Monday at 12 o'clock. 
By the way, while we are on this sub- 
ject, do you think your company would 
consider letting me have that other busi- 
ness policy we discussed at first?’ 

“Would they consider it? They had 
considered it and there I was with the 
good old certificate right in my hand! 
The company had turned on the green 
light, so I promptly told him it could be 
arranged. ‘Well,’ he said, ‘if that’s the 
case, bring it down on Monday and I'll 
take them both.’ 

“Now these things happen, but they 
just don’t happen uninvited. They are 
the result of sowing the seed and sowing 
it well. One cannot sit around and wait 
on things to move. If one does, he will 
surely starve to death. You have to 
know your business and plan for each 
day and the good breaks will come.” 


x * x 
Life insurance as 

Insurance an eState stabilizer is 
For not yet as_ well 
Settlement known and used as it 
deserves to be, ac- 


‘cording to Kenneth Buffington, trust of- 


ficer of the Colonial Trust Company of 
Pittsburgh, who says in the Pittsburgh 
Life Underwriters’ “Bulletin”: 

“How many men who are_ buying 
their homes today consider life insurance 
as one of the items of settlement? Hus- 
band and wife plan the building of their 
home. They properly consider it as one 
of their assets and add its value to such 
cash, bonds and securities as they may 
have, and say to themselves: ‘we are 
worth so much.’ They are substantially 
correct except that they fail to realize 
that in the event of his death she may 
be forced to watch necessary liquidation 
deplete their fortune and force her from 











Gerard S. Nollen, President 





Gains in Millions of Dollars Mark 


Bankers Life Company’s Best Year 
1928 Gains 


Ae ae $ 3,000,000 
RP tie $ 14,800,000 


Gain in Income, nearly... 
Gain in Assets, over. .... 
Gain in Legal Reserve Life Insurance 

if ORCC HOVER. os. ihc «ke teed $ 52,000,000 
1928 Totals 


Total ‘incotie, over... .. 2.0 c. ccc eo Oe $ 37,500,000 


a $118,400,000 
Total Life Insurance in Force, over...... $886,000,000 
1928 Business 
Total Life Insurance Paid-For, over...... $140,000,000 


BANKERS LIFE COMPANY 


Established 1879 


Des Moines, Iowa 











their home. When husband and wife 
come to the actual settlement in the pur- 
chase of their home, they should stop 
to balance—earnings and income vs. cur- 
rent and carrying obligations; encum- 
brances vs. life insurance. Real estate 
is always protected by title search or 
title insurance. Mortgages and borrowed 
money should likewise be backed by life 
insurance. 

“If such practice could be encouraged 
to a point where life insurance would be 
recognized as an item of settlement in 
the purchase of homes, widows and their 
children would be saved from much of 
the distress, poverty and hardship which 
so frequently follows the death of the 
income producing husband. 

“Those who are engagéd in fiduciary 
services are familiar with cases such as 
Mr. Smith’s. It is merely one example 
from many which are as varied as they 
are numerous. 

“Life insurance to the majority of men 
is their only financial counterpart. It is 
their only means of perpetuating the 
comfort, education and well being of 
their dependents which their earnings in 
life have been able to procure. Life in- 
surance can be made to subserve any 
purpose—to fit any circumstance and to 
afford protection for any emergency. Its 











TO BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 
—worth your while to inquire 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 

|} H.W. JONES, Mgr. 

110 William Street 


New York City 
Beekman 5058-6691 
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use should always be found rather than 
merely sold as such. With its distribu- 
tion in proportion to the needs of each 
given set of facts, we would have fewer 
unliquid estates with resultant forced 
sales and depreciation of assets. 
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size. 


degree of its service. 
its service broadens. 


34 Nassau Street 


DAVID F. HOUSTON 
President 


“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 


success is according to the natural law of compensation—that 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 
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Options Not Obsolete ers and their beneficiaries, especially if - nn 
For Use With Trusts = woes: aang in a en 
ar removed from a city where a modern 
trust company is operated. STATE MUTUAL LIFE 
EACH FORM HAS ITS FUNCTION MADE AGENCY SUPERVISOR 
Edward M. McMahon of Equitable The Provident Mutual Life has ap- ASSURANCE COMPANY 
Trust Tells New Hampshire Under- pointed Alfred R. Matthews supervisor 
writers Purposes of Trust Sf the San Francisco, agency. | Mr. wa OF 
le as ES : Ww e 
In selling the life insurance trust idea peg for the past fourteen years re- ORCESTER, MASSACHUSETTS 
there is no intention to convey the .im- pide as agency assistant. While a spe- 
pression that the optional settlements of “' agent he was a successful producer. 
the life insurance companies are obso- | 
lete, said Edward M. McMahon, insur- Mrs. D. H. W ard’s Talk Announces as of January i 1929 | 
ance trust officer = pie mag — (Continued from Page 5) N a A 
f New York, speaking last week before Sek) ' | 
te les caigess of the, New Hamg: Jf TS" 2 fie that, he en, waa ew and Increased Limits 
shire Association of Life Underwriters.  ,; , . . 
“The options of settlement contained oe My interview later was cold. He Affecting Age Groups 
1 in contracts of life insurance have not had all the insurance he wanted. The 
become obsolete and can still be used to figures | had remembered I gave him and 
ae 7 the har Gi pois: eee but we were getting nowhere. I walked 
14 ing the earlier stages o 1s progress to is P anti at : F ° 
aadtiti Saaneial independence,” said Mr. Mc- a ' aed cone al ue Amount of Insurance Carried 
re Mahon. “The insurance trust has been Gren his treasures Figures. were for- 
called an ig sprue so of ra gotten. We talked ‘ot human beings and 
The ‘options of settlement’ contained in sia: illicit ess esige, , 
cctbuatts of insurance can be used to be ge = hi et oigces Lauaiie ss Incorporated 1844 
[E rai yok gr bloc Re gnc nn ge of paper. It was protection for And now in its 
insured ¢ : yr calgon ell is dear ones. Heart strings had won = = : N ’ 
ts moted and conserved by utilizing an in- ver the pocketbook, and I emerged hap- Kighty-Fifth Year of Service 
surance trust in certain situations where pily a few minutes later with the set- 
on either lump sum payments or the options  tjement.” ; é 
re of settlement might fail to accomplish , 
the objectives of the insured for him- 
self and his dependents.” ; ° 3 
Life insurance companies distribute Union Central S Endowment at /5—Amount, $10,000 
| principal and income under an agreement 
: with the insured which takes the form Accumulated Total Total 
of a contractual relationship, said the Div. Plus Premiums Div. Plus Premiums 
speaker. Banks and trust companies dis- Net Cost Cash Value Paid in Profit Cash Value Paid in Profit 
tribute principal and income from pro- Age Premium Ist Year at 60 by 60 at 60 at 65 by 65 at 65 
ceeds of life insurance under a trust QD. wn cccesccnenes $178.00 $136.90 $12,526.30 $7,120.00 $5,406.30 $16,277.20 $8,010.00 $8,267.20 
agreement which gives the trustee dis- Ys SE Te Lae eZ 199.60 155.80 10,865.20 6,986.00 3,879.20 14,244.40 7,984.00 6,260.40 
cretionary power, enabling it to conserve MG oa ee creas 227.50 180.40 9,378.10 6,825.00 2,553.10 12,465.80 7,962.50 4,503.30 
and distribute the proceeds and income 
in an efficient way and yet do for the 
insured’s dependents that which the es- oe ee cog ind 
tate creator himself would do if he were The Equitable Life of lowa has ap- 
———' alive, in connection with situations—fi- pointed William D. MacKinnon an assis- 
— nancial and otherwise—which could not by aeruary pale wi es Set Mr. Mac- 
stthe- be anticipated at the time that the in- gure ™ 4 graduate of the University 
surance was purchased or during his life- Of lowa and joined the company in 1923. 
each Gee He has just_been admitted by examina- 
oi In their desire for additional business, pile rn Fellow of the Actuarial So- 
banks and trust companies have an am- — . h, merica. He was made a Fel- 
ple and fertile field to cultivate without “OW ° —O Institute of Actua- 
— competing with life underwriters or the "S 1 *74/. 
institution of life insurance by either 
selling or supplying life insurance and 
accepting commission for so doing, con- 
tinued Mr. McMahon. With only a 
a small part of the life value of the 
nation conserved through life insurance, eo 
s underwriters have an ample field to cul- 
‘ tivate without expecting direct financial 
it reward from trust companies for such 
‘E co-operation as the underwriters may ex- The 
= tend to banks and trust companies. 5 P 
It seems to be the consensus of onin- bd 
; o of the management of the leading Berkshire’s 
ife insurance companies that thev wel- mn 
come the activity of banks and trust PREFERRED LIFE”’ 
companies in the field of trusteeing in- “ 
il surance contracts, he said, provided they 5 % Commission and your renewals 
a are satisfied that the trust companies are guaranteed. Illustrations on request. 
so organized and conducted as to enable 
yr the insured and his beneficiaries to re- ; » 
e, ceive as good if not better service than S. SAMUEL WOLFSON, Gen’. Agent 
the insurance companies could render. ERXSHIRE LIFE INSURASCE COMPANY 
t But insurance companies insist upon con- Suite: 1503—225 West 34th St., N. Y. 
i} tinuing to render the best service which ’ , 
at they are capable of rendering under the Phones PENnsylvani» 6878-6879 
options of settlement to their policyhold- 
y From Portland, Maine, to Portland, Oregon, 
the Union Mutual is known as— 
The Friendly Maine Company 
r. A healthy growth is being experienced by. this Company, 
which has maintained high ideals of service for- £0 years. 
. e ‘ Ms 
Union Mutual Life Insurance Company “Joe Jenks is a dandy golfer. He’s developed an approach 
Me by > 
Portland, Maine net lays the ball right up to the pin. . 
Yes, but his golf approach is no better than the one Reliance 
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Life Perfect Protection gives him every day.” 
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Latest C. L. U. Examination Questions 


The results of the examinations for 
the C. L. U. degree, which were held 
June 20 to 22, will be announced at a 
meeting of the executive committee of 
the American College of Life Underwrit- 
ers to be held in Philadelphia August 
3. There were 110 candidates who took 
the examinations and_a majority of the 
states were represented. Several candi- 
dates were from the Pacific Coast, one 
from Shanghai, China, and St. Johns 
College, Shanghai, was created as an 
examination center for this particular 
candidate. 

Following are the questions in the 
different parts of the examinations, ex- 
cepting that on “General Education”: 


I. Life Insurance Fundamentals 


(a) Economics of Life Insurance. 

(Answer any 5 questions, retaining the ques- 
ion numbering given here.) 

1. (a) Why is life insurance referred to 
as a “life will’’? : 

(b) Name four advantages of the “‘life 
will,” as compared with the “property will.” 

2. What are the principles which “you_ use 
in valuing the business worth of ‘your clients 
for business life insurance purposes? 

3. Explain how life insurance illustrates the 
principle of depreciation applied to the work- 
ing value of human life. 

4. Explain how life insurance serves as prop- 
erty insurance in protecting the insured’s gen- 
eral estate. 

5. In discussing the life insurance needs of 
a young man without dependents, what are the 
main points which you would emphasize? 

6. Name and explain fully five advantages of 
Income Settlement of life insurance proceeds. 
(b) Principles and Practices, 

(Answer all questions.) 

1. (a) Explain the statement, ‘Endowment 
insurance is a combination of term insurance 
and pure endowment.” 

(b) Explain the statement, ‘Endowment 
insurance is a combination of decreasing term 
insurance and increasing sinking fund.” 

2. (a) Name as many circumstances as you 
can which would justify you in recommend- 
ing term insurance. 

(b) Explain the statement, “An ordinary 
life policy is in reality an endowment policy.” 

3. (a) Define, “legal reserve,” and state its 
purpose.’ p 
(b) Define “surrender charge,” and give 
two reasons justifying it. 

4. Explain the sources of 
life insurance. 

5. A man owns $5,000 of life insurance 
which he desires to have paid to his son in 
five equal annual instalments beginning imme- 
diately upon his death. Compute the amount 
of each instalment, assuming that the company 
guarantees 3% interest on policy proceeds pay- 
able in this manner. 


Il. Life Insurance Salesmanship 
(a) Principles of Salesmanship. 

Stanley Dawes, age 35, wife, son 13, daugh- 
ter 10. are 

Junior executive in large financial institution. 
Salary $7,500 a year. $20,000 of life insurance. 
Owns about $1,000 worth of common stock 
in his own organization. 

1. Outline the approach you would plan to 
use. 

2. Outline in detail your sales presentation. 

3. Outline the objections which you would 
expect Dawes to raise and suggest your meth- 
od for overcoming these objections. é 
(b) Psychology of Life Insurance Salesmanship. 

(Answer any 5 questions, retaining the ques- 
tion numbering given here.) : 

1. Make a list of all of the suggestive at- 
tributes of personality that you would wish 
to possess as an underwriter. 

2. Think over your past experiences. Can 
you recall a situation in which you bought 
something against your better judgement? De- 
scribe how you rationalized yourself. Take some 
prospect you have had in the past, who has 
failed to take out a policy but has immediately 
bought a car or some other luxury. Try to 
account psychologically for his behavior. 

. Why is the use of imagination of peculiar 
importance in the sale of life insurance? Why 
does the buying of life insurance tax the imagi- 
nation much more than in buying a car, coat, 
or a radio? 

4. (a) List five habits that would probably 
divert a prospect’s attention from life insur- 
ance. 


the surplus in 


(b) List five habits (business or social) 
that you could take advantage of in appealing 
to a life insurance prospect. 

5. Write an imaginary dialogue with a pros- 
pect in which you appeal to his desire for 
approval. 

6. Why is a good superficial personality so 
important to the life insurance salesman? Why 
is a good personality not so important in a 
business way to the carpenter, bookkeeper or 
civil engineer? 

7. List all of the things which seem to you 
to be marks of social progress. Show in each 
case the influence insurance would play in help- 
ing fulfill these social goals. 


IV. Commercial Law and Insurance 


w 


(Answer any 10 questions, retaining the ques- 
tion numbering given here.) , 
1. Riegel, a creditor, who held a policy of 


insurance for $6,000 on the life of his debtor 
(Boltén), whose whereabouts were unknown, 
finding it difficult to pay the premiums, made 
an arrangement with the insurance company 
under which the policy was surrendered, and 
a paid-up policy for $2,500 was issued by the 
company and accepted by him in lieu of the 
policy surrendered. At the time of this trans- 
action, both parties acted on the supposition 
that the assured was alive, but, in point of 
fact, he had been dead ten days. Riegel claims 
the $6,000, but the insurance company refuses 
to pay more than $2,500. How much can Rie- 
gel recover? Give reasoning, stating legal prin- 
ciple involved. 

_ 2. Fox urged his employes to take out life 
insurance, and suggested that they talk the mat- 
ter over with an insurance solicitor named 
Boyd. One of the employes (Cox) wanted to 
take out a policy, but was unable to pay the 
premium. Fox said to Boyd: “Have the policy 
issued, and I will personally guarantee that 
you will get the money from Cox.” The pol- 
icy was issued, but Cox failed to pay the pre- 
mium, and shortly thereafter left the employ 
of Fox. Boyd sued Fox on his promise. Fox 
defended on the ground that his promise was 
not in writing. Can Boyd recover? Give rea- 
soning, stating legal principle involved. 

_ 3. Dawson and Fee were partners conduct- 
ing a general insurance business. They rented 
a suite of offices and engaged in an extensive 
advertising campaign. Fee was the active mana- 
ger of the business. Business did not develop 
as expected, and Dawson told Fee to make 
no further contracts for advertising; that if 
he did, he (Dawson) would not be responsible 
for them. Fee, nevertheless, signed, in behalf 
of the firm, a renewal contract for advertising 


in the Daily World. Subsequently the Daily 
World sued the firm for advertising charges. 
(a) Would the Daily World be entitled to 
judgment against the firm? (b) If a judgment 
is obtained against a partnership, and the firm 
and all the partners except one are without 
assets, can the creditor get satisfaction for his 
judgment out of the assets of the solvent part- 
ner? Give reasoning. 

_4. (a) What requirements does the Nego- 
tiable Instruments Act prescribe concerning the 
form of negotiable promissory note? 

: (b) What advantages does the holder 
in due course of a negotiable note have over 
the assignee of a non-negotiable contract? 

5. Discuss the National Bankruptcy Act, in- 
cluding the legal interpretation of its provi- 
sions, in its relation to the rights of creditors 
to the cash value of life insurance policies. 

6. Enumerate the principal state statutes reg- 
ulating life insurance solicitors. 

7. A, B, and C are proposing to engage in 
business together. What are the relative ad- 
vantages and disadvantages of a partnership 
and a corporate form cf association? 

_ 8. What acts are within the express and 
implied powers of a corporation? Discuss. 

9 hafer was a candidate for City Treasur- 
er. He wrote to Knowles, an acquaintance who 
was out of town, that if the latter would re- 
turn to the city on election day and cast his 
vote, he would reimburse him for his trans- 
portation expenses. There was no agreement 
as to how Knowles was to vote. Knowles re- 
turned and voted. Shafer was defeated, and re- 
fused to keep his agreement. Knowles sued. 
Can he recover? Give reasons. 

10. Crawford, a widower, has four children, 
ages 30, 25, 21 and 19, respectively. The old- 
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est is a daughter; the others are sons. He 
wishes to have them participate in his estate. 
The intestate law of the state provides for 
equal distribution under the circumstance. Is 
there any occasion for Crawford to make a 
will? Explain. 

11. Is there any difference between the duty 
of a bailee who (a) acts gratuitously, and (b) 
one who acts for compensation, the bailment 
being for the benefit of bailor in each case? 
(c) Does the degree of care in either case 
depend upon the article bailed? 

12. (a) What is a warranty? Give two il- 
lustrations of transactions in which warranties 
occur. 

(b) What is the difference between the 
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liability of a maker and an indorser of a nego- 
tiable promissory note? 

13. Define briefly the following terms, stat- 
ing in what connection they occur: (a) implied 
contract; (b) covenant; (c) incumbrance; (d) 
insolvency; (e) power of attorney; (f) receiver; 
(g) tort; (h) surety; (i) voidable; (j) ultra 
vires. 

V. Finance 


(Answer any 10 questions, retaining the ques- 
tion numbering given here.) 

1. (a) Explain carefully the separate steps 
in the promotion of a new business enterprise. 

Point out the methods a promoter 
may use to obtain control of a new business 
opportunity. ol ; 

2. What are the customary provisions in cor- 
poration mortgages pertaining to 

(a) the disposal of sinking funds? 

(b) the issuance of additional bonds un- 
der the same mortgage? 

3. A corporation has fixed assets valued at 
$500,000, and current assets having a combined 
present market value of $400,000. The out- 
standing capital stock is $300,000 par value, and 
the surplus $400,000. 

(a) Distinguish between fixed assets and 
current assets. 

Explain three methods of disposing 
of the surplus. 

4. The United States Steel Corporation re- 
cently announced plans for reshaping its capital 
structure by issuing common stock to retire 
outstanding funded debts. The purpose of this 
financing was said to be (1) reducing fixed 
charges, (2) making a larger proportion of gross 
earnings available for dividends and (3) in- 
creasing the equity of the preferred stock. 

(a) What is meant by fixed charges, 
dividends and preferred stock? J : 

( how how this refinancing will at- 
tain the above purposes. 

5. (a) What is a holding company? 

(b) Explain three methods which a hold- 
ing company may employ to acquire the stock 
of the companies it desires to combine under 
a single management. 

6. As credit officer of a commercial bank, 


‘ what factors would you consider in determining 


the credit rating of a business enterprise? 

What is the relationship between (1) 
loans and deposits and (2) deposits and reserves 
of a commercial bank? 

8. Distinguish between inflation and defla- 
tion of bank credit, and explain the processes 
by which these are brought about. 

9. Differentiate between legal interest rates, 
call-money rates and time-money rates. 

10. (a) What is the nature of investment 
credit? 

(b) Enumerate and define carefully 
three types of securities representing invest- 
ment credit. 

11. (a) What is there in the nature of pub- 
lic utilities that has necessitated their public 
regulation ? 

( Enumerate the chief purposes of 
public utility regulation. ; 

12. Outline the chief factors which influence 
the market prices of (a) stocks, and (b) bonds. 





VISITING IN VERMONT 


B. W. Douglas, agent for a number 
of companies in New Jersey, with head- 
quarters in Newark, and Charles S. 
Chappell, head of the life department of 
the agency, accompanied by their wives, 
left on Wednesday for an automobile 
trip to Rutland, Vermont, where they 
are visiting relatives. They will retnrn 
Monday, July 7. 





ANOTHER WOODMEN SUIT 


With a suit filed in Colorado and Utah 
against the officers of the Woodmen of 
the World, seeking to prevent the raise 
in rates, another suit is being brought 
by some of the Nebraska camps. 


SALARY ALLOTMENT COVERAGE 


Salary allotment life insurance has re- 
cently been acquired by the employes 
of several firms located in various sec- 
tions of the country, through policies 
Issued by The Prudential. They are the 
Bonne Terre Foundry Co. of Bonne 
Terre, Mo.; Geer Drug Co. of Charles- 
ton, S. C.; T. E. Harris Grocery Co. of 
Sard Springs, Okla.; Humes Music Co. 
of Columbus, Ga.; Quality Shingle Co., 
Edmonds, Wash., and the Derby Coal 
Co. and the Mercer Transfer & Storage 
Co. of Burlington, Ia. 


LINCOLN NATIONAL MEN MEET 





Sectional Convention at Christmas Lake, 
Minn., Attended by Group of Ex- 
ecutives From Home Office 


Representatives of the Lincoln Na- 
tional Life from Minnesota, Wisconsin 
and North Dakota attended one of the 
largest and strongest sectional sales 
meetings ever held in their territory last 
week, at Radisson Inn, Christmas Lake, 
Minnesota. Vice-president Walter T. 
Shepard led a delegation of home office 
representatives who directed the conven- 
tion activities. The daily sessions of the 
three-day sales meeting, with Mr. Shep- 
ard as chairman, were handled by Man- 
ager of Agencies A. L. Dern, Medical 
Director W. E. Thornton, Superintend- 
ent of Agencies V. J. Harrold and As- 
sistant Superintendent of Agencies W. 
T. Plogsterth. 

Approximately fifty Lincoln National 
field representatives attended the meet- 
ing and heard the talks on “The Busi- 
ness of Life Insurance,” “The Lincoln 
National Life,” and “The Emancipator 
Policy” by Manager of Agencies A. L. 
Dern, and the talk on “Disability” by 
Medical Director W. E. Thornton, as 
well as “Planning the Day’s Work” by 
Superintendent of Agencies V. J. Har- 
rold, and “Annuities” and “Salary Sav- 
ings” by Assistant Superintendent of 
Agencies W. T. Plogsterth. The last 
day of the convention was devoted to an 
open forum session in which questions 
were asked and answered directly on the 
floor of the meeting. 





TRUST HOLDINGS OF STOCKS 

Stock of the Travelers is the favorite 
investment of American investment 
trusts in the life insurance field, as 
recorded in the new volume of “Keane’s 
Manual of Investment Trusts” (Boston, 
Financial Publishing Co.) Its stock is 
held by twelve different trusts, more 
than twice as many as the next stock. 
Other popular life insurance stocks are 
the Aetna, Connecticut General and Sun 
Life. In the fire and casualty fields the 
company whose stock is held by the 
greatest number of trusts is the In- 
surance Co. of North America, repre- 
sented in the portfolio of fourteen trusts 
with the Home a close second, held by 
thirteen trusts. Other leading stocks in 
order of popularity are: Hartford Fire, 
Fidelity-Phenix, Boston, Continental and 
Aetna. 





BANKERS LIFE RECORD DAY 

On June 1 there was received at the 
home office of the Bankers Life of Des 
Moines a total of more than $5,000,000 
in new paid-for life insurance. It was 
the biggest day in the company’s his- 
tory and a brilliant beginning of the 
company’s annual “President’s Month” 
in honor of President Gerard ‘S. Nollen. 
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INCREASE GROUP POLICY 





Montgomery Ward & Co. Add Three 
Millions To Original Coverage; Now 
Totals Thirteen Millions 

Montgomery Ward & Co. have added 
three millions to the original group pol- 
icy which the firm now holds with the 
Equitable Society, making a total of thir- 
teen millions. The original policy was 
issued on July 1, 1912. 

The new extension of the policy offers 
supplementary contributory protection to 
between 500 and 600 members of the 
higher salaried employes of the com- 
pany, the individual amounts of life cov- 
erage varying with the incomes of the 
‘insured. 
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Phila. Managers Group 
Goes Back To Old Name 


NEW PLANS FOR NEXT YEAR 





Managers’ Committee of Association 
Succeeds “Friendly Conference”; 
Forum, Not Speakers, Next Year 





At its last meeting of the season the 
Friendly Conference of the Philadelphia 
Association of Life Underwriters decided 
to change its name back to the original 
designation of “Managers’ Committee.” 
Fred G. Pierce was elected chairman of 
this committee for the next year. 

It was also decided that next year the 
plan of having guest speakers will be 
abandoned and an open forum method 
be used. Managerial problems in Phila- 
delphia and matters brought forward by 
the Sales Research Bureau will furnish 
the major topics for discussion. From 
all indications, the 1929-30 program of 
the Managers’ Committee will be devoted 
to eradicating evils existing in Philadel- 
phia, the making of a closer co-operation 
between general agents and the attempt 
to solve such managerial problems as the 
securing and training of agents. 

One of the features of the last meet- 
ing was a plea by A. B. Levy, of the 
Equitable of New York, calling for 
“square-shooting” on the part of the 
members. He declared that if such a 
plan were adopted, just as much busi- 
ness would be written and that perhaps 
the Law and Comity Committee of the 
association would be made unnecessary. 

A rising vote of thanks was given the 
retiring chairman, Mr. Jensen, for his 
work during the past year. Thomas M. 
Scott, newly elected president of the 
Philadelphia Association of Life Under- 
writers, was a guest at the meeting. 





CANADIANS GET C. L. U. DEGREE 





Forty-Six Granted Degree by Life Un- 
derwriters’ Association There; Thirty- 
Nine Pass Preliminary 
Forty-six agents have received the de- 
gree of Chartered Life Underwriter of 
Canada, as a result of the examination 
given in April of this year. Thirty-nine 
passed the first year preliminary exam- 

ination. 

The degree is awarded in the Dom- 
inion by the Life Underwriters’ Associa- 
tion of Canada. 

The association is authorized by its act 
of incorporation to conduct examinations 
and grant this degree, the object being 
to set up a definite, high standard of 
quahfication for the representatives of 
the. hfe insurance companies to whom 
life’ underwriting is a life work and 
through whom the value and service of 
life’ insurance is’ presented to the public. 





A CHOICE HOME OFFICE LEAD 

A home office inquiry from a retired 
army officer was followed up by Ray- 
mond V. Shepler of the Washington, D. 
C., agency of the Equitable Society, and 
resulted in a joint survivorship annuity 
providing $1,000 a- month, the total con- 
sideration being $13,628.50. Through a 
special arrangement the income is made 
payable to the husband during his life- 
time and then to the wife during her re- 
maining years if she survives him. 


GORDON BELL AT VANCOUVER 





Aetna Life Creates New Agency; R. I. 
Clancy Expanding Canadian Oper- 
ations of Company 
Gordon Bell of Vancouver, B. C., Can- 
ada, has been appointed manager of the 
newly created Vancouver general agency 
of the Aetna Life. R. I. Clancey, su- 
perintendent of the Aetna Life in Can- 
ada, is expanding the agency work in 

the Dominion. 

Mr. Bell has represented the Aetna 
Life at Vancouver for sevéral years 
while with the Bell & Mitchell, Ltd., 
general insurance agency there. He 
was born 1890 at Melita, Manitoba, and 
at an early age became interested in 
the financial side of business. At the 
age of twenty-one he was made a man- 
ager of a bank. 

He entered the insurance business 
first in 1914 at the age of twenty-four 
as manager of the Canada National In- 
surance Co. at Saskatoon, Saskatchewan, 
and remained there until going to Van- 
couver in 1920. At Vancouver he im- 
mediately joined the firm of Bell & 
Mitchell, Ltd. 





WILSON AGENCY PARTNERSHIP 





J. J. Wilson With Equitable Society 
Forty Years; H. H. Wilson and A. B. 
Moffatt in Firm 


The Jerome J. Wilson agency of the 
Equitable Society in New York City has 
become Jerome J. Wilson & Co. Mr. 
Wilson having taken into partnership 
Horace H. Wilson and Archibald B. 
Moffatt. 

The agency celebrated the fortieth an- 
niversary of J. J. Wilson’s connection 
with the Equitable last September and 
has been, in all the years of its ex- 
istence, located on Forty-second street 
between Fifth and Madison avenues. 

Archibald B. Moffatt has been asso- 
ciated with the agency for over twenty- 
six years; Horace H. Wilson has been 
associated with the agency for over 
eleven years. 





SWISHER AGENCY SECRETARY 


The Equitable Life of Iowa has cre- 
ated the office of agency secretary and 
has elected to that post Stephen A. 
Swisher, Jr., who has been assistant sec- 
retary. Mr. Swisher is a graduate of 
the University of Iowa and became as- 
sociated with the Equitable of Iowa in 
1919 in charge of the service depart- 


ment. He was made assistant secretary 
in 1921. 





KEFFER AGENCY FIGURES 


The R. H. Keffer Agency of the Aetna 
Life, New York, paid for $3,403,450 in 
June as compared with $2,727,000 in June, 
1928, an increase of $676,450. The total 
business paid by this agency for 1929 
to July 1 was $21,607,808 as against $15,- 
727,747 for the same period in 1928, an 
increase of $5,884,061. 





Vernon Agency, Inc., Mt. Vernon, N. 
Y., general insurance agency, has been 
chartered at Albany with a capital of 
2,500 shares. Arthur I. Strang, J. Henry 
Neale and Jas. B. Silson, White Plains, 
N. Y.; Jacob A. Bernstein and John C. 
Boyers, Mt. Vernon, N. Y., are directors 
and_ subscribers. 
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Nylic Public Service 
q Life Insurance is “public service.” 


gq It helps individuals to save and insures their 
life values against loss by death or by total 
and permanent disability. 


In order to earn interest on the policyholders’ 
savings, it loans money to home owners, to 
railroads, to owners of city buildings, to 
public utility companies, to the United States 
government, and to states, counties and munic- 
ipalities. 


Probably no other institution serves our people 
singly and collectively, both as private indi- 
viduals and citizens, in so many vital ways. 


A company’s usefulness to the community 1s, 
therefore, largely measured by the number of 
people protected, the amount of insurance in 
force and the amount of its invested assets. 


As of January 1, 1929, the 
New York Life had about 
2 Million policy-holders 
Insured for over 
634 Billions. 


Its assets amounted to 
over 1¥4 Billion 
Dollars. 
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Form Letters on Endowment, Business, 
Estate Insurance Used by Penn Mutual 


The Penn Mutual has had a great deal of success with form letters on business 


insurance, general life, estate conservation and philanthropic endowment. 


At the 


repeated request of general agents, they prepared the five letters given below to be 


sent out by the company: 


Close Corporation 


Dear Sir: 
Modern business abhors waste. Mod- 
ern business capitalizes its credit. Mod- 


ern business uses every device for pre- 
venting waste, and uses every source of 
credit. And that is why modern busi- 
ness has called to its service the mighty 
arm of life insurance. 

What that mighty arm is doing for 
corporate business is graphically told in 
a booklet whose reading would entertain 
you and inform you. It shows how stock 
interests in a close corporation can be 
safeguarded. It shows how continuity 
of control can be assured. It shows how 
losses may be avoided. It shows you 
how capital may be multiplied by the 
expansion of credit. You will find in its 
pages a thought or a suggestion rich in 
profit possibilities for your corporation. 

If you will be good enough to fill out 
the enclosed card, this booklet, entitled 
“Corporation Safety,” will be promptly 
mailed to you. : 

Very truly yours, 
The Penn Mutual Life Insurance Co. 
Partnership Insurance 
Gentlemen: 

Partnership plans are life plans. And 
in their carrying out are bound up the 
welfare and happiness of the families of 
the partners, and the marking with suc- 
cess or with failure the lives of the part- 
ners themselves. Two men’s resources 
or three men’s resources, and all their 
hopes, and all their desires, and all their 
ambitions are tied to the fortunes of 
the partnership business. And those for- 
tunes are dependent on the continued 
living of the partners. A death in the 
partnership changes all, and it may im- 
peril all unless the business has been 
safeguarded. 

Modern business partnerships are for- 
tunate in commanding a financial service 
which prevents loss and disaster, and 
which enables partners to expand their 
capital by adding to it the power of 
credit. Modern business takes no 
chances of loss that can be avoided, and 
neglects no opportunity for effective use 
of credit to enlarge its profits. 

How partnerships employ the greatest 
of modern devices for avoiding emer- 
gency losses, and for increasing credit, 
is graphically told in a booklet whose 
treading would entertain you and inform 
you. You might find in its pages a 
thought or a suggestion rich in profit 
Possibilities for your partnership. 

If you will be good enough to fill out 
the enclosed card, this booklet, entitled, 
“The Unseen Sword,” will be promptly 
mailed to you. 

Very truly yours, etc. 
General 


Money is at the core of all we do, 
and all along our journey we must have 
Money. If through accident or illness 
we lose our earning capacity, we must 
ave money. If our home is mortgaged, 
we must have money with which to pay 
it off. If our children are to have a 
college education, we must have money. 
If any one of fifty things suddenly hap- 
Pens to our family, we must have money. 
And if we are to have independence in 
old age; we must have money. 

Penn Mutual policies make it possible 
to buy money for future delivery to meet 
any one of these situations. Periodic 
deposits are made, and when the time 
or the event comes the money is paid. 
n the meantime, these deposits are an 
actual saving fund, available in emer- 
Sency. Life insurance is the only finan- 
cial system that will do these things for 
you; the only system that will deliver 
the stipulated amount of money even 


though death occurs after only one de- 
posit has been made. ; 

Is your mind at ease when you think 
of your earning capacity, your home, 
your mortgage, your wife and children, 
your old age? We have a plan to forti- 
fy your life with money at every point. 
It will take only a few minutes to ex- 
plain it. The enclosed card will bring 
an expert representative. 

Very truly yours, etc. 
Estate Conservation 
Dear (for man or woman): é 

Modern finance, expanding its service 
to meet the necessities created by pres- 
ent-day taxation, has devised a means 
for supplying money with which to meet 
estate taxes, inheritance taxes, transfer 
taxes, income taxes, and administration 
costs, all of which combine to impose 
a formidable and frequently impossible 
task for an executor, and frequently, 
also, total enough either to wreck an es- 
tate or to diminish its value below the 
needs of the surviving family or of be- 
quests named in a will. 

We have a simple and burdenless plan 
for supplying your executor with suffi- 
cient funds to meet these charges, and to 
meet, as well, whatever demands the 
conservation of depreciated or unfinished 
portions of your estate may make upon 
him. This plan enables an executor to 
carry out the provisions of a will by 
maintaining the full value of the devised 
estate. 

“Your Executor’s Shoes” is an ex- 
tremely’ interesting booklet which tells 
of the various ways in which this plan 
is useful and why its employment is 
both desirable and necessary, and it 
shows at what a negligible outlay—the 
outlay adding to your present assets— 
this conserving method is available. In 
its few paragraphs you are sure to find 
some suggestion that will be profitable 
to you. When the enclosed card has 
been returned, this brief brochure will 
promptly go to you. 

Very truly yours, etc. 
Philanthropic Endowment 
Dear (for man or woman): 

The requirements of modern philan- 
thropy have caused the devising of new 
ways of meeting them. Among these 
new ways there has sprung into great 
popularity, because of its intrinsic and 
obvious merits, the life insurance be- 
quest. : 

Among its merits are these: Takes 
nothing from the body of your estate. Is 
paid direct to the institution—no wait- 
ing for probate, no litigation delays. Im- 
mediate payment. Payment in full—not 
dependent on estate reductions through 
will contests, depreciation of securities, 
or other estate entanglements. No sub- 
ject to estate or inheritance taxes. Cre- 
ated by moderate annual instalments, 
burdenless to the donor. 

The making of such a bequest is avail- 
able to the man or woman of moderate 
or almost no means as well as to the 
man or woman of wealth. The man or 
woman who could not from his or her 
estate provide a sizable gift is able by 
this method to make a bequest of an 
amount that will reflect his or her de- 
votion to an institution. Colleges, 
churches, hospitals, old folks’ homes, and 
every other kind of philanthropic insti- 
tution for the public good, are nowadays 
the recipients of benefactions through 
the life insurance bequests. 

“A Modern Method of Philanthropic 
Endowment” is an entertaining booklet 
which tells all about this new way of 
devising money for philanthporic uses. 
It will interest you to know how well 
modern finance is keeping step with so- 
cial needs. 


Uniform Insurance Laws 
Planned for Australia 


SOME FEATURES CONSIDERED 





No Restrictions of Companies in New 
South Wales at Present; Other 
States Have Varied Rules 





According to press dispatches, the 
Australian government is back of a plan 
for legislation that will put life insurance 
in that Commonwealth on a uniform 
basis. The proposition is that all State 
legislation now in force should be re- 
pealed, except, of course, that with re- 
gard to any State-owned bodies. 

Material gathered for a memorandum 
on which to base the plan for uniformity 
shows that there is no life insurance law 
in New South Wales at all, and that in 
the other states there is no uniformity. 
The memorandum points out every care 
must be taken to prevent the loss of 
savings entrusted to life insurance com- 
panies and so avoid what might be a 
severe set-back to the prosperity of the 
community, such as might result from 
the financial collapse of a large company 
not adequately supervised. 

Australian insurance companies issued 
867,000 ordinary and 1,484,000 industrial 
— for a total of $1,615,000,000 in 
1927. 





WEIDENBORNER BACK 


F. W. Weidenborner, assistant super- 
intendent of agencies of the Guardian 
Life, has returned from a trip visiting 
the company’s agencies in the Middle 
West. He reported business conditions 
everywhere favorable. 





GOING ACROSS CONTINENT 

Miss Louise Mueller of the home of- 
fice accounting department of The 
Prudential left last week for a six weeks’ 
trip across the continent. During her 
absence she will visit the famous Yel- 
lowstone Park, the Grand Canyon, 
Yosemite Valley and Los Angeles. 
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What One Man Thinks 
Of “Trick Approaches”’ 


“Somebody spends a lot of time fig- 
uring out new and novel methods of 
arousing the ‘interest’ of prospects,” says 
a writer in the Illinois Life “Bulletin.” 
“These stunts range from the asking of 
ridiculous, pointless questions, to slam- 
ming a coin on the desk .of the startled 
prospect with the inane remark that ‘I’m 
selling these; do you want to put in your 
order?’ 

“We don’t know who does all the con- 
centrated thinking necessary to evolve 
these astounding approaches, but we do 
know that insurance periodicals are con- 
stantly passing on new ideas guaranteed 
to awaken the prospect’s curiosity and 
interest. 

“This business of life insurance is a 
dignified business, and should be carried 
on in a dignified manner. The life un- 
derwriter who calls upon a business man 
should remember that he himself is also 
a business man, and not a vaudeville art- 
ist engaged to amuse the public. His 


purpose is a serious one and merits seri- 
ous consideration. 

“There is no denying that the under- 
writer who dashes into a prospect’s pri- 
vate office with some outlandish stunt 
will arouse the prospect’s curiosity. But 
will he arouse the prospect’s respect for 
insurance selling methods? And may he 
not, perhaps, arouse the prospect’s ire at 
being tricked into a discussion of life 
insurance ? 

“There are plenty of prospects who 
will appreciate a business-like presenta- 
tion on the part of the underwriter, with- 
out any theatrical frills designed to 
arouse ‘curiosity’ or ‘interest.’ The life 
underwriter has a real service to offer 
and need not be ashamed to state his 
business in a straightforward manner. 

“Confidence in your ability, sincerity 
evident in your voice and manner, and 
conviction in your purpose will get you 
further with the average prospect than 
any trick approach we ever heard of.” 
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“IT’S A GOOD POLICY” 
MORE NEW POLICIES 


Retirement Income Policies 
(income to the insure 


LOW COST PREFERRED RISK POLICY 
NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


clearly define contractual rights of all parties interested 
COMPLETELY REVISED PLAIN ENGLISH POLICY FORMS 


appeal to the conscientious life underwriter. 
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ARE LIFE INSURANCE PREMIUMS 
TOO HIGH? 

the publication of the 
American Men table of mortality and 
the popular realization that mortality 
rates have greatly decreased, there has 
been more or less agitation for a re- 
duction by the life insurance companies 
of their gross premium rates. It had, 
of course, long been obvious that the 
rates of most companies were higher 
than necessary, dividends in many cases 
being as much as 25% or 30% of the pre- 
mium paid. A few companies have in 
fact reduced rates, but in the majority 
of companies there has been no change. 


Ever since 


Aside from the technical questions in- 
volved and which are. not without their 
difficulties, there are many sides to this 
question. It is true that for the past 
twenty years or more conditions have 
been such that the premiums charged 
for participating policies have proved to 
be much higher than actually necessary. 
This does not mean, however, that the 
policyholders have been overcharged, as 
seems to be frequently supposed. It 
is in fact largely a question of high pre- 
miums with high dividends versus low 
premiums with low dividends, and a good 
deal can be said in favor of either of 
these systems. 

The proponents of low premiums, who 
for the most part are not actively en- 
gaged in the life insurance business, 
point to the fact that the basis of most 
existing premium scales is out of date, 
that the system of charging unneces- 
sarily high premiums causes in itself ad- 
ditional expense, chiefly in taxation and 
commissions, and that the system is re- 
dundant in that it involves the collec- 
tion and handling of large sums of 
money which are only held to be re- 
funded or credited back to the policy- 
holders. 

None of these arguments has very 
great force. The basis of participating 
premium rates is not of first importance. 
It is the net cost which interests the 
policyholder. Consequently, differences 
in the mortality tables employed are not 
vital. It is true there is a slight ad- 
ditional expense through the use of high 
premiums and this is in fact the only 
real disadvantage. This, moreover, is 
not so great as generally supposed. State 
premium taxes are, as a rule, levied not 
on gross premium collections, but on 
premiums less dividends applied in pay- 
ment thereof. Commission rates may 
have to be increased if premium scales 
are reduced, because it is not to be 
supposed that the companies can im- 


pose any drastic reduction on 
earnings. 

‘On the other hand a large or even 
redundant premium is in some ways an 
advantage and benefit to the policylold- 
er. Apart from obvious considerations 
of safety, large premiums mean large 
cash dividends and large cash dividends 
mean large reversionary additions pur- 
chased at low net cost. In fact it has 
been said that if a flat increase, of say 
ten dollars were made in gross premiums 
for participating policies, the option of 
purchasing additional insurance with 
cash dividends would be greater than the 
company could afford to allow. On the 
whole, the system of high premium 
rates certainly has its points for agents, 
policyholders, and the companies. 


agents 





J. P. Licklider, director of publicity 
and sales research for the Missouri 
State Life of St. Louis, is on a tour of 
the East, accompanied by Mrs. Licklider 
and their son, _Robnett. 

* 


Holger Jensen, superintendent, auto- 
mobile insurance department, Maryland 
Casualty, has been appointed chairman 
of a subcommittee of the National Con- 
ference on Street and Highway Safety, 
charged with the task of determining 
facts regarding the rapidly increasing 
number of highway accidents due to 
faulty brakes and other equipment. 

« =e x 


Stratford Lee Morton, head of the 
Stratford Lee Morton Agency of the 
Connecticut Mutual in St. Louis, has 
been named chairman of a special team 
to raise $30,000 to finance the holding of 
the Gordon Bennett International Bal- 
loon Race in St. Louis next Fall. It is 
the world’s leading lighter-than-air 
aeronautical event and is expected to 
bring thousands of visitors to St. Louis. 


Fred G. Pierce, general agent of the 
Connecticut General and newly elected 
chairman of the Managers Committee 
of the Philadelphia Association of Life 
Underwriters, has left with his wife and 
two sons for a seven-weeks’ vacation to 
be spent at Teppee Lodge, Big Horn 
Mountains, Wyoming. He will return 
on August 18. 





‘ GUARDIAN TO MEET AT ESTES 





Eleventh Fieldmen Leaders’ Club Con- 
vention to be Held in Colorado 
August 22, 23 and 24 
The Guardian Life Leaders Club will 
meet at Estes Park, Colo., for the elev- 
enth annual fieldmen’s convention Aug- 
ust 22, 23 and 24. A real western wel- 
come is planned for the visitors, accord- 
ing to the agents of that state. The ar- 


rangements are being made for the en- 
tertainment of the visitors by the Colo- 
rado agency. 

_ During July James A. McLain, super- 
intendent of agencies, is stressing the 
qualifying for the convention of the 
agents. 





The Human Side of Insurance 
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MAURICE B. FLYNN 








Maurice B. (Lefty) Flynn, popular 
Yale athlete and erstwhile movie star, 
has been recently appointed assistant 
manager of the Royal Hawaiian Hotel 
in Honolulu. His cordial personality has 
won for him a warm place in the hearts 
of the many tourists that have visited 
the islands. 

Mr. Flynn is a son of Joseph A. Flynn, 
who for many years was vice-president 
of the Fidelity & Deposit in charge of 
the New York office, and now a mem- 
ber of the insurance brokerage firm of 
Flynn, Harrison & Conroy. 

co ee 


Julian Price, president of the Jeffer- 
son Standard Life of Greensboro, N. C., 
is a member of the imperial council of 
the Shrine and attended the recent 
meeting of the Shriners in Los Angeles. 

a ae 


Clay W. Hamlin of Buffalo is one of 
the most quoted life insurance producers 
and he is a frequent contributor to in- 
surance publications and now he has 
“made” the British papers for the latest 
issue of “The Policyholder” of London 
carries a signed article by him. 


Charles Hendry, general manager of 
the London & Lancashire, who has been 
visiting this country for several weeks 
in connection with changes in the man- 
agement at the New York and Hartford 
offices, sailed for England on Saturday 
aboard the “Mauretania.” 


Prentiss B. Reed, assistant United 
States manager of the Phoenix of Lon- 
don, this week underwent another opera- 
tion for intestinal trouble. It is expect- 
ed that he will not be back at his desk 
for another three weeks or a month. 


David Hunter, ten year old son of Col. 
D. Gordon Hunter, agency manager of 
the Phoenix Mutual Life, was one of 
several persons who reported seeing a 
meteor fall during the daylight last 
week. He was at Beach Park. Clinton, 
Conn., at the time, and reported the me- 
teor as a dazzling streak of fire, plainly 
visible despite the mid-day sun. 


Robert M. Keleher, well-known Brook- 
lyn insurance broker and agent, and 
former president of the General Brok- 
ers’ Association, last Thursday enter- 
tained a large party of brokers on an 
outing at Lake Mahopac, N. Y. The 
party left by automobile bus in the 
morning from Brooklyn and Manhattan. 
At Lake Mahopac the party indulged in 
such sports as baseball, bowling, rowing 
and golf. 














Orra S. Rogers, associate manager 
with L. H. Andrews for the Phoenix 
Mutual Life, has received the degree of 
LL.D. from Alfred College, N. Y. Mr. 
Rogers, who graduated from Alfred in 





ORRA S. ROGERS 


1894, has been chairman of the finance 
committee of the college for twenty 
years, and has been president of the 
board of trustees for the past five years. 
Mr. Rogers was principal of the Brook- 
field, N. Y., High School for two years 
after his graduation, but in 1896 he 
joined the Phoenix Mutual as an agent, 
becoming associated with the Albany 
agency. After three years of work there, 
he came to New York City and joined 
the L. A. Cerf, Sr., agency of the Mutual 
Benefit. He was with this agency for 
six years, leaving it to open his own 
independent office, but in 1911 he re- 
turned to the Phoenix Mutual as man- 
eger for New York City. Mr. Rogers 
was president of the Life Underwriters 
Association of New York in 1917-18. At 
this time, during the World War, he was 
selected by a group of companies to take 
charge of placing insurance on the Y. M. 
C. A. workers going overseas. This was 
done under a plan of group insurance 
which covered every worker as soon as 
he stepped on board ship. During Mr. 
Rogers’ service as chairman of the 
finance committee, Alfred College has 
made remarkable advances. Heavily in 
debt at the beginning of his work, it now 
has a substantial surplus. During the 
same period the number of students in- 
creased from ninety-six to 337. 


Henry W. Gray. who retired last Sat- 
urday as United States manager of the 
London & Lancashire, and H. P. Ire- 
monger, the retiring local secretary in 
New York, were guests of honor at a 
dinner given last Friday evening at the 
New York Club by Charles Hendry, gen- 
eral manager of the company. ‘The 
guests included J. Proctor Green, man- 
aging director of the Refuge Insurance 
Co. of Manchester, England; Gilbert 
Kingan, the new United States man- 
ager of the L. & L.; Robert W. Thomas, 
Tr., agency secretary of the compaiuy: 
F. J. Gobbie, executive vice-president of 
the L. & L. Indemnity; Worthington W. 
Smith, new vice-president of the indem- 
nity company; Joseph T. Goeller, uew 
local secretary of the L. & L. in New 
York, and Albert Rutter of the head 
office in London of the L. &-E.. 

* 


F. A. McDevitt, manager for the 
Guardian Life in Omaha, Neb., was in- 
structor in insurance in the evening 
school of the University of Omaha dur- 
ing the past term, teaching the princi 
ples and practices of insurance. 

* x 


Daniel Willard, president of the Bal- 
timore and Ohio Railroad, has been 
elected a trustee of the Mutual Life. 
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Some Side-Lights On Insurance 
People 


Glancing over the pages of the “In- 


surance Almanac and Encyclopedia,” 
which has just been issued for 1929, by 
“The Weekly Underwriter,’ one always 
finds interesting facts, not generally 
known, about prominent persons in the 
insurance world. I read, for example, 
that: Samuel W. Ames, president of the 
Eastern Shore of Virginia Fire, has been 
in mercantile and farming work for more 
than forty years. He wrote life insur- 
ance as a Side line in his early days. He 
became president of the fire company in 
1916. 

Major Harry Austin, general manager 
of the American Foreign Insurance As- 
sociation, was assigned in 1919 to the 
United States Peace Commission, after 
he had served as an officer in the engi- 
neers, and was given charge of the con- 
sequential loss section of the mission to 
Rumania. 

Arthur C. Baille, secretary of the 
Home, was the first foreign representa- 
tive of the American Foreign Insurance 
Association, going to South America in 
1918 and 1919. He is a native of Hali- 
fax and spent nearly all his life up to 
1921 in Canada. 

John R. Dumont, manager of the In- 
terstate Underwriters Board and former 
insurance commissioner of Nebraska, has 
held these positions also during his busi- 
ness career: vice-president of a general 
agency; member of a local agency; sec- 
retary and later president of the Omaha 
Fire Insurance Agents’ Exchange for six 
years; member of the executive commit- 
tee of the Nebraska State Association of 
Insurance Agents; member of the execu- 
tive committee of the insurance division 
of the Omaha Chamber of Commerce; 
president of the Omaha Casualty & 
Surety Underwriters’ Association from 
1920 to 1924. He served two terms as 
insurance commissioner. 

Harold Jackson, vice-president and gen- 
eral manager of W. H. McGee & Co., and 
well-known in marine and aviation insur- 
ance circles, was born at Nottingham, 
England, and educated at Mundella 
School and Nottingham University. He 
is a member of St. George’s Society. He 
joined the McGee office in 1919. 

William Brosmith, who is vice-presi- 
dent and general counsel of the Travel- 
ers’ Insurance Co. (life); Travelers In- 
demnity, and the Travelers Fire, in ad- 
dition to taking a very active part in al- 
most every company organization activ- 
ity in the business in all departments 
Over the years, has been one of the most 
active citizens of Hartford in civic af- 
fairs. He served as president of the 
Board of Charity Commissioners for half 
a dozen years; chairman of the Commis- 
Sion on Public Welfare; member of the 
Municipal Building Commission which 
erected Hartford’s beautiful Municipal 
Building; member of the State Civil 
Service Commission and is a director in 
Many other movements. 

Charles F. Coffin, vice-president, gen- 
eral counsel and agency manager of the 

















State Life of Indianapolis, was dean of 
the law school at DePauw University 
before he became one of the organizers 
of the life insurance company. He was 
superintendent of schools in New AI- 
bany, Ind., before taking up law practice. 
In 1920 he was an American delegate 
to Paris for the purpose of organizing 
the International Chamber of Com- 
merce. 

Henry Wireman Cook, M.D., vice- 
president and medical director of the 
Northwestern National Life, Minne- 
apolis, is a lecturer on insurance medi- 
cine in the University of Minnesota. 

Arthur Richmond Marsh, editor of 
“The Economic World,” was once pro- 
fessor of comparative literature at Har- 
vard, and has been president of the New 
York Cotton Exchange. 

Judge William R. Bayes, president ‘of 
the Brooklyn National Life, is also 
president of the Kings Highway Savings 
Bank, Brooklyn. 

* * ok 
Our Nomination For The Worst 
Book Of The Year 

The most exasperating book I have 
seen in a long while is a tome that came 
into my hands bearing the title, “In- 
surance in the Distribution of Wealth,” 
by one Luke Flanagan, a member of the 
New York Bar. Mr. Flanagan finds that 
the insurance business is responsible 
solely for the unequal distribution of 
wealth in America. It is very discour- 
aging for those who are trying to edu- 
cate the public to a sound knowledge of 
the fundamentals of insurance to find in 
this enlightened time such a book as 
this. Of course Mr. Flanagan has a 
solution for all the problems of insur- 
ance. He would abolish all privately 
operated insurance and have all of the 
insurance protection in all departments 
furnished by a public insurance fund. 

One may get a quick line on Mr. 
Flanagan’s knowledge of insuranee by 
citing one or two passages. He says 
that the difference between the pre- 
miums paid for life insurance and the 
amount of claims payments annually is 
a total loss to the American people. He 
ignores all of the reserve held to the 
credit of the policies under limited pay- 
ment forms and gives no thought to the 
substantial cash surrender values and 
loan values in connection with all classes 
of policies but term. 

One of his quaint suggestions is that 
a law be enacted compelling the life in- 
surance companies to pay over to the 
state the proceeds on all cancelled poli- 
cies. Thus, in so many words. would 
the state steal from the nolicvholder the 
balance held to his credit by the com- 


any. 

While life insurance seems to be the 
bete noir of Mr. Flanagan of the New 
York Bar, he lambastes éach department 
of insurance in turn. He says that the 
fire insurance business causes an annual 
loss to the American people of $4.900 - 
000,000. Still, this writer looks upon the 
fire insurance people as the “good boys” 
of the business. He says; “Fire insur- 


ance is the show-case goods put forward 
to prove the impeccable character of the 
entire insurance business,” and he goes 
on to say, “behind the respectability of 
fire insurance are conducted the less 
creditable branches of the insurance 
business.” The little rogues! 

Mr. Flanagan of the New York Bar 
must have learned about insurance from 
a shark. 

After all, this book may be a burlesque 
or something, because some of its lines 
are so broad and funny. For instance, 
the author says that the same “big fel- 
lows” who are behind the life insurance 
companies run the National Board of 
Fire Underwriters! This will be news 
to General Manager Mallalieu. 

There really is a surprising lot of 
startling information for insurance peo- 
ple in this work. For instance, we learn 
that various states have recognized the 
desirability of life insurance by exempt- 
ing the life insurance business from tax- 
ation, and of paying for the supervision 
of the business out of general reserves. 
Evidently the companies who draw these 
enormous annual tax.checks payable to 
the state don’t know what it’s all about. 
In short, on this sore subject of the tre- 
mendous drain of state and federal taxa- 
tion of insurance, everyone is out of step 
but Mr. Flanagan; he knows. 

Those in the insurance business who 
follow legislative matters will wonder 
why they have been working so hard to 
keep up with the amendments to insur- 
ance laws when they read Mr. Flanagan 
to the effect that all insurance laws are 
antiquated because there have been no 
revisions of these laws in the past forty 
years. 

One could go on endlessly giving 
choice bits of insurance wisdom from 
this book, but we will have to stop some- 
where and will give a direct quotation. 
By the way, the author on the copyright 
leaf of the book specifically forbids a di- 
rect quotation of more than 150 words 
without permission, so the full enjoyment 
of Mr. Flanagan’s style and thought is 
not possible in discussing his book. 

It would be scarcely possible to get 
into one sentence much more utterly 
wrong information than the author has 
put into the following: “By agreement 
among themselves the companies have 
been able to set the rates as high as 
they like, and by generosity to agents to 
attract all the business to themselves, 
thus making it impossible for new con- 
cerns to enter the business, and as a 
result people who are financially well- 
informed forego life insurance.” 

In making the statement that life in- 
surance rates are more than twice what 
is reasonably necessary, he compares the 
legal reserve company rates with those 
of the assessment organizations and the 
government war-risk rates. As every 
neophyte knows the assessment organi- 
zations, except those that have adopted 
a legal reserve basis, have in the past 
failed in droves because it was impos- 
sible to maintain insurance under their 
inadequate rates. In citing government 
war-risk insurance Mr. Flanagan doesn’t 
take into consideration that the entire 
cost of maintaining the insurance is car- 
ried by the government. 

We cannot leave the book without 
quoting for the benefit of the fire insur- 
ance people this line: “The National 
Board have become sufficiently powerful 
to prevent the development of any com- 
petition in that field.” ; 

* 


Signs Up Ball Stars For Autographs 


Among the special agents attending the 
Virginia agents convention last week was 
Louis Miller, who supervises Virsinia 
and the Carolinas for the Public Fire. 
When he slipped away from the meet- 
ing the first day before the morning 
session was over, his friends wondered 
what was up. He put them wise the 
following day when he explained that he 
had to hurry over to Washington to see 
a double header between the Yankees 
and the Nationals. Incidentally, he was 


intent upon getting more signatures on 
a baseball which already bore the John 
Hancock of Ty Cobb and Tris Speaker. 


He and Ty grew up together in Augus- 
ta, Ga, and he had landed those two 
in the spring when Tris was visiting Ty 
down there. When the double header 
was over the already highly prized 
sphere bore signatures of five more dia- 
mond stars: Babe Ruth, Lou Gehrig, 
Wayt Hoyt, Goose Goslin and Walter 
Johnson. As Mr. Miller was leaving the 
grounds after the double header, some- 
body offered him $5 for the ball. “It 
can’t be bought for a thousand,” he 
countered. 
* * x 

Builder Starrett’s Insurance Activity 

Colonel W. A. Starrett, vice-president 
of Starrett Brothers, prominent New 
York City builders, whose book on sky- 
scrapers has been read with much inter- 
est by insurance people, is also known 
as the builder of some of the largest in- 
surance buildings. Among them are the 
Firemen’s of Newark structure, and the 
American of Newark now being started; 
the well-known New York Life sky- 
scraper on the site of the old Madison 
Square Garden; the Mutual Benefit Life 
building in the suburbs of Newark, and 
the 111 John street building which 
houses so many casualty and fire organi- 
zations. Mr. Starrett discusses some of 
these undertakings in his book. 

eS 


Trying To Out-Smart the Hold-up 
Men 

A Louisville insurance company had 
delivered $1,500,000 in negotiable securi- 
ties from its office in Louisville by auto- 
mobile to the State Insurance Depart- 
ment, at Frankfort with which it car- 
ries reserve. It was stated that the se- 
curities were loosely bundled to repre- 
sent laundry, and that a standard laun- 
dry slip indicated that the bundle con- 
tained shirts, hosiery and wearing ap- 
parel. Of course the idea was to camou- 
flage it to make it safe from bandits, 
but by publishing the story the idea has 
been ruined. Anyway it wasn’t a very 
sound one in the first place, as it is too 
big a risk to take with that much money, 
or its equivalent, in view of the fact 
that there are armored car companies, 
express companies and others who guar- 
antee safe delivery of such securities. 

kx 


The Tribe Of Asa 
A man with the unusual given name of 
the president of the Provident Mutual 
Life of Philadelphia, Asa S. Wing, 
might be expected to find another with 
the same name a rare coincidence, yet 
there are two others in the Provident 
Mutual organization with the name 
“Asa.” There is Asa P. Way of the 
Philadelphia agency and Asa E. Kelsey 

of the Amesbury, Mass. office. 

* 


Insured Values Of Large Liners 

An insurance man in England has gone 
deeply into the possible world’s markets 
for marine hull insurances. He says in 
part: 

“Considerable interest is being taken 
in the marine insurance market in the 
placing of the insurances on the two 
new Norddeutscher Lloyd liners Bremen 
and Europa, first because the matter was 
discussed in somewhat unusual circum- 
stances last August, when the situation 
was to a certain extent obscure, and 
also because of the enormous insured 
value which, it is said, has been fixed for 
the policies now being taken out. 

“According to ‘The Times,’ it is under- 
stood that the ‘Bremen’ will be insured 
for her sea risk, on being taken over 
from the builders, on a value of about 
£2,500,000, which is, beyond question, the 
largest insured value which has ever 
been fixed for the insurance of a hull 
risk on the full sea peril policy. 

“London is the largest market in the 
world, and it is very evident that in or- 
der to cover the enormous sum of two 
and one-half millions sterling the world 
market will have to be exploited to its 
uttermost—indeed, there is some doubt 
whether it is large enough to take the 
amount to be placed. This assertion is 
made with some confidence, for apart 


(Continued on Page 40) 
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Separation May Add 
To E. U. A. Membership 


SEVERAL INQUIRIES RECEIVED 
Some Independent Companies in New 
Jersey Field Already Fear 
Results of Coming Move 


Forthcoming separation of fire insur- 
ance companies in New Jersey has al- 
ready caused reactions among many non- 
affiliated companies and it is not at all 
unlikely that some of these independent 
writers will shortly apply for member- 
ship in the Eastern Underwriters’ Asso- 
ciation. Another possibility is an ex- 
tension of the branch office system on 
the part of some non-board companies 
which fear they may lose some of their 
best agency connections when the time 
comes in September or October for the 
local agents to decide definitely whether 
they wish to represent the board or the 
independent and excess commission com- 
panies. 

Within the last week several of the 
independent companies have made in- 
formal inquiries of members of the 
Eastern Underwriters’ Association as to 
requirements and costs of membership 
in the association. Some of the com- 
panies have stated that they would like 
to join for New Jersey territory only, 
but admission on such terms is impos- 
sible. Officials of other non-board com- 
panies say frankly that they are per- 
turbed over the separation move and 
that unless they come into the associa- 
tion ranks, something they do not wish 
to do, they expect to be ousted from 
many of their choicest agency affilia- 
tions. 

While the companies that have joined 
the separation movement are going to 
give their local agents several weeks to 
decide upon the companies they desire 
to retain in their offices, plans are al- 
ready under way to put separation into 
effect. Meanwhile, the agency forces 
are watching to see what form any op- 
position from the non-board companies 
will take. The insurance field is wait- 
ing to see whether the Firemen’s of 
Newark or the Corroon & Reynolds 
companies, two of the leading indepen- 
dent fleets, will make any public pro- 
nouncements or take steps to contest 
separation in the New Jersey state 
courts. The general opinion seems to 
be that some legal measures will be un- 
dertaken in an effort to prevent or delay 
separation in the New Jersey agencies. 

The association companies feel that 
they are going to win out in this strug- 
gle to reduce the effective competition 
of the outside companies which have 
taken away a lot of preferred business 
through the payment of higher commis- 
Sions to agents. An optimistic feeling 
is based upon the successful results of 
the limited separation program which 
was instituted throughout the eastern 
territory, with the exception of New 
Jersey, when the Eastern Underwriters’ 
Association first started to function. 


Local agents in New Jersey would like’ 


to see a compromise effected whereby 
they would be permitted to retain non- 
board companies in their agencies pro- 
vided they agreed not to accept commis- 
sions higher than those paid by the as- 
sociation companies. However, there is 
Practically no chance of such an ar- 
rangement being reached. Those com- 
panies favoring separation have prepared 
a list of so-called acceptable companies 
conforming largely to the membership 
in the Eastern Underwriters’ Associa- 
tion, and from present indications they 
are going to insist vigorously that they 
will not remain in any agency which 
continues to write for a company that is 
not classified as acceptable. It looks 


like a battle to the finish with the pos- 
sibility of many interesting and unfore- 
seen developments arising before hostili- 
ties are concluded. 

Letters Being Mailed to Agents 


Some of the affiliated companies are 
already sending out their notices to New 
Jersey agents informing them that sepa- 
ration will go into effect on September 
30 and that those agents who desire the 
new graded scale of commissions must 
represent only those companies deemed 
acceptable to the companies paying 
these particular commissions. A copy of 
one of the letters mailed to agents fol- 
lows: 

“To our New Jersey agents: As you 
are aware the scale of commissions you 
have been operating under since March, 
1928, was a temporary scale. We are now 
pleased to enclose a graded commission 
classification sheet showing the commis- 
sions which this company is prepared to 
pay you as its agent on all business ef- 
fective on and after July 1, 1929, and 
which replaces the former scale. 

“We are, however, not prepared to 
offer you these commissions unless you 
elect to limit your representation of 
companies for fire business, except fire 
insurance written on automobiles, to 
those acceptable to us, a list of which 
we enclose. If you are now represent- 
ing companies other than those listed, 
we hope that your decision will be fa- 
vorable to us, but it will not be neces- 
sary to make a choice now, unless you 
choose to make changes in your com- 
pany representation before September 
30, 1929. 

“The brokerage rule of this company 
applicable to your agency is that there 
shall be a ten-point differential between 
the agency commission and the rate of 
brokerage allowed or received on those 
classes paying 20, 25 and 30% agency 
commission, and there shall be a five- 
point differential between the agency 
commission and the brokerage commis- 
sion on the class paying 15% agency 
commission. This rule does not apply, 
however, if the local board having juris- 
diction in your area obtains the ap- 
proval of a different brokerage rule 
from all companies in your agency writ- 
ing fire business. 

“We trust that these terms, both as 
ta commissions and the requirement of 
company representation, are acceptable 
to you, and we shall appreciate your 
definite advices at an early date.” 

The form of acceptance by the agency 
required in this particular instance is 
as follows: 

“We accept the commissions as set 
forth in the graded commission classifi- 
cation sheet, including the provisions as 
to other expenses and return commis- 
sions, effective July 1, 1929, referred to 
above, and elect to represent for fire 
business, except for fire insurance writ- 
ten on automobiles, only companies ac- 
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To Return $750,000 
To Kentucky Assureds 


STATE AUDITOR TO GET FUNDS 


All Moneys Will Go To His Department 
En Route From Companies To 
Agents And Assureds 


Decision was reached last Saturday at 
Maysville, Ky., in a hearing conducted 
by Federal Judge A. M. J. Cochran, rela- 
tive to methods to be employed in the 
return of approximately $750,000 in ex- 
cess fire insurance premiums collected 
by the fire companies during the period 
that the 12'%4% increased rate was col- 
lected, under Federal Court injunction 
preventing interference with the ‘com- 
panies. Under the compromise agree- 





ceptable to your company, and agree to 
abide by the brokerage rules set forth 
above.” 














Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. KELSEY, General Agent 


GEORGE Z. DAY, Ass’t General Agent 
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$10,841,544 
2,396,058 
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7,535,236 





ment reached as between company in- 
terests and state a few weeks ago, and 
in which it was agreed to refund 64% 
from April 1, 1928, forward, keeping the 
full 1214% for the first year that the 
increase was collected. The method of 
refunding the 61%4% excess was not de- 
cided at the agreement conference, and 
left to the Federal Judge to decide. 

Judge Cochran ordered the return 
premiums to be turned over to State 
Auditor Clell Coleman of Kentucky, who 
in turn will distribute them to the as- 
sured, through the agent originally writ- 
ing the business. 

Insurance companies interested in the 
matter, through the Kentucky Actuarial 
Bureau, contended that the entire return 
distribution should be made from com- 
pany through agent direct to the policy- 
holder, while the state auditor sought 
to have the entire sum handled through 
his department. 

Judge Cochran in ruling that the 
money should be turned over to the 
auditor, and through him placed with the 
agents for return to the policyholder, 
held that the auditor’s office originated 
the suit and is the direct cause of the 
rebate to the public. He said: “There- 
fore, I hold that he is the proper man 
to distribute this fund to the. policyhold- 
ers. He has been their agent in ob- 
taining it, and is still their agent in 
distributing it.” 

J. S. Laurent, attorney of Louisville, 
who represented the companies at the 
hearing, argued for return be made by 
the companies through their agents to 
the policyholder. 

Guy H. Briggs, speaking for the audi- 
tor, favored the plan of the companies, 
that the money be distributed through 
the agents to the policyholders, but fur- 
ther desired that it first come to the 
auditor, and through him to the agents. 

Among those present at the hearing 


(Continued on Page 19) 
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Azxents Hopeful On 
Company Relations 


SEE SUPPORT FOR PRINCIPLES 





Executive Committee Meets at Cleve- 
land; Membership Gain Encourag- 
ing; Oppose Church Ins. Co. 





The executive committee of the Na- 
tional Association of Insurance Agents 
at its meeting last Friday and Saturday 
at Cleveland, Ohio, went to work on the 
Detroit program, learned 
that the total membership is within strik- 
ing distance of the second year’s 10% 
increase on the five year development 
program, took a hopeful position on com- 
pany-agents relations, requested the 
Kansas City local board to propose at 
the coming convention that representa- 
tives at conventions be named by local 
boards, took steps to counteract the los- 
ing of Episcopal church covers to the 
Church Properties Insurance Co. and re- 
viewed several other pending questions. 

With reference to company-agents’ re- 
lations the “American Agency Bulletin,” 
the National A’ssociation’s weekly pub- 
lication will today carry this report of 
the meeting: 

“The executive committee of the Na- 
tional Association of Insurance Agents 
does not interpret the statement of the 
executive committee of the National 
Board of Fire Underwriters, made at its 
annual meeting in May, 1929, that the 
National Board is unable to arbitrate a 
difference arising under the conference 
agreement, as abrogating the conference 
idea, or calculated to discourage harmo- 
nious relations between agents and com- 
panies. The committee believes that the 
loyalty of ethical companies and ethical 
agents is too important to the success of 
both to be lightly cast aside or perma- 
nently impaired by either. 

“It is to be remembered that the mem- 
bers of the National Association still 
‘owe their allegiance to those companies 
whose loyalty to our principles for the 
preservation of the American Agency 
System is unquestioned,’ irrespective of 
differences in detail of operation. There- 
fore, it is believed that the principles of 
the National Association, recognized as 
fair and just by the almost unanimous 
voice of the fire insurance companies, 
will continue to be observed in the prac- 
tices of these companies individually, a 
result that will follow in large measure 
by the recognition and support of well 
organized local boards having reasonable 
rules and regulations.” 


New Convention Plan - 


The committee gave consideration to 
what is coming to be known as “the 
Kansas City Idea,” having to do with 
changing the form of national conven- 
tions from mass meetings to delegated 
conventions, where the local board will 
be more of a recognized unit. The com- 
mittee decided to request the Kansas 
City board to present a constitutional 
amendment embracing its ideas, in order 
that proper notice may be given prior to 
the convening of the convention, so that 
the amendment may be considered at 
Detroit. 

Fred B. Ayer, a former member of 
the national executive committee and 
now chairman of a special committee on 
convention attendance, reported his work 
well in hand. He has already secured a 
line on the situation in Cleveland, Chi- 
cago, Cincinnati, Kansas’ City, Toledo 
and St. Louis, and reported a most en- 
couraging outlook for an unusually large 
attendance at Detroit. 

A report was received from a special 
committee dealing with commissions on 
cotton transit covers recently held at 
Atlanta, wherein it was revealed that the 
business was not in a condition just now 
to warrant the return of the former 
commission paid. The executive commit- 
tee expressed its willingness to continue 
to co-operate with the special cotton 


convention 


Oscar Prentice, Head of Sea, Tells 
Why Successful Underwriters are Few 


Liverpool, England, June 28—At the 
present time marine insurance is a los- 
ing game British underwriters say. They 
are apt to get a crack across the knuc- 
kles anywhere at any time in the most 
unexpected way and for large amounts. 
A representative of The Eastern Under- 
writer while in this city saw the sage 
and clever Oscar Prentice, who runs the 
Sea Insurance Co. (represented in the 
United States for marine by Chubb & 
Son) and asked him why so many 
found being a successful marine under- 
writer so difficult a role. He dictated 
the following: 

“Tremendous losses have been made 
by some underwriters during the last 
few years. No one can competently fill 
the marine underwriting chair without 
sweeping and comprehensive knowledge. 
He must know what is put into ships, 
whether it be laughing hyenas or tulip 
bulbs, Chinese liquid ergo or celluloid 
dolls, giant locomotives or chewing gum. 
(Chewing gum, by the way, is growing 
in popularity outside of America as the 
world’s leading manufacturer of it has 
put up a large factory in England.) 

“So much for the knowledge of com- 
modities; secondly comes the knowledge 
of ships. From an old wooden schooner, 
built in 1850, to a 50,000 ton Atlantic 
greyhound, from an old Spanish collier. 
ploughing her way through the Bay of 
Biscay, to a floating dock being towed 
out to Singapore, an  wunderwriter’s 
knowledge must be complete. He must 
know the make and type of every ship 
that floats and he must have a consid- 
erable knowledge of the morality or im- 


morality of all nationalities, from the 
Filipino to the Chinese, from Czecho- 
Slovakia to Labrador. 

Should Have Sailed the Seas 

“Lastly, he should have sailed the 
seas of the world, so that he may have 
a knowledge of weather, ice, fog and 
rock and a detailed experience of the 
methods of loading and discharging at 
all ports of the world, however small. 

“Now you can see how easy it is to 
lose the hundreds of thousands of 
pounds which our market has had to 
suffer. They say that underwriters are 
born and not made, but I disbelieve it. 
They are made by long study and great 
knowledge and they need a nerve of 
iron to enable them to run risks of 
thousands of pounds for premiums which 
appear infinitesimal. 

“The heavy losses made by marine 
underwriters here are all the more re- 
markable in that since the commence- 
ment of the Great War, the annual loss 
of tonnage belonging to the British mer- 
cantile marine has been reduced from an 
average of 1% to 1/3%. 

“To summarize, the losses may be 
stated to have been caused by the in- 
adequate knowledge possessed by many 
of the new underwriters, and by the 
fact that the values of steamers dropped 
enormously a few years ago and at the 
same time the cost of repairs was nearly 
trebled. Matters are now gradually 
righting themselves, but it is a far easier 
thing to destroy a building than effi- 
ciently to repair one which has become 
rotten and leaky through stupidity or 
ignorance.” 








Kentucky Refunds 


(Continued from Page 18) 


were Attorney General J. W. Cammack, 
Auditor Coleman; Bush W. Allin, who 
has been appointed as insurance com- 
missioner, but who has held up actual 
acceptance of the position for about 
three months; George H. Parker, man- 
ager of the Kentucky Actuarial Bureau; 
Harry B. Wilson, president of the 
Kentucky Association of Insurance 
Agents; Guy H. Briggs, attorney for 
Coleman; J. S. Laurent, attorney for 
the Kentucky Actuarial Bureau; and 
Huston Quin, of Louisville, representing 
the Mammoth Cave Association. 








committee in watching the developments 
of this important line. 

Considerable attention was given to 
the recent move on the part of the Epis- 
copal Church in launching the Church 
Properties Insurance Company. The ac- 
tion of this religious organization was- 
vigorously protested and a _ decision 
reached to bulletin all state association 
units, asking members who hold mem- 
bership in the Episcopal Church to pro- 
test this movement to the local rectors, 
and through them, to the higher church 
officials. 

Report on Public Relations 


A report was received from Earl Fisk, 
chairman of the committee on public re- 
lations and education, which indicated 
that this committee was doing a most ex- 
tensive, valuable and constructive work. 
Mr. Fisk was given a vote of thanks for 
his untiring energy and intelligent devel- 
opment of the work. 

One of the important matters coming 
before the committee was the creation 
of an associate membership, in order 
that the true strength of the association 
may be revealed. At the present time 
the membership of more than eleven 
thousand merely represents that number 
of offices. It is desired to make a com- 
plete survey of these offices to find out 
the exact number of licensed insurance 
agents who are members of these firms 
and corporations, and to create an asso- 
ciate membership for each member of 
the agency organization. 


RUSSIAN FUNDS AT STAKE 





N. Y. Ins. Dep’t and Soviet Attorney 
Seek to Keep Nearly $5,000,000 


From Refugee Directors 

The nearly $5,000,000 of surplus funds 
of the former Russian fire companies ad- 
mitted to the United States are again 
before the courts. Last week a motion 
was made in the New York State Su- 
preme Court to approve the liquidation 
reports of Insurance Superintendent Al- 
bert Conway and his plans to retain the 
funds under the Department’s jurisdic- 
tion until such time as the United States 
recognizes a Russian government and 
thereby makes possible a final distribu- 
tion of these assets. 

Representatives of the five Russian 
companies, the First Russian, Second 
Russian, Northern of Moscow, Moscow 
Fire and the Russian Reinsurance are 
opposed to this plan, their argument be- 
ing that the surplus funds are the prop- 
erty of the former directors and stock- 
holders of the companies, who are most- 


ly refugees from Russia residing in 
France. Superintendent Conway was 
supported in his argument by Charles 
Recht, attorney for the Union of Soviet 
Socialist Republics, who, as a friend of 
the court, urged that the $4,850,384 be 
kept from the refugee directors and held 
intact here until the Soviet Government 
or some succeeding government is con- 
sidered by the United States as worthy 
of recognition. Briefs on the case were 
ordered filed by today, July 5. 





MOVES SOUTHERN FARM DEP’T. 


The southern farm department of the 
American of Newark has been removed 
to Dallas. With the expansion of terri- 
tory, Dallas is more nearly in the geo- 
graphical center of operations and will 
assure prompt service to the agents and 
policyholders of the company. The de- 
partment is under the supervision of 
Manager Carl M. Hunt. The new office 
is located in the Marvin Building. 


State Seeks Control 
Of Russian Funds 


ATTORNEY GENERAL’S STAND 





Claims Nearly $5,000,000 Should Be 
Transferred from Conway to Comp- 
troller or Tax Department 





New York state, through its attorney 
general, Hamilton Ward, this week filed 
with the State Supreme Court a pro- 
posal that the surplus funds, nearly $5,- 
000,000 of the five liquidated Russian fire 
insurance companies should be _trans- 
ferred from the custody of the State In- 
surance Superintendent to the State 
Comptroller or the State Department of 
Taxation and Finance to be held there 
until such time as the United States 
Government recognizes a Russian Gov- 
ernment. The liquidation report of Su- 
perintendent Conway of the New York 
Department shows that the surplus 
funds are now $4,850,384 from the fol- 
lowing five companies: First Russian, 
Second Russian, Northern of Moscow, 
Moscow Fire and Russian Reinsurance. 

The attorney general in his plan sub- 
mitted to the court says: 

“1. The report of the Superintendent 
of Insurance as liquidator in so far as 
it relates to the administration of the 
affairs of this company in liquidation, 
be in all respects confirmed. 

“2. That the liquidator be directed to 
terminate the liquidation proceeding ex- 
peditiously. 

“3. That any claims made by or on 
behalf of the domiciliary receiver to the 
surplus assets of this company after 
liquidation be rejected on the ground 
that the domiciliary receiver is the So- 
cialist Soviet Republic, a regime now in 
power in Russia not recognized by the 
Government of the United States. 
(Russian Re-Insurance Co. vs. Stoddard, 
240 N. Y. 149, 

Would Reject Certain Claims 

“4. That the claims of the second 
and third class creditors filed or to be 
filed within this liquidation proceeding 
be rejected on the ground that the li- 
quidator has no power to pay the same. 
(Matter of Norske Lloyd, 242 N. Y. 148.) 

“5. That the claims to the surplus filed 
or to be filed by or on behalf of the 
surviving directors be rejected on the 
ground that they are without authority 
to take down the same. (Andre vs. Beha, 
211 A. D. 380, affirmed 240 N. Y. 605; 
Russian Re-Insurance Co. vs. Stoddard, 
240 N. Y. 149; Matter of Second Rus- 
sian Insurance Co. 250 N. Y. 449; Mat- 
ter of Second Russian Insurance Co. 225 
A. D. 92 

“6. That since the Superintendent of 
Insurance cannot ‘hold these surplus 
funds indefinitely’ (matter of Second 
Russian Insurance Co. (Hamburg Insur- 
ance Co—244 N. Y., 606) and since the 
Superintendent of Insurance cannot 
‘hold these funds in perpetuity’ (mat- 
ter of Second Russian Insurance Co., 250 
N. Y., 449) and since it was the pur- 
pose of the people of the state of New 
York to allocate to each department of 
state government its proper functions 
(State Constitution, Article V, Secs. 1-2- 
4; State Department law, Secs. 131 and 
134) and since the Superintendent of In- 
surance is in no sense the control of- 
ficer of the state of New York and the 
Comptroller is, and since the Depart- 
ment of Taxation and Finance is the 
proper depositary for funds in the con- 
trol of the state of New York and for 
which the state of New York is re- 
sponsible, that the surplus remaining at 
the termination of the liquidation be 
transmitted by the liquidator to the 
Comptroller or the Department of Taxa- 
tion and Finance of the state of New 
York, there to remain subject to the 
further order of the Supreme Court of 
the state of New York and that each 
and every person, stockholder or other- 


(Continued on Page 22) 
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T. G. Tabb President Of 
Virginia Agents’ Ass’n 


ANNUAL CONVENTION IS HELD 





Strong Opposition Voiced to Any Form 
of Compulsory Insurance; Coverage 
On Public Buildings 





T. Garnett Tabb is the new president 
of the Virginia Association of Insurance 
Agents. He was elevated to this post 


at the thirty-first annual convention of 
the association held at the George Ma- 
son Hotel at Alexandria last week. Dur- 
ing the past_year he had_filled the office 
of first vice-president. 


Other officers 








Foster Studios 


T. GARNETT TABB 


were chosen as follows: E. W. Kelly, 
Bristol, first vice-president; _ W. A. 
Moore, Alexandria, second vice-presi- 


dent; Frank S. Blanton, Farmville, sec- 
retary-treasurer (re-elected). 


New committee chairmen are: E. E 
Goodwyn, Emporia, executive; H. B 


Gray, Roanoke, membership; C. J. Duke, 
Portsmouth, legislative; Roger Clarke, 
Fredericksburg, conservation; H. M. 
Woody, Petersburg, public relations. 

The new president of the association 
is a member of the agency of Tabb, 
Brockenbrough and Ragland of Rich- 
mond, and has long been active in the 
affairs of the state organization. In ad- 
dition to serving as first vice-president 
the past year, he served as chairman of 
the membership committee. He is a for- 
mer president of the Richmond local 
board and is one of the outstanding in- 
surance men in his home city. He is also 
leader in civic affairs. Recently he was 
elected president of the Lions Club of 
Richmond, and he has been asked to as- 
sume the leadership of the annual Com- 
munity Fund drive this year. He start- 
ed out in the insurance business in Rich- 
mond in 1892 with the agency of the old 
Brooklyn Life. Two years later he be- 
came general agent there for the Trav- 
elers. This year he rounded out twenty- 
five years of continuous service with that 
company. 


President Dey’s Address 


Calvert R. Dey of Norfolk, who re- 
tired as president of the state associa- 
tion after filling the office for two suc- 
cessive years, was presented a relish set 
of half a dozen silver bowls and saucers. 
In his presidential address Mr. Dey said: 
“Our business seems to be on the verge 
of an unsettled condition. Competition 
for business is becoming keener and 
keener. Competition between the estab- 
lished companies and the many new ones 
is getting just as keen with the resultant 
drive for premiums from any source. So 
it behooves the agents to bend them- 


selves closer together in every way so 
that our principles and aims may not 
be engulfed in the mad scramble; for 
as individuals we can do very little.” 
As conference and co-operation be- 
tween agents and companies seem to 
have struck a snag for the time being, 
Mr. Dey voiced the belief that it is time 
for the established companies to stop and 
consider the situation seriously. “Sure- 
ly,” he added, “some medium should be 
found whereby companies and agents 
can confer on mutual problems for the 
good of both—if not through the national 
board, then some other means. The 
large number of new companies is_be- 
ginning to cast shadows on the horizon 
and is a warning of approaching unrest.” 
Opposition to any form of compulsory 
automobile insurance was voiced in a 
resolution adopted by the convention. 
Text of the resolution follows: “In view 
of the report to be made at the next 
meeting of the general assembly of Vir- 
ginia by the commission on compulsory 
automobile insurance appointed by the 
last legislature for that purpose, be it 


resolved by the Virginia Association of 
Insurance Agents: First—That the as- 
sociation desires to go on record as be- 
ing opposed to any form of compulsory 
automobile insurance as being unsound 
and unwise in principle. Second—That 
the association does believe in and ad- 
vocates the adoption of a safety respon- 
sibility law embodying in that law a fi- 
nancial responsibility for those deserving 
to have such a law enforced against 
them; also which would provide for the 
granting of a state permit for driving, 
the permits to be granted only after a 
rigid examination as to the applicant’s 
physical and moral fitness for such a 
permit. 


Auto Coverage Prevailing There 


Compulsory automobile insurance was 
the prevailing theme at the convention. 
Austin J. Lilly, general counsel of the 
Maryland Casualty, discussed the sub- 
ject in an exhaustive manner at the 
opening session, detailing the unpleasant 
experience of Massachusetts with its 
compulsory law and the attempts made 











Charleston, = &. 


In 1861, at the time of the Civil War, Charleston 
suffered a devastating conflagration with a loss of 
$10,000,000 in property values. 


sell & Old’s sash and blind factory at the foot of 
Hazel Street, the fire spread rapidly, destroying 


most of the city. The first fire-resistive building 
in America, erected at Charleston in 1823, was 


untouched by the flames. 


The Charleston of today is a busy, flourishing 
city. Her streets are filled with traffic, the wheels 
of her factories are humming, and her docks are 
laden with cotton, rice, lumber, and other prod- 
Charleston industry and commerce as well 
as her homes are surrounded by a protecting wall 
Stock fire insurance companies 
have also sponsored local fire prevention and pro- 
tection activities which have greatly reduced the 


ucts. 


of fire insurance. 


fire danger. 


The CAROLINA 


INSURANCE COMPANY 


WILMINGTON 
NORTH CAROLINA 





Starting in Rus- 





Wilfred Kurth, Pres. 


NEW YORK OFFICE 
§9 MAIDEN LANE 











by other states to reach a solution of 
the problem of providing adequate pro- 
tection for the public against the reck- 
less and irresponsible motorist. 

He presented a thorough analysis of 
the A. A. A. safety responsibility bill 
which has been adopted by New York 
and New Jersey. Summing up, he voiced 
the belief that while this law itself is 
necessarily far from perfect and will 
necessarily be modified and improved as 
experience points the way, it does, nev- 
ertheless, constitute the simplest and 
the most constructive and thus the most 
effective type of remedy for the evils 
complained of which has yet been 
brought to the attention of the Amrican 
public. 

In a paper on “The Development of 
Automobile Insurance,” H. P. Stellwagen, 
assistant vice-president of the Indemnity 
Insurance Company of North America 
and the Alliance Casualty, referred to 
the tendency of automobile insurance 
legislation, saying: “Fortunately, the 
trend is away from compulsion and defi- 
nitely in the direction of safety and re- 
sponsibility. It is not to be inferred, 
however, that the menace of compulsory 
insurance is wholly removed; it will 
never be removed until we are able to 
insure the vast majority.of motorists in- 
stead of the small majority as is the case 
at present. The important feature for 
us in the new laws which have been 
enacted in many states in the last six 
months is the provision that a man may 
not operate until he has satisfied any 
judgment rendered against him for per- 
sonal injury or property damage, either 
in whole or at least in substantial 
amount. By bringing home to the mo- 
torist the necessity of his ability to sat- 
isfy judgments as a prerequisite to his 
right to continue to operate an automo- 
bile, these laws have given a tremendous 
impetus to the sale of automobile pub- 


lic liability and property damage insur- 
ance. 


Insurance on Public Buildings 


Appointment of a similar special com- 
mittee to take care of the matter of state 
insurance on public buildings was rec- 
ommended by Colonel Goodwyn, and he 
urged that importance of getting to work: 
at once be impressed upon this commit- 
tee. It is practically certain, he said, 
that a bill providing for the creation of 
a fund for the state to carry its own 
insurance on public buildings including 
public schools, as well, will come up at 
the approaching session. President Tabb 
announced that he will appoint the com- 
mittee without delay. 

Report of Secretary-Treasurer Blanton 
showed a balance on hand of $1,560.12. 
Twenty-one members had been dropped 
during the year for non-payment of dues, 
he reported. Altogether, there was a 
net loss of twenty-six members; making 
the total membership 247. He recom- 
mended that an extra effort be made to 
increase the membership during the 
coming year. He suggested that a man 
who is thoroughly sold on the associa- 
tion and is willing to give at least two 
or three weeks during the year be em- 
ployed to go over the state and recruit 
the membership of the association, 
strengthening local boards at the same 
time. If possible this work should be 
done between now and the first of Janu- 
ary when the legislature meets. It was 
desired to have the membership as large 
as possible at that time. ; 

Instalment payments of premiums re- 
ceived but scant attention at the execu- 
tive session of the convention. Prevail- 
ing sentiment was that this proposed 
method of the companies to collect auto- 
mobile premiums would die a natural 
death. There was some discussion of the 
new general coverage contract which a 
group of companies plan to put into ef- 
fect. It was agreed that the new off- 
cers of the association should make a 
study of the plan and advise the mem- 
bership as to the result of their inquiry. 
Some of the agents seem to be of the 
opinion that the commission arrange- 
ment under such a plan might not be 
altogether satisfactory. 
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Corroon & Reynolds 
N. J. Commissions 


WILL PAY 





15, 25 AND 35% 
Thirteen Units in Large Independent 
Group Make Bid to Retain Business 


Now On Books 








The Corroon & Reynolds group of 
thirteen fire insurance companies this 
week announced its scale of commissions 
for New Jersey, the rates being 15, 25 
and 35% and the average being higher 
than the Eastern Underwriters’ Asso- 
ciation commissions. 

This action was taken by the thirteen 
companies of the Corroon & Reynolds 
group and is to be effective as of July 1. 
The companies of this group include the 
American Equitable of New York, the 
Bronx Fire of New York, the Brook- 
lyn Fire, the Globe of Pittsburgh, the 
Independence Fire of Philadelphia, the 
Jefferson Fire of Newark, the Knicker- 
bocker of New York, the Long Island 
Fire, the Merchants & Manufacturers 
Fire of Newark, the Metropolitan Fire 
of New York, the New York Fire, the 
Republic Fire of Pittsburgh and the 
Sylvania of Philadelphia. These compa- 
nies have aggregate resources of over 
$51,000,000, combined capital of $11,812,- 
000 and total capital and surpluses of 
some $37,400,000. They also have very 
substantial reinsurance facilities which 
further enables them to handle agents’ 
business on a complete basis. 


C. & R. Commission Scale 


In announcing their decision to pur- 
sue an independent policy in the matter 
of fire insurance commissions in New 
Jersey the company members of the 
Corroon & Reynolds group are each is- 
suing the following form of letter to 
their agents in New Jersey: 

“To our New Jersey agents: After 
giving thorough consideration to the 
question of commissions, we have finally 
worked out a plan which we believe and 
which we hope will be satisfactory to 
your agency. 

“We are enclosing a classification 
sheet showing graded commissions of 
15%, 25% and 35%, which please con- 
sider in effect as of July 1, 1929. 

“In order to save the time of your- 
self and your office force in applying 
these commissions and also in handling 
the accounts, we have simplified the 
scale as much as practicability would 
permit by dividing the different classes 
into three commission groups, and we 
are sure that the arrangement is clear 
in every respect. * * *” 





FIRE PREVENTION COMMISSION 


Governor Allen of Massachusetts on 
Tuesday announced the appointment of 
the commission to report to the next 
Legislature on the fire prevention laws, 
rules and regulations for the purpose of 
their improvement and unification. He 
named John D. Stuart, president of the 
Springfield Glazed Paper Co. and for- 
mer chairman of the Springfield Safety 
Council; William W. Ollendorf of West 
Medway, treasurer of the East Belling- 
ham Woolen Mills; Peter E. Walsh, 
former chief of the Boston Fire De- 
partment, and Russell L. Codman of the 
Boston Chamber of Commerce fire pre- 
vention committee 
Boston realtor. 


L. I. MUTUAL LIQUIDATED 


The affairs of the Queens & Suffolk 
Mutual Fire Insurance Corp. of Long 
Island have been straightened out by 
the liquidation bureau of the State In- 
surance Department. Albert Conway, 
Superintendent of Insurance, has com- 
pleted a report concerning the liquida- 
tion of the corporation, which was 


placed in the hands of the Superinten- 
dent of Insurance for liquidation, by an 
order of the Supreme Court, Queens 
county, July 8, 1925. 


and a prominent . 








Franklin W. Fort 








Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 














Ratio Of Steamers 
Lost Is Decreasing 


FIGURES FOR 27 YEAR PERIOD 





Last Year United States Lost Largest 
Amount, But Italy Had 
Highest Percentage 





The total tonnage of steamers and 
motorships lost has been 400,000 to 450,- 
000 tons on the average every year for 
the past twenty-seven years, as shown 
in a graphic chart. The two lowest 
points of the graphic curve are 1903 with 
about 300,000 tons and 1925 with about 
328,000. As during the period covered, 
the world tonnage has increased from 
26,000,000 to 65,000,000 it results that the 
real ratio of losses is now much smaller 
than ever before. The picture is quite 
different, however, for sailing vessels. 
During the same period their tonnage 
has decreased considerably and stands 
now at about one-quarter of the 1902 
figure whereas losses still amount to 
about half of those of the years 1904, 
1905, 1908, so that the percentage of 
losses has doubled. 

The chart does not take in war losses, 
which for steamers amounted to 360,110 
tons in 1914, 1,380,657 in 1915, 2,189,079 
in 1916, 5,957,913 in 1917 and 2,674,428 in 
1918. Adding the figures for sailing ves- 
sels the grand total of war losses was 
13,233,672. 

1928 Vessel Statistics 

According to statistics of the Ger- 
manic Lloyd (Lloyd’s Register’s statis- 
tics being published later) the total ton- 
nage lost and scrapped in 1928 was 1,- 
577,619, or 2.36% of the world tonnage 


(Continued on Page 31) 





SPANISH FRUIT CLAUSE 





Underwriters Reduce Their Liability on 
Depreciation of Fruit Following 
Series of Bad Losses 


Spanish marine underwriters formerly 
included in their fruit policies a clause 
covering depreciation caused by loss of 
time due to a ship’s going to a port of 
refuge for additional premium of 4%, 
but this charge has been reduced by 
competition and in many cases omitted 
altogether, giving the additional protec- 
tion at the F. P. A. rate. The results 
have been unfortunate for underwriters, 
for whenever a ship came into a harbor 
under these circumstances losses were 
heavy when the fruits were sold in pub- 
lic auction. Proceeds of auction de- 
ducted from insured value being the ba- 
sis of settlement of losses. 

The Spanish Association of Marine 
Underwriters has now designed a new 
clause which reads as follows: 

“The amount of indemnity shall be 
determined on the basis of 2% of the 
insured sum for every 24 hours’ deten- 
tion in the port of refuge, the duration 
of the ship’s detention in port to begin 
with the day when she entered such port 
and to terminate on the day on which 
she left it to proceed on her voyage. 
In the event of the goods being trans- 
shipped to another vessel the delay in 
port shall be reckoned up to the mo- 


ment when such other vessel sails from ~ 


the port. 
“The amount of indemnity together 





with the net proceeds of the sale of the 
goods as evidenced by original docu- 
ments to be presented, shall on no ac- 
count exceed the insured value.” 

The premium for the inclusion of the 
port of refuge clause with these stipu- 
lations is proposed to be fixed at 1/10% 
in addition to the usual F. P. A. rate. 

Thus, under the new form, under- 
writers’ liability is fixed at a certain fig- 
ure and not subject to the eventualities 
of an auction, possibly involving moral 
hazard. The insured’s protection, of 
course, is not so complete. 





Russian; Surplus 
(Continued from Page 19) 


wise having or asserting a claim to 
these funds or any ‘portion of them, be 
permitted to maintain an action to es- 
tablish his rights in the premises and 
that no claimant be restrained until after 
an uncertain time has elapsed, such as 
the time when a Government in Rus- 
sia shall be recognized before being per- 
mitted to maintain his cause of action.” 
eae vs. New York Life, 244 N. Y., 


A 


G. & R. OPENS PHILA. OFFICE 

The new Philadelpfia branch office of 
the Globe & Rutgdrs was opened on 
Monday, July 1, in ground floor apart- 
ments at 204 Walnut Place, an office 
plaza opening on W4lnut street between 
Third and Fourth @treets. Samuel J. 
MacMinn, formerly vith the St. Paul 
and Mercury, took tharge of the new 
office as general manager and received 
many callers and congratulations on the 
opening day. The Globe & Rutgers 
branch will cover the agency field of 
Philadelphia and the suburban district. 
Camden county, southern New Jersey, 
Delaware and eastern Maryland, in- 
cluding Baltimore. 







































































































































































A Bolt of 
Lightning 


lightning will strike next. 
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ait = 


financial safety from 






















































































bolt of lightning strikes quickly and with terrific 
force, causing great destruction of property. 


There is never any warning as to when or where 


Lightning rods offer some measure of safety but the 
only sure protection lies in a sound fire insurance policy 
which includes provisions for lightning damage. 


Local agents of the Harmonia are providing absolute 
lightning damage 
Harmonia fire insurance policies. 


HARMONIA 


Fire Insurance Company 


Wilfred Kurth, Pres. 


NEW YORK OFFICE 
39 MAIDEN LANE 





July and August are full 
of lightning and thunder 
storms. It is well to point 
out the lightning feature of 
the fire policy at this time. 
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m1 LOYAL TO PRINCIPLE~TO LOYAL AGENTS, LOYAL 
«fea JANUARY 1, 1929, STATEMENTS 
1 after 
Ras een eS eE A: H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 3d’ Vice Preston “ToNC™T*? 
I ORGANIZED 1855 
N.Y FIREMEN’S INSURANCE COMPANY 
OF NEWARK, N. J. 
— | SURPLUS 
fice of ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
+n $56,065,676.33  $19,562,549.89  $13,500,000.00  § $23,003,126.44 $36,503,126.44 
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uel J # HENRY M. GRATZ, Presid 
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eceived THE GIRARD F. & M. INSURANCE CoO. 
Ruteers OF PHILADELPHIA, PA. 
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NEAL hae President JOHN KAY, Vice-Pres’t and: Treasurer 
. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96  $ 2,110,943.96 





NEAL recy th President JOHN KAY, Vice-Pres’t and Treasurer 
. HASSINGER, Vice-Pres’t WELLS % Boge AE hn Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 


$ 5,021,040.53 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 





A. H. TRIMBLE, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. oe eee T. DAeeErr, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


SUPERIOR FIRE. INSURANCE CO. 


F PITTSBURGH, P 


$ 4,837,239.59 $ 2,492,228.84 $ 1,000,000. 00 $ 1,345,010.75 $ 2,345,010.75 





W. E. WOLLAEGER, President NEAL BASSETT, al 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. — on eee ys cael V.-Pres’t. ARCHIBALD KEMP, 2d V.-Pres’ 
CONCORDIA FIRE INSURANCE CO. 


OF MILWAUKEE, 


$ 5,359,804.52 $ 2,486,092.08 $1 000,00 060.0 00 $ 1,873,712.44 $ 2,873,712.44 





CHARLES L. JACKMAN, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V. -Pres't A. H. HASSINGER, V. air ELST, ROaenre, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 


$ 666,598.88 $ 196.08  $ 300,000.00 $ 366,402.80 $ 666,402.80 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President S. WM. BURTON, Vice-Pres’t 
E. J. DONEGAN, ist V.-Pres’t & Gen’l Counsel J. C. HEYER, Vice-Pres’t WM. P. STANTON, Vice-Pres’t 


ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 
OF NEW YORK, N. Y. 
$15,452,308.70 $10,173.698.43 $ 1,500,000.00 $ 3,778,610.27  $ 5,278,610.27 


EASTERN DEPARTMENT 
10 Park Place 
Newark, New Jersey: 
WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, 461-467 Bay Street, 60 Sansome Street 
Chicago, Illinois Toronto, Canada San Francisco, California 
eae es i MASSIE & RENWICK, Limited, W. W. & E. G. POTTER, Managers 

H. R. M. SMITH Managers Ass’t Manager 

JAMES SMITH FRED. W. SULLIVAN JOHN R. COONEY 
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Local Agents Pleased 
With Finance Scheme 


COLLECTION PROBLEMS AIDED 





Agents Finance Corp. at Rochester Now 
Has Adopted An Eight Payment 
Plan For Assureds 





An eight-payment finance plan was 
arranged at the annual meeting of the 
stockholders of the Premium Discount 
Corporation last week at Rochester, N. 
Y. The corporation president, James H. 
Farrell, Jr., reported that the company 
had financed $70,000 in premiums during 
the first year ending June 1. One hun- 
dred and sixty Rochester, Buffalo and 
vicinity local agents and brokers are 
using the P. D. C. System, it was stated. 

Officers were re-elected as follows: 
President, James H. Farrell, Jr.; vice- 
president, Follett L. Greeno; treasurer, 
Ernest A. Paviour. They are all Roch- 
ester insurance men. Messrs. Farrell 
and Paviour are connected with one of 
the oldest agencies in the state—R. S. 
Paviour & Son, Inc. Mr. Greeno is 
president of the Underwriters Board of 
Rochester. 


The discount company maintains of- 
fices in Rochester and Buffalo, and does 
a state-wide business of financing auto- 
mobile, fire and other kinds of insurance 
premiums. The company claims to have 
been the first one of its kind in this field 
in this state. 


“We are now preparing to finance in- 
surance premiums on an eight-payment 
basis without any change in the monthly 
charges,” President Farrell said. “This 
represents a saving to the customer of 
three monthly finance charges, compared 
with the eleven-payment system which 
is still in force. The down-payment is 
20% of the annual premium; the balance 
is payable 10% monthly for eight 
months. This method gives the insured 
a breathing spell before he makes the 
down-payment on the policy for the next 
year. It also eliminates the likelihood 
of a default on the final instalments. 

“The Premium Discount Corporation 
financed almost $70,000 in premiums dur- 
ing the first year of operation. This 
business was developed with but little 
promotion work; it grew because of the 
intrinsic value of the system to the agent 
and broker, and the demand for instal- 
ment insurance on the part of the pub- 
lic. 

“Several producers who have used the 
P. D. C. System consistently report that 
their collections are in better condition 
than ever before in the history of their 
offices. In fact some offices are telling 
their customers, as gently as possible, 
that they must pay their premiums in 
sixty days or finance them. These offi- 
ces are using the P. D. C. System for 
automobile, public liability, fire and all 
kinds of insurance qualified to meet the 
requirements of the instalment plan.” 


FIREMAN’S FUND CHANGES 





G. N. Hutchins Transferred to Phila- 
delphia as Special Agent; J. E. Tet- 
low Goes to New England 


Manager Charles C. Hannah of the 
Eastern department of the Fireman's 
Fund, Home Fire & Marine and Occi- 
dental, announces the following appoint- 
ments and transfers effective July 1, 
1929 : 

Special Agent George N. Hutchins, 
who has represented the companies for 
the past ten years in the New Hamp- 
shire and Vermont territory, has been 
transferred to Philadelphia where as 
special agent he will supervise the fire 
business of the companies and_ take 
charge of the service office for Philadel- 
phia and suburban territory, succeeding 
Jules N. Fischler. 

James E. Tetlow, Jr., special agent for 
the companies in West Virginia for sev- 
eral years, has taken over the field for- 
merly supervised by Mr. Hutchins, and 
will make his headquarters at 712 Amos- 
keag Bank building, Manchester, N. H. 
Mr. Tetlow is a native New Englander, 
formerly located in the Boston office, 
and is familiar with insurance and other 
conditions throughout this section. 

Harry E. Cragg has been appointed 
special agent representing all three com- 
panies in West Virginia with head- 
quarters at Wheeling. Mr. Cragg is a 
native of West Virginia where he has 
been identified with the insurance busi- 
ness since 1912 in the several capaci- 
ties of bureau inspector, special agent 
and local agent, and is particularly well 
qualified by experience and training ef- 
fectively to serve local agents. For the 


past ten years he has been associated - 


with the Staats-Blair Agency in Hunt- 
ington, which connection he leaves to 
join the Fireman’s Fund. 





NIAGARA OFFICE UNCHANGED 


The America Fore Companies, in buy- 
ing control of the Niagara, will make 
no changes in the personnel of the Ni- 
agara and the Maryland. The office will 
be continued at 95 Maiden Lane under 
the management of H. J. Zechlin, with 
George O’Hara assisting him in the city 
department and P. W. Barnes assisting 
in the brokerage department. Mr. Zech- 
lin has been in charge there for about 
twelve years and the office has developed 
a large amount of splendid business. 





JOINS SCOTTISH UNION 


Harvey L. Robinson has been ap- 
pointed special agent for the Scottish 
Union & National, American Union and 
the Central Union for eastern New 
York. He will have his headquarters at 
Illion. For several years Mr. Robinson 
has been a special agent for another 
company in the same territory. Spe- 
cial Agent C. P. Banghart has been re- 
lieved of supervision of this territory so 
that he may have more time for the 
development of western New York state. 
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EAL TET 


DANGEROUS FILMS BANNED 
New York State Forbids, Outside of 
N. Y. C., Sale or Distribution of 
Cellulose Nitrate Films 


Following the Cleveland hospital catas- 
trophe and a similar fire in an Albany 
hospital a year ago, a special committee 
was appointed by Actirig Governor 
Lehman to investigate the hazard at- 
tendant upon the use of cellulose nitrate 
X-ray films in institutions, the State 
Public Health Council amending the 
Sanitary Code has adopted a rule, ef- 
fective September 1, reading: 

“The sale or distribution of cellulose 
nitrate film for X-ray purposes is hereby 
prohibited.” 

The action of the Council has the ef- 
fect of law outside of New York City. 
It is expected similar action will be 
taken here by the fire department. 

The special committee found that the 
use and subsequent storage of cellulose 
nitrate film in institutions caring for pa- 
tients or other inmates constitutes a se- 
rious danger to health and life. 
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State Dep’t Criticizes 
Up-State Rate Making 


ERRONEOUS RATINGS OF 16% 





Syracuse Division Asked to Make Sev- 
eral Changes in Methods of Com- 
puting Fire Rates 





The New York State Insurance De- 
partment has completed its examination 
of the Syracuse division of the New 
York Fire Insurance Rating Organization 
which controls the ratings for fire risks 
in the large central area of the state 
outside of New York City, the New York 
City suburban field and Erie county. The 
examiners reported that they found a 
good deal to criticize. 

The report states that, while there 
has been considerable improvement since 
the last previous examination in the ac- 
curacy of rates computed under the uni- 
form schedules, the percentage of erro- 
neous ratings is still very high, namely, 
about 16%. Among the causes named 
by the examiner for this large percent- 
age of error are incomplete surveys and 
lack of an adequate system of recheck- 
ing schedule rate computations before 
publication of rates. It is recommend- 
ed that greater care be exercised in the 
making of surveys, and that a compre- 
hensive system of rechecking schedule 
rates be adopted. 

“The indefinite continuance of charg- 
es for ‘faults of managements,” states 
the report of Superintendent Albert 
Conway, “where conditions which cause 
such charges could be readily remedied 
by the insured if brought to his atten- 
tion, is criticized as unfair to the insur- 
ing public. The method of the Syracuse 
division in computing exposure charges 
from what are known as ‘frame rows’ is 
also criticized as in violation of the pro- 
visions of the uniform exposure sched- 
ule, as well as unfair to the insuring 
public. 


Use and Occupancy Rates 


“The rules regarding use and occu- 
pancy insurance rates are criticized be- 
cause they permit the insurance compa- 
nies to write this kind of’ insurance at 
any rate they desire where the fire in- 
surance rate is less than 10c, whereas 
if the fire insurance rate is more than 
10c, use and occupancy rates are re- 
quired to be made in accordance with 
prescribed rules. The rules regarding 
the rating of idle plants are criticized 
because they impose unduly harsh rating 
penalties for a condition of idleness. 

“The rules regarding the rating of un- 
protected dwellings are also the subject 
of unfavorable criticism. The rates for 
this class of risks vary according to the 
counties in which risks are located, there 
being three classes of counties. The ex- 
aminer states that it is difficult to per- 
ceive any measurable difference in the 
hazard of unprotected dwellings located 
In various counties of the state or any 
good reason for a differentiation in such 
rates, and recommends that the rating 
organization be required to discontinue 
its county rate differentials unless it can 
Justify them as reasonable.” 2 


AGENT’S SUCCESS FROM ADS 
Howard B. Wade, Jr., agent for the 
“Two Hartfords” at Burlingame, Cali- 
fornia, tells an interesting story in the 
latest issue of the “Hartford Agent.” 
Coming into insurance in March, 1928, 
Mr. Wade has made a success in his 
territory which he attributes largely to 
the part which advertising has played 
in the development of his business. 
What-to do, how to do it and when to 
do it” are interestingly told by Mr. 
Wade, whose article is entitled “We 
Planned our work and then we worked 
our plan.” 








FIRE MARSHALS’ MEETING 
The annual meeting of the Dominion 
Association of Fire Marshals was held 
yesterday, July 4, at the Chateau Laur- 
ler, Ottawa, and today the Dominion 
ire Prevention Association will hold its 
annual meeting at the same place. 


MUST SUBSTANTIATE DEFENCE 





No Appeal Taken by Insurance Company 
From Court Ruling to This Effect 
Establishes Precedent 


An order has been entered in the City 
Court of the City of New York, in the 
case of Hornig & Feuer, against the 
North River, from which no appeal has 
been taken and which may be considered 
as a precedent in actions brought under 
fire insurance policies, indicating how 
far the cour‘s have gone in directing, as 
a matter of iaw, that the insurance com- 
panies must substantiate their defenses 


long in advance of the trial of an action” 


brought thereunder. 

The question of law involved was 
whether an insurance company under a 
standard form fire policy could be com- 
pelled by direction of the court to sub- 





stantiate a defense in which the insur- 
ance company had alleged that the “in- 
sureds had knowledge of the origin of 
the fire.” 


The application was made by Alex 
Davis of Goldstein & Goldstein, attor- 
neys for the plaintiffs before Mr. Jus- 
tice Vincent L. Lippe. Powers and Kap- 
lan, representing the insurance company, 
opposing the application in court, argued 
that the defendant should not under the 
circumstances be compelled to substan- 
tiate in advance of the trial its evidence 
as to “defendant’s knowledge as to the 
origin of the fire.” 

After the submission of briefs, the 
court entered an order directing the in- 
surance company to substantiate the de- 
fense. No appeal having been taken, the 
mandate is the final order of the court 
which may be cited as a precedent. 


JOINS BROOKLYN AGENCY 

Frank E. West, Jr., formerly special 
agent of the Fidelity-Phenix in the 
Brooklyn field, has become a partner in 
the Brooklyn agency of Barto & Wood 
and the agency has also secured an 
appointment for the Brooklyn territory 
for the Fidelity-Phenix. This appoint- 
ment makes the entrance of the agency 
into the fire field, as it has heretofore 
confined its activities to automobile, cas- 
ualty and surety lines. 





ADMIT ARSON GUILT 


Three defendants pleaded guilty to ar- 
son in the second degree last Friday in 
the General Sessions Court in New 
York in connection with the burning of 
a confectionery store and restaurant on 
First avenue on May 7 
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Reinsurance on Liners 
Again Goes to London 


ON “BREMEN” AND “EUROPA” 





Former Makes First Trip in July; Will 
Be Drydocked in England; 
Rates High 





A new complexion has been put on the 
insurance of the two new German liners 
of 46,000 tons each, the “Bremen” and 
“Europa,” mainly as the result of the 
fire on the last named. The London 
“Times” explains the reasons thus: 

“Reinsurances—it is believed from the 
German market—are now again being 
placed in London on the two new Ger- 
man liners, ‘Europa’ and ‘Bremen.’ The 
‘Bremen’ is scheduled to sail from Bre- 
merhaven on July 16 and Southampton 
on the following day on her maiden voy- 
age to New York, and 1% was recently 
paid to cover the remaining portion of 
the building risk—until Mid-July. This 
rate compares with 12s. 6d. per cent. for 
21 months, which was originally accept- 
ed in 1927, and with 25s. per cent. paid 
early in March last after the great fire 
in the sister ship ‘Europa’ at Hamburg. 

“The intention was that after the 
completion of the ‘Bremen’ on the Weser 
she should have proceeded to Hamburg 
for the dry-docking which is usual after 
fitting out and before the owners take 
delivery of a new ship. It appears, 
however, that the only dock at Hamburg 
which could take the ‘Bremen’ is now 
occupied, and is likely to be occupied 
for many months to come by the ‘Eu- 
ropa,’ which is being repaired, and con- 
sequently a suggestion has been made 
that the ‘Bremen’ should. steam to 
Southampton for dry docking before she 
proceeds on her maiden voyage to New 
York. Such an expedient was not con- 
templated, of course, when underwriters 
accepted the building risks, and an ad- 
ditional rate to cover the voyage from 
Bremerhaven to Southampton, during 
the dry-docking, and on the return voy- 
age is now being quoted. 

“Reinsurances from Germany are also 
being placed in London on the liner 
‘Bremen’ for 12 months from the time 
that she is taken over from the builders 
by the Norddeutscher Lloyd and during 
her trans-Atlantic services. The original 
insurances on the vessel were effected 
at 40s. net per £100, which is equivalent 
to about 44s. 6d. per cent., subject to dis- 
count. Lately a rate of 60s. per cent. 
has been paid for 12 months, and yester- 
day even 70s. per cent. was quoted. It 
is understood that the vessel will be 
valued for insurance at about £2,500,000, 
and the present comparatively high rates 
indicate ‘that the insurance markets are 
becoming filled and that underwriters 
need to be tempted by higher rates to 
accept larger lines—if they will consider 
doing so at all.” 





HEADS BLUE GOOSE POND 

Toy Maxwell of Oklahoma City, state 
agent for the Norwich Union, was elect- 
ed most loyal gander of the Oklahoma 
pond of Blue Goose with Walter Myers, 
Jr., of Oklahoma City, state agent for 
the American, superintendent of flock; 
F. C. Newcomer, Oklahoma City, of the 
Cotton Insurance Association, cus- 
todian of goslings; A. B. Stewart, Okla- 
homa City, Providence of Washington, 
wielder of the goose quill; 
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FLOATING OIL FIRES 


A new device for fighting burning oil 
and other substances floating on the 
water in harbors, etc., is being tried out 
in Hamburg. A chain of incombustible 
pontoons, closely fitted together, is 
towed around the burning substance by 
tugs. The pontoons consist of several 
links so that they may be drawn out 
like the bellows of an accordeon and 
thus adjust themselves to cover any de- 
sired space. Trials have shown that 
with the assistance of tugs a fire can 
be isolated within twenty minutes. The 
chief object being to confine a fire to 
its source, as the neighborhood of a 
leaky tank. The pontoons are now 
being tried by the state, but after im- 
provements have been made they will 
be turned over to the Hamburg Fire 
Brigade. 





C. F. U. A. OFFICERS 

The Canadian Fire Underwriters’ As- 
sociation met last week at St. Andrews, 
New Brunswick, and elected the follow- 
ing officers: president. Colin E. Sword of 
Toronto, chief agent in Canada of the 
Union of Canton; vice-president for 
Quebec, P. L. Monkham, chief agent of 
the Yorkshire, and vice-president for 
Ontario, J. H. Riddel of Toronto, chief 
agent. of the Eagle, Star & British Do- 
minions. 





“FIREMANSHIP” COURSE 
A brief course in “firemanship” was 
given at the University of Wisconsin, 
Madison, Wis., June 25-28 at which Da- 
vid J. Price, of the United States De- 
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“Hello! Brown! Remember when I 
delivered that U & O policy, you said 
it was up to me to keep you in all the 
insurance you need? Yov’re taking 
your family abroad for a vacation. 
You'll need some insurance to protect 
your baggage. How much? Ought 
to cover the full value of your per- 
Sonal effects. $5000 then. Good! I'll 
send around an all-risks policy this 
afternoon. Good-by.” 


How much can your clients depend 
on YOU for your insurance needs? 


FIRST AMERICAN 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK.N. Y. 


ERNEST STURM, Cuairman oF tne Boaro. 
PAUL L.HAID, Presioent. 


CASH CAPITAL—ONE MILLION DOLLARS 


CHICAGO SAN FRANCISCO DALLAS 









MONTREAL. 








July 5, 1929 








Personal Responsibility For Fires 


By W. A. CHAPMAN, 
Manager, Western Dep’t Fireman’s Fund 


Personal responsibility for fires is again 
being advocated in this country. W. A. 
Chapman, manager of the Western de- 
partment at Chicago of the Fireman’s 
Fund, in an article in the June issue of 
the Fireman’s Fund “Record,” advocates 
that steps be taken to secure such per- 
sonal responsibility in this country as now 
exists in Europe. His plan for reducing 
fire losses is presented herewith: 

Readers of the “Record” are familiar 
with the various fire prevention move- 
ments new under way in this country. 
Considerable progress has been made in 
the reduction of losses, but after all, so 
long as the individual property owner or 
the corporate interest can procure at a 
price sufficient insurance to amply pro- 
tect themselves, there will be a tendency 
to carelessness in the safeguarding ‘of 
property. 

The average property owner, if he 
has the money, purchases sufficient in- 
surance to cover all of the hazards to 
which his property may be subject and 
lets the insurance companies do the rest. 
He may have a neighbor who is excep- 
tionally careless and that is another rea- 
son for his protecting himself fully by 
insurance. The neighbor likewise pro- 
tects himself and is careless with his 
property regardless of how it may in 
turn affect his neighbor and this is one 
of the main reasons why the average 
per capita loss in this country is $3.93 
as compared to less than $1 in Europe, 
where property owners are held person- 
ally responsible for fire losses caused by 
their own lack of care. 


Personal Responsibility 


If every property owner in this coun- 
try knew that he would be held respon- 
sible for the destruction, not only of 
his own property, but under certain con- 
ditions of that of his neighbor, would 
he not be much more careful with his 
own property than is now the case? 

Would the Iriquois Theater fire in Chi- 
cago with its great loss of life have oc- 
curred if this principle of personal re- 
sponsibility had been in full force and 
effect ? 

Would there be so many school house 
fires with their deadly toll of helpless 
children if contractors, public officials 
and others knew that they might be held 
personally responsible for disasters aris- 
ing from defective construction or care- 
lessness in operation? 

Would the recent Cleveland Hospital 
catastrophe have occurred under the rule 
of personal responsibility? While not 
all of the details are at hand, it appears 
that this disaster could have been pre- 
vented. 

These instances are cited as being typ- 
ical of a long list of disasters that have 
occurred in the past and will continue 
to occur unless the owners and oper- 
ators of buildings in which people con- 
gregate. are held responsible for their 
carelessness or failure to furnish proper 
safeguards. Every public disaster causes 
an awakening of the public conscience, 
which, however, is soon forgotten and 
the same old methods continue. 


Legislation Is Suggested 


Here comes in the application of the 
old adage that “what’s everybody’s bus- 
iness is nobody’s business,” and it seems 
to me that if the fire prevention commit- 
tees and associations would wake up— 
and that promptly—the matter of secur- 
ing ordinances and proper legislation in 
the various states, it -would place the 
responsibility for the great destruction 
of property by fire primarily where it 
rightfully belongs, and that is upon the 
property owner himself, for every own- 
er should be held responsible for what 
occurs upon his own premises, whether 
it affects him personally, or in addition 
thereto, his neighbor. There are people 
in the world who will not conserve 
property unless they are forced to do 


So, irrespective of whether they are in- 
terested in it or not. 

Insurance was first employed as an 
emergency instrument to overcome an 
unforeseen disaster. From that small be- 
ginning it has been developed into a 
business of gigantic proportions. Its 
benefits to individual and corporate in- 
terests have been and are tremendous, 
but even with these facts before us, are 
we doing all we can and should to use 
this great instrument to reduce wastage 
and conserve the life and property of 
our nation? 


Are We Doing Our Full Duty? 


Should we not devote more of our 
time and effort to the promotion of such 
restrictions and requirements as statis- 
tics plainly and emphatically indicate 
the necessity for, instead of allowing 
ourselves to be so generally absorbed 
in accumulation of premiums and dis- 
bursement of claims—important as these 
are? 

Furthermore, the amount of money 
paid by insurance companies each year 
in taxes and fees to each state in this 
nation should, if properly appreciated, 
insure the active co-operation and sup- 
port of state insurance officials to secure 
the restrictions and requirements needed 
and the necessity for which is so patent 
to any one who has observed or stud- 
ied the situation even in a casual way. 

If we are sincere in our desire to con- 
serve the resources of this country and 
reduce the loss ratio, then we should, 
it seems to me, devote ourselves as fully 
as possible to the employment of all le- 
gitimate means for that accomplishment. 





REPORT ON RATING BODY 


N. Y. Department Finds Improvement 
in Work of Exchange; Criticism of 
Sprinklered Risks 


The New York Fire Insurance Rat- 
ing Organization has been examined by 
the New York State Insurance Depart- 
ment and found to be doing excellent 
work. There has been an improvement, 
the report states, in the accuracy of the 
schedule rating computations since the 
last examination, with the exception of 
the risks rated as sprinklered. 

The practice of making reratings onlv 
upon application was criticized by the 
examiner because it permits the accu- 
mulation of large numbers of outstand- 
ing rates computed under obsolete rat- 
ing rules and schedules which are en- 
tirely out of harmony with the current 
rating rules and schedules. Many of 
the outstanding rates are from 15 to 25 
years old, and were computed under 
schedules long since discontinued and 
superseded. The report states that no 
attempt was made to remedy this‘ con- 
dition until February, 1927, and that but 
little progress has been made since that 
time. 





JOINS NORTHERN ASSURANCE 
Sir William Joynson-Hicks, Bart. 
Secretary of State for Home Affairs in 


. Prime Minister Baldwin’s late Govern- 


ment, has joined the London board of 
the Northern. Sir William thus follows 
the example set by Sir Samuel Hoare, 
who was the minister for air in the 
Conservative Government, in taking up 
an appointment as director of an in- 
surance office. Sir Samuel has been 
elected a director of the Employers’ Lia- 
bility. 





F. & G. N. J. APPOINTMENTS 

W. V. A. Keeler, New Jersey state 
agent for the Fidelity & Guaranty Fire, 
has appointed three additional agents in 
the state during the past week. They 
include Tonkins & Williams, Newark: 
Roy W. Ayers, East Orange, and 
Charles Benjamin, Madison. 

















Your Personal Effects are Insured 
under a 1929 T .D. 
World Wide ALL RISK Policy 
wherever they are. 


Our Agents 
have a new 
> **How To Get The 
Business” 
Booklet. 
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N. F. P. A. Reports on Fire Hazards 
In States and Cities in the East 


The National Fire Protection Associa- 
tion, through the field service section of 
its new letter, gives many valuable re- 
ports on fire hazard conditions in dif- 
ferent parts of the country. In the 
June report are these notes on Rhode 
Island and three cities in New York and 
Pennsylvania: 

“Rhode Island—The Fire Chiefs Club 
of Rhode Island, of which our member 
Chief Frank Charlesworth of Providence 
is president, has been successful in se- 
curing the legislation it- has been seek- 
ing. Officers or members of the fire 
departmént are given power to inspect 
all buildings, structures and places of 
business in their respective towns for 
fire menaces. If refuse is found, it can 
be ordered removed. In case such ma- 
terial is not removed within forty-eight 
hours after the notice is given, the in- 
spector can have the refuse removed and 
the cost charged to the occupant of the 
premises. 

“Every asylum, almshouse, hospital 
and orphanage having more than ten in- 
mates and every school located in a dis- 
trict having a general fire alarm sys- 
tem, shall have a fire alarm box in- 
staled. The expense of instaling and 
connecting the fire alarm box to the fire 
alarm system must be borne by the per- 
son or corporation owning or operating 
the schools or asylums, if under private 
control—otherwise by the city having 
jurisdiction. 


Report on Troy, N. Y. 


“Troy, N. Y.—Mayor Burns has an- 
nounced that the organization of a fire 
prevention bureau and the adoption of a 
fire prevention ordinance will be under- 
taken at once. This project follows a 





recent conference at which city officials, 
representatives of civic organizations 
and our engineer H. S. Walker dis- 
cussed the question. The hose tower of 
one of the local fire stations is to be 
rebuilt for use as a drill tower. This 
will be available about July 1 for the 
opening of one section of the New York 
State Firemen’s School at which men 
from the departments in the Troy area 
will be trained in methods of fire fight- 
ing. 

“Scranton, Pa—The building code 
situation in Scranton still remains very 
unsatisfactory. The committee original- 
ly appointed has practically ceased to 
function because of lack of funds for in- 
cidental expenses. At a conference of 
N. F. P. A. engineers last month with 
the fire prevention committee of the 
Chamber of Commerce it was voted to 
request the mayor to complete the code. 
The committee also decided to act upon 
our recommendations for a drill tower 
and safer housing of the fire alarm sys- 
tem. An effort will be made to have 
a police detective permanently assigned 
to investigation of suspicious fires. 

“Williamsport, Pa.—The local spirit 
seems favorable to a fire prevention 
movement. Interviews by N. F. P. A. 
engineers on their first visit with Cham- 
ber of Commerce and city officials re- 
sulted in plans for a fire prevention 
committee and an outlined program of 
activities. A building code and fire pre- 
vention regulations are contemplated, 
also the extension of the fire alarm sys- 
tem, which now comprises twenty-five 
boxes. Incendiarism is suspected and it 
is hoped the passage last month of the 
model arson law by the state legisla- 
ture may prove helpful.” 











RATE CUTS IN FRANCE 





Competition in Restored Provinces of 
Alsace-Lorraine Between French 
and Locals Severe 


As in all disputed territories, insur- 
ance companies are involved in the con- 
troversies and have their own little war- 
fare. Rates in France quite generally 
are going down, but in Alsace-Lorraine 
there is a guerrilla rate war of a spe- 
cial feature. It is being staged not so 
much in western Lorraine, where the 
gallicisation during the 190 years of 
French ownership had largely suceeded, 
as in eastern Lorraine and specially in 
Alsace, in the parts where the German 
element of the population is still pre- 
dominant. Here even the most national- 
istic French companies have to issue 
their policies entirely in German, or, as 
in Strassburg, in both languages, if they 
want to get the business. The usual 
course taken is to have the frame of the 
policy printed in both languages, and to 
fill in the schedule in the language of 
the assured. 

Several years ago the French compa- 
nies decided that the premium level was 
too low, and so they introduced a 10% 
extra charge on all premiums, which was 
actually collected and is still being 
charged on business throughout France, 
with few exceptions, where competition 
from Lloyd’s enters the picture. In Al- 
sace-Lorraine, however, this charge now 
disappears from one policy after.anoth- 
er. The reason is the growing compe- 
tition between the French (proper) com- 
panies, which are fighting to get a foot- 
hold in the newly acquired territory, and 
the local companies, which, of course, 
had to change their nationality to 
French, although essentially German. 
They were founded after 1871, when the 
two became German. 


NEW PACIFIC COAST .CO. 
The Washington Fire & Marine of 
Seattle is being organized by interests 
affiliated with the Thompson-Elwell Gen- 
eral Agency of that city. The company 
will probably be ready to begin business 
in September. 





BROKERS’ ASS’N DIRECTOR 5 





Fire, Marine & Liability Brokers’ Ass’n 
Names List; Robert H. Goffe Elected 
To Eckert’s Place 


Robert H. Goffe has been elected a di- 
rector cf the Fire, Marine & Liability 
Brokers’ Association of the City of New 
York, Inc., to fill the vacancy caused by 
the death recently of John A. Eckert. 
Mr. Eckert was a member of the Asso- 
ciation since 1902 and had served as a 
director since 1904. 

The full board of directors now in- 
clude the following: 


Terms to Expire 1930 


Raymond P. Dorland, Davis, Dorland 
& Co.; Floyd R. DuBois, Frank & Du- 
Bois; Robert H. Goffe, Goffe & Gris- 
wold; W. Douglas Owens; Owens & 
Phillips, Inc.; Charles S. Rosensweig, 
Stephens & Co.; Lyman E. Thayer, 
Brown, Crosby & Co., Inc. 


Terms to Expire 1931 


Charles L. Bussing, Charles L. Bus- 
sing, Inc.; Arthur M. Murray, Francis 
C. Carr & Co.,. Inc.; William Schiff, 
Schiff, Terhune & Co., Inc.; Arthur C. 
Smith, Henry E. Wood & Associates, 
Inc.; John W. Thomas, John W. 
Thomas, Inc. 

Terms to Expire 1932 

Frederick S. Little, R. C. Rathbone & 
Son, Inc.; George P. Nichols, Gaines, 
Silvey & Nichols, Inc.; Carlton O. Pate, 
phere & Robb; Louis J. Rice, Hagedorn 

O. 





OHIO FARMERS MEETING 

Executives and fieldmen from _ the 
Eastern department of the Ohio Farm- 
ers met at the home office of the com- 
pany in Le Roy on Wednesday, June 
26, for the annual conference with offi- 
cials. Those attending were E. K. 
Schultz, head of the Philadelphia gener- 
al agency bearing his name; L. M. Ev- 
ans and N. R. Bechtel, of E. K. Schultz 
& Co.; and Special Agents Harry W. 
Berberich, W. Raymond McVaugh, A. 
L. Richardson, W. M. Wakeman, Jr., 
and James L. Youmans. 

















CH \nvisible 


WATCHMAN... 











FF to the continent, around the world, to the seaside for 


a week-end or two weeks—no matter where they go, how 
long they stay, the wise agent will appoint himself their invisible 
watchman. With the Personal Effects policies of this Company 
he can protect his patrons, as regards their baggage, against loss or 
damage by reason of all the hazards of travel and transportation, 
against theft and fire—anywhere away from home, all the 
year around. 

Now particularly is the season to concentrate on these policies. 
Progressive agents are today talking with their clients and pros- 
pects, showing them the facts—the records of hotel fire losses, 
the losses and pilferings on railroads and ships, the calculated risk 
of damage in transportation. Our agents marshal the facts and 
then apply them— that’s why they’re known as the Invisible 


Watchmen of modern business. 


“J IVERPOOL, 
wo LONDON . 
GLOBE. 


Insurance Co up 
Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Pacific Coast Dept., San Francisco, Calif. 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 
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&xplosion Gover Sales Hints 


By MYRON E. STORY, Examiner, 


Explosion Dep’t, Aetna (Fire) 


Explosion insurance is one of the fire 
side-lines which is comparatively little 
known and which in these days of oil 
burners, automatic refrigerators and 
other modern inventions should be sold 
more thoroughly by local agents. Myron 
E. Story, examiner in the explosion de- 
partment of the Aetna (Fire) of Hart- 
ford, cites several reasons why this form 
of protection should be sold, in an article 
he has written for the latest issue of the 
company’s publication, the “Messenger.” 
Extracts from the article follow: 

Explosion insurance has been avail- 
able only for the past few years—a 
fact that is known as yet to compara- 
tively few property owners. 

The contract covers any loss or dam- 
age resulting from explosion of any kind, 
except “explosion originating within 
steam boilers, pipes, flywheels, engines 
and machinery connected therewith and 
operated thereby.” This means that it 
will cover loss or damage to the insured 
property whether the explosion origi- 
nates within the walls of the building 
insured, or which contains the insured 
property, or elsewhere. It is a form of 
protection which supplements the stand- 
ard fire insurance policy inasmuch as 
the fire policy excludes loss or damage 
resulting from explosion, 

Explosions Now More Frequent 

Explosions occur with increasing fre- 
quency from a multiplicity of causes, 
many of which are due to our highly 
modernized household or manufacturing 
appliances, while others are of a mali- 
cious character. Among the explosion 
hazards included in the first class we 
may mention natural gas, domestic heat- 
ers with oil burners, electrical refrigera- 
tors, household cleaning fluids and pol- 
ishes, and lacquer spraying machines. 
Bombs or other explosives placed in or 
near a building for the purpose of de- 
molishing it constitute the malicious 
hazard. Dwelling houses, churches, 
schoolhouses and newspaper publishing 
plants seem especially susceptible to the 
malicious hazard, and will be persistent- 
ly solicited by the agent who has cov- 
ered one of these lines and learned from 
experience how easily it is sold. 

Many agents have found it profitable 
to obtain from dealers a list of homes 
having oil burners and automatic refrig- 
erators. As many as seven sales in ten 
calls have been reported by this method, 
especially when it is made clear to the 
property owner that the fire policy does 
not cover loss resulting from explosion. 

The need for explosion insurance, 
therefore, is not confined by any means 
to a manufacturing plant having a se- 
rious inherent explosion hazard, as it is 
found that all classes of properties are 
subject to this kind of loss. A fine 
dwelling house, in which natural gas is 
used or in which an oil burner has been 
installed, is almost as good a prospect 
for explosion insurance as is the aver- 
age manufacturing plant having a mild 
inherent explosion hazard. 

Extent of Cover on Oil Burners 

We have mentioned the oil burner ex- 
plosion hazard. It may be well to say 
here that the explosion policy will cover 
loss or damage resulting from the ex- 
plosion of the oil burner itself, or the 
explosion of accumulated gases in the 
burner, but it will not cover loss or dam- 
age resulting from the explosion of the 
boiler, as that is a hazard which we are 
not permitted to assume. Neither will 
the explosion policy pay loss or damage 
resulting from smoke, unless there is an 
explosion which is a proper claim under 
the policy. In that event the smoke 
damage will be included in the loss. 

Almost any property is a good sub- 
ject for solicitation for this class of 
business. Although the property to be 
insured may not in itself contain a se- 


rious explosion hazard, it is in all likeli- 
hood exposed by some sort of property 
which does contain the hazard. For in- 
stance: If a dwelling is located near or 
even at some distance from a large gas- 
holder, or if it is exposed by a manu- 
facturing plant, or if it is near a rail- 
road over which explosives or oil tank 
cars may be hauled, it may be seriously 
damaged or perhaps destroyed by explo- 
sion. 
Lenders Require This Protection 


Mortgage and loan associations fre- 
quently require that this form of »ro- 
tection be carried, and ‘it is possible to 
obtain a blanket policy under a special 
form to cover all properties on which 
a bank or mortgage loan association has 
made loans. 

The explosion co-insurance require- 
ment is very reasonable, the rates being 
based upon 50% insurance to value, al- 
though many owners prefer to carry 
80% or even 100% insurance to value. It 
is possible to obtain as little as 25% in- 
surance to value, if desired, in which 
case the 50% co-insurance clause rate is 
increased 50%. Generous reductions. in 
rate are made if the owner elects to 
carry more than 50% insurance to value. 
In the case of public buildings, office 
or mercantile buildings of fireproof con- 
struction, it is permissible to carry only 
10% insurance to value, in which case 
the 50% co-insurance clause is doubled. 

In some special cases it has been made 
possible by the respective fire rating or- 
ganizations to include the inherent ex- 
plosion hazard in the fire policy by 
means of a special endorsement, but this 
may be done only on certain classes of 
risks such as flour and grist mills, cereal 
mills and grain elevators. 





TULSA AGENTS’ ASS’N 


E. H. Gilvert was elected president 
of the Tulsa Fire and Casualty Insur- 
ance Association for the ensuing year 
with T. G. Leslie, vice-president and H. 
C. Stehr, secretary-treasurer. The board 
of directors is composed of R. H. Sieg- 
fried, J. A. Frates, John Kramer, H. B. 
Gibson and. L. C. Bronson. A move- 
ment is on foot to bring the 1930 meet- 
ing of the national association to Tulsa, 
which, if successful will be one of the 
largest conventions ever held in Tulsa, 
it is said. 





MARINE UNION PROGRAM 


The program for the September meet- 
ing in Vienna includes a reception by 
the Austrian Secretary of Commerce & 
Industry in the historical rooms of the 
former imperial castle of Schoenbrunn 
and by the mayor of the city of Vienna. 
The committee conferences will be held 
in the conference rooms of the Cham- 
ber of Commerce; the general meeting 
on September 23 and 24 will be in the 
ball room of the Casino Club. 





NAT’L LIBERTY DIVIDENDS 


Directors of the National Liberty, 
Baltimore .American and the Peoples 
National Fire this week declared semi- 
annual dividends in each case payable 
July 15 to stockholders of record July 5. 
The dividends are as follows: National 
Liberty, 5% regular and 10% extra; 
Baltimore American, 6% regular and 
12% extra, and Peoples National, 5% 
regular and 10% extra. 





HAZEN JERSEY SPECIAL 


Kenneth W. Hazen has been appoint- 
ed special agent for the Commerce in 
northern New Jersey. He was formerly 
with the American of Newark and the 
Public Fire. He will be located at 8&4 
William street, New York City. 
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NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 





Agents Wanted Where Not 
Represented 








SPECIALS TO MEET 


The regular meeting of the New Jer- 
sey Special Agents’ Association will be 
held on Monday next in the Newark 
Elks’ club at noon. There will be no 
speakers at the meeting but matters of 
importance to the members will be dis- 
cussed. Paul Thomnson, president of 
the organization, will preside. 





JULY 4 CARTOON FOR AGENTS 

A cartoon strip, especially designed to 
be used during the first week of July so 
as to tie up with Fourth of July celebra- 














MAY COVER SMUDGE LOSSES 

Counsel for the Massachuetts Insur- 
ance Department, in reply to an inquiry 
whether companies may insure against 
loss or damage caused by smoke emanat- 


ing from oil burners, says that the gen- 
eral statutes permit coverage against 
smoke issuing from a friendly fire. 





tions, has been issued by the advertising 
department of the Hartford Fire to 
Hartford agents who can use such strips 
in their local newspapers. 








Great American 
Insurance Company 
on Now Pork 


wine ewe 1,1929 


$15, 000. 000.00 


SERVE FOR ALL OTHER LIABILITIES 


24.465, 


40 


NET SURPLUS 


27.7 29.3 18.7 1 
67.194,853.1 1 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, Ill. 
CG. R. STREET, Vice-President 
PACIFIC DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Wa. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHIGAGO—Wnwm. H. McGee & Go., Gen’! Agts.,Insurance Exchange Bldg, 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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cAdjustment Salesmanship 


By DOUGLAS W. RODDA 
General Adjuster, Automobile Loss Dep’t, National Union Fire Ins. Co. 


The immense utility of insurance, both 
to business concerns and_ individuals 
alike, who are sufficiently provident to 


_ avail themselves of the protection af- 


forded as the result of a relatively small 
premium investment, finds a very definite 
and tangible expression through the 
medium of those departments brought 
into existence by insurance companies 
for the payment of losses. 

Loss departments are, therefore, of 
paramount importance in building for 
the company that enviable reputation 
for the prompt and liberal payment of 
claims which is the greatest of all pro- 
duction assets. 

The modus operandi employed by 
those charged with the responsibilities 
of determining the respective merits and 
demerits of claims is directed solely to- 
ward service and equity. Nevertheless, 
the character and nature of losses and 
their regularity are an integral part of 
that very service in that the payment 
of irregular losses or those not covered 
under the policy contract, adversely af- 
fects the general policyholder because 
the compilation of premium rates is de- 
termined by the experience of the vari- 
ous classes of insurance underwritten. 

Losses Paid With Generosity 

If one takes insurance Companies as a 
whole it must be agreed that losses com- 
ing under all headings are paid with an 
extraordinary degree of generosity, and 
apart from the sense of security which 
that “scrap of paper” known as a policy 
gives to the average man or business 
concern, the loss departments have un- 
doubtedly aided beyond description the 
production departments whom, in a 
measure, they serve 

The actual presentation of claims by 
the agents or insureds has a distinct 
bearing upon the reaction of the com- 
pany toward them, because a claim ex- 
aminer is under the necessity of dealing 
with the facts as submitted on the loss 
report and determining by comparison 
with the policy contract involved 
whether the loss as described is covered 


or not. Invariably the examiner places 
upon the policy contract the most lib- 
eral interpretation of which it is capable, 
the assured always receiving the benefit 
of any doubt. Notwithstanding this, 
however, insurance companies are fre- 
quently presented with most extraordi- 
nary and unreasonable claims which 
could not conceivably be covered by any 
policy of insurance. It is thought that 
a great number of such claims are sub- 
mitted because the assured has not prop- 
erly understood his policy, and the petty 
disturbances which arise as a result are 
really not the fault of either the in- 
sured or the company, but because the 
policy terms ,have not been fully com- 
prehended by the insured. 

Insured Interested Only After Loss 

In the purchase of tangible commodi- 
ties it is necessary for the salesman to 
physically demonstrate the quality and 
efficiency of the particular article he is 
selling, yet an insurance policy is often 
sold as a result of personality, friendship, 
or on some reciprocal basis, probably 
without a full explanation as to its 
terms or conditions, and it is one of the 
most extraordinary of phenomena of 
human nature that few insureds do actu- 
ally read their policies until a loss occurs. 

Perhaps, therefore, the greatest and 
most necessary attribute of an adjuster 
is the quality of salesmanship, combined 
with a deep sense of equity, because it 
is at the time of a claim that the in- 
sured becomes thoroughly interested in 
his policy contract, and it is then in- 
cumbent upon the adjuster to bring him 
to a realization of what is, and what is 
not covered. 

It is the desire of loss departments 
unequivocally to mete out that measure 
of co-operation as will enable producers 
to capitalize upon the efficiency and 
liberalness of the claim service. 

Initial salesmanship produces premium 
income—adyistment salesmanship satis- 
fies the assured, preserves that income 
and properly directs it into channels for 
the payment of legitimate losses. 








Statistics Of Lost Vessels 


(Continued from Page 22) 


as against 1,207,444 or 1.85% in 1927. This 
increase was chiefly due to the fact that 
806,165 tons of steamers were scrapped 
as against 515,941 during the preceding 
year, and of sailing vessels 110,000 as 
against 41,175. The total “outgo” for 
sailing ships was 10.6% in 1928 (4.5% 
being lost, 6.1% scrapped). The total 
outgo for 1927 was 7.26%. In 1928 the 
various countries showed the following 
outgo, expressed in tons and in percent- 
age of their national tonnages: 


Lost 
Gr. Reg. T. &% 
United States ...... 153,448 1.05 
Great’ Britain« ..<.. 150,867 ().66 
Japan Hee cans eae 78,515 1.90 
Praneeipwrseeeclaevae 59,020 1.76 
Malreroes cain crises 37,778 1.10 
IN OR WIRE Js tana ee 30,276 1.02 
Penman tetas mkt a 26,714 225 
SWEHOH oo scoacetnne 21,715 1.50 
GONINAIN cick satene ees 16,380 0.43 
Sidige oe te odee. 10,380 0.88 
LORMAN fas ceen ran 7,380 0.26 


Holland and Germany thus show the 
Smallest losses, whereas Greece, as in 
former years, shows the largest percent- 
age of losses and Italy the highest one 
for scrapped vessels. . 

The. statistics further contain tables 
Showing the subdivision of losses accord- 
Ing to causes, types of ships and nature 


of cargo. The greatest hazard is no 
doubt that of fishing vessels, largely in 
consequence of their small size. Fifty- 
three were lost last year, four of them 
never heard of again. 
forty-two lost, of which five left no 
trace; lumberboats, thirty-two lost, nine 
by fire; general carriers, twenty-nine; 
heavy cargo, twenty-six; tankers, sev- 
enteen lost, of which eight destroyed by 
fire—a large number in view of the 
comparatively small number of tankers. 

Finally the statistics also cover 11,152 
cases of average. They are subdivided 
according to the four types of vessels: 


Scrapped Total 

Gr. Reg. T. % Outgo % 
266,412 1.82 2.87 
211,974 0.93 1.59 
18,247 0.44 2.34 
90,059 2.70 4.46 
182,012 5.31 641 
7,183 0.24 1.26 
4,697 0.40 2.65 
4,148 0.29 1.79 
11,085 0.29 0.72 
32,716 2.81 3.69 
15,255 0.54 0.80 


steamers, motor ships, auxiliaries, sailing 
vessels. Motor ships still have more en- 
gine trouble than steamers. Striking is 
the large number of coal fires, specially 
of bunker coal, and many other data 
permit valuable deductions helpful to the 
underwriter in determining the hazards 
of the various risks. 


Next are colliers :* 
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JAMES N. ELLWOOD DIES 

James N. Ellwood, for thirty-six years 
manager of the Rochester rating office 
of the Underwriters’ Association of New 
York State and its successor, the New 
York Fire Insurance Rating Organiza- 
tion, died suddenly on Monday at Chat- 
ham, Mass., where he was on vacation. 
He leaves his wife, a son and a daugh- 
ter. Born in Chicago, Mr. Ellwood 
was taken to Rochester as a boy and 
received his education there. He was a 
brother of the late George M. Ellwood, 
who was state agent of the Hanover 
Fire in New York state for a long time. 





CALEDONIAN-AMERICAN 

Robert R. Clarke, president of the 
Caledonian-American Insurance Co., an- 
nounces that the board of directors of 
the Caledonian Insurance Co., the par- 
ent company, has voted to increase the 
surplus of the Caledonian-American to 
such an extent that in its semi-annual 
statement it shows a combined capital 
and surplus of approximately $1,200 000. 


MADE ADJUSTER IN NEWARK 


The National Union Indemnity has 
appointed Charles E. Calum as its auto- 
mobile and indemnity claim adjuster for 
Newark, N. J., and vicinity. His head- 
quarters are in the Essex building of 
that city. 





SEABOARD APPOINTMENT 
A recent addition to the Seaboard 
Surety is T. L. Lawless, eastern home 
office representative, who comes from 
the Pennsylvania Surety, where he was 
bonding manager in that company’s Phil- 
adelphia office. 





MANY TEXTILE ACCIDENTS 


Incomplete reports indicate more than 
6,000 injuries to workmen from accidents 
in the textile industry in Virginia dur- 
ing the last six months of 1928, accord- 
ing to Frank P. Evans, statistician of the 
Virginia industrial commission. 





As the economic importance of insur- 
ance is becoming more generally appre- 
ciated, opportunities for writing the 
many newer forms of coverage are 


becoming greater. 


P. F. & M. agents are given every modern 
form of co-operation in selling these new and 


profitable policies. 


The P. F. & M., an old, reliable institution, 
uses progressive business methods that attract, 
help, hold and merit its agents’ interests and 


best endeavor. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 
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British Underwriting Gains 


(Continued from Page 1) 


8%, for 1927, 11%, and for 1928 914%; 
944% is a satisfactory figure. These 
three years compare favorably with the 
six previous years. In the six previous 
years the fire underwriting profit of the 
whole of the British offices varied be- 
tween 5% and 7.3%, the average being 
6.2%. Previous to that, taken in periods 
of about five years, the underwriting 
profit had been steadily declining. 

One cannot expect the next few years 
to show such good profits as the last 
three; in fact, 1929 opened badly as far 
as fire business is concerned. It looks 
therefore as if one could reckon on an 
average fire profit among the eighteen 
leading tariff companies of anywhere 
from 5% to 7% of the premiums. 

The Alliance has for many years had 
by far the greatest percentage of under- 
writing profit, due to the particularly 
fine class of business which it possesses. 
This company has not, however, in- 
creased its premium income, comparing 
the year 1921 with the past year, to the 
extent of the London & Lancashire for 


example. 


centage profit. 


The London & 
manages to keep a high and steady per- 


Experiences of Other Years 
The Guardian Assurance, so high in 
the list last year, occasionally has ups 
and downs, as witness 1926, when the 
percentage of profit was only 544%, and 
1922, when it was 4%. 


Lancashire 


KENTUCKY BLUE GOOSE 


The Kentucky Pond of the Blue Goose 
at its annual gathering on Monday, 
June 24, shoved up all office holders 
and elected John A. Heitmeyer, of the 
Liberty Insurance Co. Louisville, as 
wielder of the goose quill, succeeding 
John H. Harrison, adjuster, who became 
keeper of the golden goose egg. George 
L. Frank, Aetna, became most loyal gan- 
der, suceeding Herbert W. Robertson. 
Eugene G. Stuart, Hudson-Svea, became 
supervisor of the flock; William E. 


The same, only more so, applies to the 
Yorkshire in the fifth place, whose aver- 
age profit for the years 1922 to 1926 was 
only a little over 5%, while the Scottish 
Union & National, which occupies the 
fourth place, although showing 13% for 
1928, debits some of its expenses in 
profit and loss account, which reduces its 
real percentage of underwriting profit. 
It has had an average in the previous 
five years of 104%%, which would have 
been a little lower had foreign taxes 
been debited to the fire account. 

The Royal occupies the sixth place 
with an average for the six years, 1921 
to 1926 inclusive, of only a trifle over 


Clark, Kentucky Actuarial Bureau, cus- 
todian of the goslings; and W. P. Huft- 
man, of the National of Hartford, guard- 
ian of the pond. Herbert W. Robertson 
and John H. Harrison were named dele- 
gates to the Grand Nest meeting at San 
Francisco. 





DETROIT F. & M. CAPITAL 
Stockholders of the Detroit Fire & 
Marine have approved the recommenda- 
tion of the directors that the par value 
of the stock be reduced from $100 a 
share to $25 each and that 40,000 shares 
be issued to replace the 10,000 now out- 


7%. 


standing. 





BRITISH FIRE UNDERWRITING RESULTS FOR 1928 











Premiums Underwriting Profits — In Order—— 
Company 1926 1927 1928 1926 1927 1928 of % of Profit 
BOUAL csswsesescuieead £ 6,912,149 £ 6,814,779 £ 6,852,618 £ 692,620 £ 865,006 818,065 6 (12%) l 
Commercial Union .. 8,993,348 8,019,586 7,798,537 477,441 802,152 552,364 12 (74%) Z 
Lon. & Lancashire... 3,318,088 3,441,652 3,447,052 440,139 515,853 507,079 2 (15%) 3 
N. Brit. & Mercantile. 4,297,903 4,313,090 4,549,298 388,160 503,226 486,028 8 (10%%) 4 
ASANO os osices'esaivn 1,998,350 2,019,042 2,042,779 430,910 522,663 447,361 1 (22%) 5 
Te ae ea Ca 4,776,631 4,649,572 4,698,099 190,952 423,652 294,848 5 (6%) 6 
ID Se iase-ssosniis ered aewigcie 2,531,293 2,590,899 2,640,765 293,834 317,603 281,909 7 (11%) 7 
UNAS. ove swssswegawan 2,251,133 2,281,904 2,389,544 248,992 248,558 221,853 9 (9%) 8 
Phoenix ............ 3,277,044 3,287,577 3,362,030 161,182 302,049 204,494 10 (6%) 9 
Scot. Unicn & Nat... 1,279,716 1,298,806 1,314,592 126,362 158,728 168,040 4 (13%) 10 
Yorkshire ........... 1,081,296 1,102,080 1,064,819 45,745 144,145 148,354 5 (13%) 11 
GeArGian: occ nasoucis 1,094,961 1,080,694 1,067,989 60,571 152,466 146,597 3 (14%) 12 
Norwich Union ...... 2,223,397 2,270,077 2255515 163,165 189,004 144,846 13 (6%%) 13 
Northern ........... 2,837,793 2,689,892 2,599,323 094 203,080 136,324 17 (5%) 14 
Royal Exchange ..... 1,659,258 1,706,679 1,743,898 180,187 178,271 111,951 14 (6%%) 15 
Eagle Star & B. Dom. 1,070,586 1,098,437 979,883 091 80,175 82,028 11 (8%) 16 
EON. 1,839,211 1,784,548 1,729,538 66,118 156,607 63,974 18 (4%) Ay 
Caledonian .......... 926,056 893,310 873,812 51,676 86,645 44,505 16 (5%) 18 
£52,368,213 £51,342,554  £51,110,681 £4,140,239 £5,849,893 £4,860,620 
Decheases: ...<. se. cee 2% Y% Profit=8% 11% 94% 





HEAVY WATER DAMAGE LOSS 


A heavy loss from water let loose 
from sprinkler heads was sustained re- 
cently at Grand Rapids, Mich., at the 
piano factory of the Story & Clark com- 
pany. The sprinklers were sct off by a 
small fire caused when the plant was 
struck by lightning during a _ heavy 
storm. Four sprinkler heads deluged 
the third floor of the plant, the water 
seeping through to the other floors dam- 
aging finished pianos, stocks of mate- 
rials, and instruments in various stages 
of manufacture. Company officials said 
while adjusters were estimating the loss 
that they had reason to believe that the 
total damage would run heavier than 


$150,000. 





NEW QUEBEC FIRE CO. 

The Montcalm General has_ been 
formed at Rimouski, Quebec, with a 
subscribed capital of $300,000 of which 
25% is paid in. Lucien C. Vallee, who 
has been inspector of the London As- 
surance for the last ten years, has been 
appointed general manager of the new 
fire company and elected a director. 





NEW JERSEY CITY AGENCY 


The Jeff Burkitt Insurance Agency 
has been established in Jersey City. with 
headquarters in the Concourse building. 
The agency will do a general insurance 
business. 


MADE HARTFORD FIRE AGENT 
Harold C. Heerman has 
pointed a Philadelphia agent of the 
Hartford Fire. He also represents the 
Northern Assurance, London & Scottish, 
Merchants of Providence and the Ger- 
manic Fire. Mr. Heerman is vice-presi- 
dent of the Rodgers Motor Co. also. 


been ap- 


MADE A FULL ADMIRAL 

Rear Admiral Louis McCoy Nulton, 
brother of Howard S. Nulton, former 
special agent at Richmond, Va., for the 
Niagara, has been made a full admiral 
of the navy and is now commander-in- 
chief of the Pacific fleet. Admiral Nul- 
ton is a former superintendent of the 
United States Naval Academy at An- 
napolis. 





75 YEAR OLD LOCAL AGENCY 
Charles Fuller & Co., local agency of 
Scranton, Pa., is this year seventy-five 


years old. During the entire career of 
the agency the Phoenix Fire of Hart- 
ford, also seventy-five years of age, has 
been represented. In 1865 the Spring- 
field Fire & Marine entered the agency 
and has been there ever since. John 
S. Burwell, prominent Pennsylvania lo- 
cal agent, is the owner of the agency. 
He is also the head of the Moore, Fos- 
ter & Burwell agency of Scranton. 
Each agency is separate although they 
both occupy the same office. 








J. N. FISCHLER WITH ST. PAUL 


Jules N. Fischler, for the last twelve 
years Middle Department special agent 
for the Fireman’s Fund and the Home 
Fire & Marine, with headquarters at 
339 Walnut street, Philadelphia, has 
been appointed special agent of the St. 
Paul F M. to succeed S. J. Mac- 
Minn, who is going on July 1 with the 
Globe & Rutgers. 


GOLD ,BADGE FOR TYNER 

The New York Board of Fire Under- 
writers met recently and voted to pre- 
sent to Charles L. Tyner a handsome 
gold Fire Patrol badge. Mr. Tyner has 
resigned as a member of the Fire Patrol 
committee after being on it for many 
years. 








MARRIED IN PHILADELPHIA 

Miss Anne Platt of the Philadelphia 
branch office of the Liverpool & London 
& Globe and James Orr, an insurance 
adjuster, were married last Saturday at 
the Ebenezer M. E. Church in Phila- 
delphia. 














F. D. Layton, President 
R. M. eaten a: F. Cowee, C 








W. C. Browne, W. W. Corry, W. H. 





OF HARTFORD, CONN. 


Statement, January 1, 1929 


National Fire Insurance aaa | 


¥ 3,000,000.00 
26,805,114.51 
16,597,595.55 


1,500,000.00 
46,402,714.06 
21,097,599.55 
S. T. Maxwell, Vice-President 


L. Miller, C. B. Roulet 


hy tah gg 
C. Hewitt, C. 
epiagaiieas Secretory and Treasurer 
cretaries 
R. C. Alton, L. ros Breed, H. B. Collamore 
Assistant Secretaries, 
Hinsdale, W. 


. O. Minter, 


“S. W. Prince 


DEPRECIATION INSURANCE 





Company in Germany Has Issued Cov- 
ecage Successfully Against This 
Kisk For Nearly Nine Years 

Insurance against depreciation in the 
value of property in Germany was initi- 
ated seven years ago by Dr. Hans Hey- 
mann. Heymann’s idea was to apply 
the principles of life insurance to in- 
surance against depreciation in the value 
of property. Heymann himself laid down 
his ideas in his book, “Die Soziale Sach- 
werterhaltung auf dem Wege der Ver- 
sicherung,” or the “Maintenance of the 
Real Value of Property by Insurance.” 
He stated that he got the idea during 
his trip to North America in the panic 
year of 1907. 

‘Heymann wondered how the business 
man could protect himself against panics 
and crises. He considered the factory, 
plant or business as something entirely 
independent of the life or lives of its 
owner or owners; men have been re- 
placed by machines, and the saw “life” 
in every instrument, machine and appa- 
ratus. The longevity of a machine, a 
factory or an industry could be pro- 
tected, he felt, by insurance just as well 
as human life. Heymann started in 1919 
to put his ideas into operation. In the 
German mathematician, Hockner, he 
found a capable co-worker who created 
the mathematical basis for this new kind 
of insurance. He computed special “life 
tables” for all kinds of property. 

On June 26, 1920, this new branch of 
insurance was licensed by the “Reich” 
Control Office in Berlin and on October 
30, 1920, the first insurance company of 
this kind (“Hausleben”) was established 
in Berlin. The management at that time 
consisted of Heymann and Hockner. The 
initial paid-up capital was five million 
marks. At the end of 1927 this com- 
pany had assets of more than eight mil- 
lion marks and a premium income of 1,- | 
941,000 marks. The company is at pres- 
ent under the management of Dr. Hey- 
mann and Dr. Bernhard Blau. 





ALL-STAR SPEAKING PROGRAM 


The New England Associations of In- 
surance Agents have prepared a fine 
program for their joint meeting at Bret- 
ton Woods on July 9, 10 and 11. At the 
business session on Wednesday, July 10 
the speakers will include George F. 
Trask, president of the New Hampshire 
Association; Chairman James W. Cook 
of the New England Advisory Commit- 
tee and Secretary Warren S. Shaw; In- 
surance Commissioner John E. Sullivan 
of New Hampshire; President R. P. 
DeVan of the National Association of 
Insurance Agents; Insurance Commis- 
sioner Howard P. Dunham of Connecti- 
cut and President A. Duncan Reid of the 
Globe Indemnity. On Thursday morn- 
ing President Albert Dodge of the New 
York State Association will talk on 
“State Association Service, Inc.” Sec- 
retary-Counsel Walter H. Bennett of the 
National Association will also give a talk. 





SPEAKS WELL OF COMPETITOR 

An insurance agency which owes 4 
large amount of its success to the fact 
that it always speaks well of its most 
active competitor is described in the 
latest issue of the “Hartford Agen.’ 
The agency is the MHudson- Sawy: r 
agency of Brunswick, Maine, and its 
methods are regarded as worth aabyic g. 





INCREASE ROSSIA DIVIDEND 


The Rossia of Hartford has increas d 
its dividend rate 10%, paying fifty-five 
cents a share quarterly on the new > 
par value stock. This increase will »¢ 
payable only to those stockholders w 10 
have exchanged their certificates for ‘1¢ 
old $25 par value stock. 





WITH R. B. McFALLS & CO. 

The Insurance Co. of the State of 
Pennsylvania has appointed R. B. Mc- 
Falls & Co., Inc., of 12 Gold street, ma- 
ager for the metropolitan area for {:r¢ 
and allied lines. 
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MARINE & AUTOMOBILE DEPARTMENT 








U. S. Company Loses 
In House of Lords 


PHOENIX APPEAL DISMISSED 








Case Arose Over Loss of Turpentine 
Shipped From Florida; Leakage 
Clause Involved 





An interesting case on the Phoenix 
of Hartford and another against de 
Monchy Rzn and others, has just been 
dealt with by the House of Lords in 
London. The House dismissed this ap- 
peal from an order of the Court of Ap- 
peal, which court had affirmed a judg- 
ment of Justice MacKinnon in a lower 
court. The sitting judges were Lords 
Hailsham, Dunedin, Sumner, Buckmaster 
and Atkin. 

The respondents were the owners of 
a quantity of turpentine which had been 
shipped in barrels from Florida. They 
had insured the turpentine with the ap- 
pellants, two insurance companies, for 
the voyage. The perils insured against 
included leakage, and the respondents 
claimed for loss alleged to have been 
caused by leakage. 

The respondents were interested in a 
certificate of insurance dated August 17, 
1923, issued under an alleged policy of 
insurance subscribed by the first appel- 
lant company and another alleged policy 
subscribed by the second appellant com- 
pany. Each of the appellant companies 
insured for 50% of 14,925 florins on 100 
barrels of turpentine shipped from Jack- 
sonville, Florida, to Rotterdam on the 
steamship Cape Town Maru. The alleged 
policies contained, inter alia, a clause: 

“To pay leakage from any cause in ex- 
cess of 1% on each invoice con- 
version of kilograms into American gal- 
lons shall be made on the basis of 3.25 
kilograms to the gallon.” 

The practice in the trade was not to 
weigh, but to measure, the amount of 
turpentine shipped and to weigh, not 
measure, the amount of turpentine de- 
livered. 


A Conventional Weight 


On August 25, 1923, the respondent 
shipped on the Cape Town Maru, at 
Jacksonville, 100 barrels of turpentine for 
carriage to Rotterdam. During the voy- 
age the steamer met with heavy weather 
and when the turpentine was discharged 
at Rotterdam it was alleged that 327.75 
kilograms out of a total of 16,597.75 kilo- 
grams shipped had disappeared. Turpen- 
tine was a volatile substance which ex- 
panded when heated. The weight of a 
gallon would depend on the actual tem- 
perature at the moment, and a conven- 
tional weight per gallon was, therefore, 
agreed on. Up to a loss of 1% no claim 
could be made, but where there was a 
greater loss the underwriters had been 
m the habit of paying on the basis of 
the conventional weight, taking the dif- 
ference between the weight shipped and 
the weight delivered as the amount of 
the loss. 

In this case the underwriters took the 
Point that the insurance was only against 
leakage, and though, if the temperature 
fell the contents of a barrel might oc- 
Cupy less space without any of the con- 
tents being lost, for such loss of bulk 
the underwriters would not be liable. 
hey contended that “leakage” must be 
Construed strictly, and that the word 
Was applicable only where something 
Which had been in a receptacle had ac- 
tidentally got out and had been lost. 

Another point taken by the underwrit- 
‘fs was that the insurance was subject 
® a condition that no claim under it 
could be maintained unless brought with- 
‘Na year after the happening of the 
oss. The action had not been brought 
Within a year. The condition referred 


~ pontoons, 


to was in the original policies, but not 
in the certificate under which the re- 
spondents were suing. The certificate 
stated that it “represented and took the 
place of the policy.” 

Mr. Justice MacKinnon held that the 
contract was to pay for loss of weight 
or bulk, even if that loss of weight or 
bulk was caused by change of tempera- 
ture and not by loss of some of the 
contents of the barrels, and that as the 
certificate was the actual insurance, and 
as in the circumstances the clause with 
regard to the limitation of time for mak- 
ing a claim could not be read into it, 
the respondents were entitled to recover. 

The Court of Appeal (Lord Justice 
Scrutton, Lord Justice Sankey, and 
Lord Justice Russell) affirmed that de- 
cision. 

Mr. Jowitt, K.C., and Mr. van den 
Berg appeared for the appellants; Mr. 
Porter, K.C., and Mr. Lennox McNair, 
for the respondents. 

Lord Sumner, in delivering judgment, 
said that the respondents in his opinion 
duly proved their loss, to the amount 
claimed, under the words “to pay leak- 
age from any cause in excess of 1% on 
each invoice,” which admittedly formed 
part of a contract of insurance subsisting 
between themselves and the appellants. 
Unless the appellants could establish 
their affirmative defence that the action 
was out of time the appeal must fail. 





FLOATING OIL FIRES 

A new device for fighting burning oil 
and other substances floating on the 
water in harbors, etc., is being tried out 
in Hamburg. A chain of incombustible 
closely fitted together, is 
towed around the burning substance by 
tugs. The pontoons consist of several 
links so that they may be drawn out 
like the bellows of an accordeon and 
thus adjust themselves to cover any de- 
sired space. Trials have shown that 
with the assistance of tugs a fire can 
be isolated within twenty minutes. The 
chief object being to confine a fire to 
its source, as the neighborhood of a 
leaky tank. The pontoons are now being 
tried by the state, but after improve- 
ments have been made they will be 


turned over to the Hamburg Fire Bri- 
gade. 





SIR BURTON WITH VICTORY 


Sir Burton Chadwick, a member of 
the late English government of Stanley 
Baldwin, has now joined the board of 
the Victory Insurance Co. He is one 
of the most traveled men in London fi- 
nance. He spent ten years of his youth 
at sea and has since then wandered over 
a large part of North and South Am- 
erica and the South Seas. He also knows 
China and the Orient extensively. 


London Institute 
Amends Time Clauses 


BECAME EFFECTIVE ON JULY ‘1 





One Alters Change of Ownership Clause 
To Permit Insurers to Cancel 
Hull Protection 





The amendment of the London Insti- 
tute Clauses for Builders’ Risks which 
came into effect on July 1 has already 
been dealt with in The Eastern Under- 
writer. It is now possible to deal with 
two more amendments, both to the In- 
stitute Time Clauses, which became ef- 
fective at the same time. The first of 
these is the amendment to the Change 
of Ownership Clause, No. 7 of the exist- 
ing set of clauses, which reads: 

“Should the vessel be sold or trans- 
ferred to new management, then, unless 
the underwriters agree in writing to such 
sale or transfer, this policy shall there- 
upon become cancelled from date of sale 
or transfer, unless the vessel has cargo 
on board, and has already sailed from 
her loading port, or is at sea in ballast, 
in either of which cases such cancella- 
tion shall be suspended until arrival at 
final port of discharge if with cargo, or 
at port of destination if in ballast. A 
pro rata daily return of premiums shall 
be made.” 

The intention of this clause is that 
underwriters shall have the option of 
coming off a risk automatically if the in- 
sured vessel is sold or transferred to new 
management, and in these days when 
ownership is so important a factor in 
the placing of a risk, the provision is 
by no means unreasonable. If, however, 
the underwriters are approached and 
give their consent in writing to any pro- 
jected sale or transfer of management, 
then the insurance may be continued 
until its normal expiration. The assured 
is, in any case, protected against hard- 
ship by the provision that the return for 
the unexpired period shall be pro rata 
daily, and there is a further provision 
which protects thé owner, whoever he 
be, if his vessel is at sea at the time 
of sale or transfer. 

American Court Ruling Considered 

It appears, however, that the United 
States courts have held, in the case of 
Howell vs. Globe & Rutgers, that the 
typewritten phrase, “for whom it may 
concern” appearing in a policy, displaced 
and nullified the “change of ownership” 
clause in the printed policy form. This 
was naturally disturbing in view of the 
fact that the British courts might follow 
the American precedent if a similar case 
came before them, and so in order to 
prevent any misunderstanding as to the 


intention of the clause it is to be amend- 


ed by the addition of the following 
words: “This clause shall prevail, not- 
withstanding any provision whether writ- 
ten, typed, or printed in the policy in- 
consistent herewith.” 
The Disbursements Clause 

The text of the present “Institute 19% 

Disbursements Clause,” dates back only 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,871,180.46 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $10,841,544.57 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,388,613.59 








WRITE FOR OUR AGENCY PROPOSITION 











to January this year, when the present 
wording came into force. It will be re- 
membered that this wording differs ma- 
terially from that which it succeeded, 
but that it was explained at the time 
that the alteration was in form, rather 
than in meaning, and that the new clause 
mainly elucidated rather than altered the 
intention of the old clause. 

It is now announced, however, that 
further amendments have been found 
necessary, the first of which is to the 
termination of the first clause of the 
text. This reads, “Warranted that the 
amount insured policy proof of interest 
or full interest admitted for account of 
assured and/or their managers and/or 
mortgagees on disbursements, commis- 
sions, profits or other interests, or excess 
or increased value of hull and/or ma- 
chinery however described shall not ex- 
ceed 10% of the total insured value as 
stated herein, but this warranty shall not 
restrict the assured’s right to cover.” 

There follows the detailed specifica- 
tion, under sub-headings, of the interests 
and amounts which may be insured with- 
out invalidation of the policy by breach 
of the above warranty. 

The proposed amendment is that the 
words, “this warranty shall not restrict 
the assured’s right to cover,” appearing 
at the end of the quoted text, shall be 
deleted, and there shall be substituted 
therefor the words, “the assured are per- 
mitted to cover.” 

The reason for this amendment is that 
a fear has been expressed by some ship- 
owners that in the event of a case being 
taken to the courts, say, by a liquidator, 
who is bound to consider the actual 
wording of the policy, the judge might 
interpret the words, “the assured’s right 
to cover” so strictly as to defeat the 
intention of the clause, i. e., by deciding 
that the assured had no legal right to 
cover the various risks enumerated in 
the sub-sections of the clause, and that, 
therefore, the underwriter was absolved 
from liability. It is pointed out that as 
it is clearly the underwriters’ intention 
to give the assured permission to cover 
the risks enumerated in the sub-sections 
of the clause it is thought desirable to. 
make the amendment given above. 

Clarifying Coverage of Policy 

This is another instance in which un- 
derwriters are meticulous to ensure that 
their policy gives the protection which 
they intend it shall give, and in view of 
recent litigation with regard to the im- 
portance of settling only such claims as 
attach in law to a contract of insurance, 
it is just as well that no loophole should 
be left by which the courts might ex- 
empt the underwriters from _ liability 
which they intended to assume. If, for 
instance, in the case of a liquidation the 
courts held that the insurers were not 
liable on account of some _ technical 
breach of warranty which the underwrit- 
ers would, had they been solvent, have 
been prepared to waive, it would not 
then be open to the liquidator to waive 
the breach because he might be held per- 
sonally responsible for the amount paid 
out in contravention of the ruling of the 
courts. 

The second amendment to the Dis- 
bursement. Clause is to the heading of 
section (a), which at present reads: 

“Freight and/or chartered freight on 
board and/or not on board insured for 
12 months or other time.” 

It is now proposed to include in this 
heading the words, “and or anticipated 
freight,” so that it will read, “Freight 
and/or chartered freight on board 
and/or not on board and/or anticipated 
freight.” This amendment is really a re- 
version to a previous wording, for in the 
old Disbursements Clause anticipated 
freight classed with freight and (or) 
chartered freight. When the clause was 
revised to come into force last January 
the words, “and (or) anticipated freight” 
were omitted, it being considered that 
their inclusion was unnecessary. There 
has, however, been some misunderstand- 
ing on the part of assured as to whether 
they are at liberty to insure anticipated 
freight within the terms of the sub-sec- 
tion, and the words, “anticipated freight” 
are therefore restored to the heading, 
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2 St enna 


Super-organization Planned As 
Goal Of Chief Executives’ Ass’n. 


First Step Is Merger of Workmen’s Compensation Publicity Bureau 
Whose Activities Will Continue As Heretofore; Work of Asso- 
ciation Being Guided by F. Robertson Jones With C. W. Fairchild 
Probable Assistant Manager; To Be a Greater Concentration on 
Research for New Outlets for Business 


Carrying out the first step in its pre- 
scribed program of welding existing cas- 
ualty bureaus and associations into an 
effective unit, the Association of Cas- 
ualty & Surety Executives took over on 


Monday the activities of the Work- 
men’s Compensation Publicity Bureau 
which organization has functioned 


creditably for the past seventeen years 
in the handling of legislation (and pub- 
licity relating thereto) of not only 
workmen’s compensation but all kinds of 
casualty and surety insurance. 

The Publicity Bureau is now a branch 
of the Association of Casualty & Surety 
Executives. It is definitely understood 
that its work in the legislative field will 
continue as heretofore under the ca- 
pable administration of F. Robertson 
Jones, general manager of the execu- 
tives’ association who has been secre- 
tary-treasurer of the Publicity Bureau. 
Mr. Jones and his staff have been bus- 
ily engaged this week in arranging the 
many details incidental to the function- 
ing of the bureau under the new order 
of things. And it may be expected that 
greater impetus will be given to this 
branch of the executives’ association by 
reason of a larger membership and 
greater field of service. 

Fairchild For Ass’t General Manager 

Another move, pending for some time, 
which will undoubtedly come to a head 
within the next few days, is the ap- 
pointment of C. W, Fairchild as assis- 
tant general manager of the Association 
of Casualty & Surety Executives. The 
selection of Mr. Fairchild for this post 
was forecast in the March 8 issue of 
The Eastern Underwriter. He has been 
the sales representative of the Publicity 
Bureau in Washington, D. C., and has 
had years of experience in organization 
work. At one time he was president 
of the National Convention of Insurance 
Commissioners, as well as insurance 
commissioner from Colorado. 

Clearing House Liquidation 

The past week has marked the liqui- 
dation of the affairs of the Casualty In- 
formation Clearing House of Chicago, a 
bureau which was established in 1921 to 
disseminate information regarding mu- 
tual and reciprocal organizations as 
compared with stock companies. No ac- 
tion has been taken as yet as to the 
final disposition of the extensive data 
which it has gathered during its eight 
years of existence; and neither has 
there been a decision as to whether the 
Association of Casualty & Surety Ex- 


ecutives will start any activities similar _ 


to those carried on by the Clearing 
House. It is anticipated, however, that 
George E. Turner, general counsel, and 
Henry Swift Ives, its vice-president, will 


come on to New York City and join the 
Association of Casualty & Surety Execu- 
tives. This step is viewed as a good 
one inasmuch as both men have been 
leaders in their respective fields and 
will add strength and prestige to the 
association. Mr. Turner, an extremely 
able lawyer, who, at one time, ran the 
Indiana Insurance Department, is an ex- 
pert on mutuals and reciprocals. Mr. 
Ives is noted for his vigorous speech- 
making on the subject of governmental 
interference in private business. 

Functioning of the Organization 

Taking into consideration what has 
so far been accomplished and what is 
planned for the future, the Association 
of Casualty & Surety Executives is well 
on the way toward establishing itself as 
the “heading-up” super-organization of 
the casualty and surety companies. A. 
Duncan Reid, president, Globe Indem- 
nity, is its chairman and he also heads 
an executive committee of seven chief 
executives. The functioning of the as- 
sociation is through special committees 
composed of its members and appointed 
when needed. Its work is well cut out, 
including the co-ordination of the activi- 
ties of the various national casualty and 
surety organizations; public relations; 
co-operation with state insurance de- 
partments and taxation. 

The association will also function in 
the field of research, providing its mem- 
ber companies with information when 
needed on new outlets for business. The 
full effect of this service will be evi- 
denced when changing conditions ne- 
cessitate the need for new kinds of cov- 
erage. This research service will prove 
especially valuable when member com- 
panies desire to enter new countries. It 
will then be the job of the association 
to accumulate statistics on conditions in 
the proposed country which will be an 
accurate index as to whether a sound 
and profitable business can be conducted 
there. 





COMPLETES CAPITAL INCREASE 





Capital City Surety Now Has $550,000 
Authorized of Which $300,000 Is 
Capital and $150,000 Surplus 
The Capital City Surety has com- 
pleted an increase in its capital stock 
from $250,000 to $550,000 of which 
$300,000 goes to the capital account and 
$150,000 to surplus. The money was 

fully paid in as of June 28, 1929. 

The Capital City Surety was formed in 
1912 with $100,000 capital and $50,000 
surplus. .Its home offices were first at 
Albany, N. Y., but in 1922 the company 
moved to New York City where it is 
located at 41 Maiden Lane. Its presi- 
dent is Wayne W. Wilson. 





Indemnity Co. to Run 
As Separate Entity 


MOVES OFFICES TO KANSAS CITY 





Col. Fleming, New Owner, Says There 
Is No Tie-Up Between It and — 
Central Surety 





The Indemnity Co. of America, re- 
cently purchased by Colonel Fred W. 
Fleming, president, Central Surety & In- 
surance Corp., of Kansas City, will be 
operated as a separate entity and will 
not be merged or consolidated with any 
other carrier. Col. Fleming has advised 
agents of the company that the stock of 
the Indemnity Co. of America was his 
own personal purchase and has no rela- 
tionship whatever to the management or 
operation of the Central Surety. He 
says further:. 


“Neither through affiliation nor finan- 
cial relationship is there the slightest 
tie-up or connection between the two 
companies, and the energies of the oper- 
ating staff of Central Surety will not be 
diverted or in anywise have connection 
with the operation of the Indemnity Co. 
of America, nor will any member of the 
present Central Surety staff become a 
member of the Indemnity Co.’s operat- 
ing staff. 

“The fact that I am president of Cen- 
tral Surety and at the same time owner 
of the Indemnity Co. of America is not 
to be permitted to affect the independ- 
ent operation of Central Surety in the 
slightest degree. It will be conducted 
as heretofore with exactly the same 
policy and the same management and 
without affiliations of any character 
other than the usual contractual relation- 
ships relating to the sources and pro- 
duction of the business.” 

A few days ago the home offices of 
the Indemnity Co. of America were 
moved from St. Louis to Kansas City 
so as to permit the new owners to ex- 
ercise closer supervision over its affairs 
and at the same time make for more 
economical operation. A branch office, 
however, will be retained in St. Louis 
under the management of Henry F. Da- 
vid. vice-president. 

The directing head of the organiza- 
tion is A. J. Helmick, who was formerly 
connected with the Missouri insurance 
department for five years. In recent 
months Mr. Helmick has been with the 





NEW CRIME POLICY OUT 





Approved by National Bureau As Com- 
bination of Fraud and Merchants 
Protective Forms 

Starting July 1 a new burglary form, 
approved by the National Bureau of Cas- 
ualty & Surety Underwriters and called 
the crime protective policy, has made its 
appearance on the market. This form is 


a combination of the fraud policy here- 
tofore used and the merchants’ protec- 
tive contract, both of which came under 
the supervision of the Surety Associa- 
tion of America until a short time ago 
when the National Bureau took over this 
phase of the business. 

The premiums on the crime protective 
policy generally speaking are about the 
same as the combined premium on the 
two aforementioned forms. The rate is 
$70 a year for the following localities: 
Los Angeles county, Cal.; Cook county, 
Ill.; Oklahoma, Hillsboro county, Fla.; 
Wayne county, Mich., and Salt Lake 
county, Utah. In Wyandotte county, 
Kan., and Jackson county, Mo., the rate 
is $75 annually. And for the balance of 
the country the premium is $65 a year. 

It is believed that producers will profit 
by the convenience of having one policy 
to offer their clients which will give the 
protection which two policies have pre- 
viously’ ‘afforded. The new contract is 
broad in its coverage. 

It is pointed out that the appearance 
of the new policy does not mean that 
the fraud and merchants’ protective con- 
tracts will be discontinued. They will 
remain on the market as heretofore. 





TO HAVE PHILA. BUILDING 


The London Guarantee & Accident 
has purchased the property at 419 Wal- 
nut street, Philadelphia, as the site for 
the new headquarters of its branch of- 
fice in that city. The home office of the 
United Firemen’s has occupied this site 
up to this time and the building is now 
being demolished 





Central Surety & Insurance Corp., but 
he left that post two weeks ago to be- 
come secretary of the Indemnity Co. of 
America. 

Plans are now under way to put new 
capital into the company with a view 
to making it one of the strongest auto- 
mobile insurance companies in the coun- 
try. Its present capital is $250,000. 





GUARDIAN LIFE 








Established 1860 Under the Laws of the State of New York 








17-23 John Street, 
CORtlandt 8300 © 
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Boston Parade Starts 
Mass. Bonding Outing 


500 IN LINE WITH TWO BANDS 





Delightful Boat Trip to Pemberton, 
Mass., Is Followed by Program of 
Outdoor Events; Pres. Falvey Along 





A parade through the streets of Bos- 
ton last Friday was the start of the an- 
nual outitig of the Massachusetts Bond- 
ing hothe office staff which was held at 
Pemberton Inn, Pemberton, Mass. 
There were 500 in the party, headed by 
a police escort and two bands. Reach- 
ing Rowe’s wharf the parade was re- 
viewed by T. J. Falvey, president of the 
company, and other officials. Then 
everyone boarded the S. S. Rose Stand- 
ish, which had been chartered for the 
day, and had a delightful cruise along 
the North Shore, passing Marblehead, 
Beverly, Manchester, Magnolia, Glouces- 
ter and East Gloucester. The parade 
was reassembled when Pemberton was 
reached and the “march of the 500” con- 
tinued to Pemberton Inn. 

One of the features of the athletic 
events of the afternoon was a Six-inning 
baseball game between the surety and 
casualty departments of the company 
which wasS won handily by the surety 
team. Then followed field events for 
both girls and men, including such nov- 
elties aS the dairy maids’ contest, dress- 
makers’ marathon, three-legged race 
and pulling for a smoke. All the swim- 
ming pool events were in charge of 
“Dickle” Driscoll, statistical department, 
and R. A. Lonergan, of Palm Beach, the 
instructor. The tennis tournament was 
under the direction of Andrew Caldwell, 
fidelity department. ; 

Dinner in the evening was particularly 
enjoyable, presided. over by President 
Falvey who addressed the party in a 
most happy vein. Dancing followed 
until 10 P. M. 





FAILED TO GET POLICY 





Oil Company Did Not Live Up to Agree- 
ment on Workmen’s Compensation; 
Is Liable 


In an unusual workmen’s compensation 
case in Oklahoma, the state industrial 
commission held the firm of Parker & 
Rasbach, drilling contractors, primarily 
liable and the Roxaline Oil Co. and its 
insurance carrier, the Constitution In- 
demnity, secondarily liable for compen- 
sation die James J. Bechham, driller, 
for the loss of a foot. 

Complications arose over the fact that 
when the oil company contracted for the 
drilling, the drilling. company was to 
have provided coverage for all work- 
men’s compensation involved. The drill- 
ing company failed to provide this cov- 
erage and when the accident occurred a 
dispute arose. Compensation policies 
catried by the oil company excluded 
drilling operations, the work involved in 
the controversy. 

The Industrial Commission ruled that 
the complainant shall make initial effort 
to collect from the drilling company, and 
In case they are insolvent or can not 
Pay, he may have recourse to the oil 
company and its insurance carrier. 





PROMOTION FOR T. M. SIMMONS 


_ Ted M. Simmons, who has been super- 
Intendent of agencies in the Pan-Ameri- 
Can Life in charge of its accident and 
health department from which field the 
Company is now retiring, has been pro- 
Moted to be manager of the company’s 
Omestic agencies. 





HARRY LEONARD ON TRIP 
Harry Leonard, manager, surety bond 
€partment, Union Indemnity and 
Orthwestern Casualty & Surety, is 
Now on an extended tour of the com-+ 

Pany offices in the far west. He will 
© away for two or three months. 


Graf Zeppelin Coverage 
On Next Trip to U. S. 


PLACED BY GERMAN BROKER 





Hull, Liability, Accident Protection for 
Both Crew and Passengers All Pro- 
vided For; May Sail July 15 or 17 





According to German press reports the 
insurance carried on the Graf Zeppelin, 
her crew and passengers stands as fol- 
lows for the trip to the United States 
for which she is soon scheduled. Most of 
the policies have been placed through M. 
W. Joost, prominent insurance broker of 
Hamburg and Berlin, who has been han- 
dling most of the dirigible insurance 
placed so far, in addition to a large gen- 
eral aviation account, of which his firm 
has made a specialty from its inception. 
- 1. Hull insurance—valuation 3.200.000 
marks, of which insured 75% for 9% 
months for flights over Europe with op- 
tion for two flights to North America 
and back. The franchise on this cover- 
age has been reduced to 100.000 marks. 

2. Liability insurance—600,000 marks 
any accident: 300,000 marks limit for.one 
person; 50,000 marks limit for property 
damage. 

3. Accident insurance for the crew— 
1 465.000 marks in case of death: 2,930.- 
000 marks for permanent disabilitv, and 
1.000 marks a day for temporary disabil- 
ity. 

4. Accident insurance for passengers 
—?5000 marks each in case of death; 
50000 marks for permanent disability; 
25 marks a day for temporary disability. 
The market for this last nart of the cov- 
erage is limited to 1.000.000 marks. Fach 
passenger has the right to insure three 
times the aforementioned standard 
amounts. so far as this is possible with- 
in the limit of 1.000.000 marks for all 
passenger accident insurance. 


KENTUCKY CONVENTION 





Instalment Payments Discussed by Lou- 
isville Banker; W. G. McComas, 
F.&C., and C. E. Rickerd on Program 
Instalment payments of insurance pre- 

miums and increasing the income 

through larger sales of liability and 
other casualty lines were the principal 
discussions at the morning of the third 
session of the Kentucky Association of 

Insurance Agents last week. George R. 

Ewald, president of the Union Central 

Bank, Louisville, handled the discussion 

in “Financing Premiums on the Instal- 

ment Plan” and answered numerous 
questions regarding operation, among 
other things the question being brought 
up of handling it so that it could not be 
construed as a part of the rate. 
William G. McComas, assistant resi- 
dent manager, Fidelity & Casualty, 

Louisville division, talked at length on 

the various casualty and liability lines, 

compensation. In discussing the merit 
rating system he advised agents to get 
their policyholders to use the saving in 
rate by increasing the coverage carried. 

At the afternoon session C. E. Rick- 
erd, advertising manager, Standard Ac- 
cident, and president, International In- 
surance Advertising Conference, dis- 
cussed with graphic charts direct adver- 
tising, and its tieup with newspaper, 
novelty and other forms; effect of ad- 
vertising in reducing sales resistance, 
and making it easier for the follow up. 


JOINS FEDERAL SURETY 
Sylvester G. Whiton has joined the 
eastern department of the Federal Sure- 
ty as manager of its bonding depart- 
ment. He was formerly with the Sun 
Indemnity. 








STANDARD SURETY & CASUALTY 

The states of Alabama and Louisiana 
are the latest to be entered by the 
Standard Surety & Casualty, making 
twenty-seven in which the company is 
doing business. 











EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 





Through its reinsurance affili- 
ations the Excess Insurance 
Company of America can sup- 

ply LICENSED REINSUR- 
ANCE for Maximum Capa- 
city Requirements for all 
Casualty and Surety Lines 
Excess and Share 


Executive Offices: 
84 William Street, New York City 
Telephone: Beekman 0890 














Bootleg Companies After 
Connecticut Doctors 


FLOOD THEM WITH LITERATURE 





Dunham Continues Vigorous Fight 
Against Unadmitted Carriers; Warn- 
ing to General Public 





Howard P. Dunham, Connecticut com- 

missioner, is making a vigorous fight 
against the numerous unlicensed compa- 
nies that are trying to write business in 
Connecticut, and that are flooding the 
State with literature. Connecticut phy- 
sicians and surgeons are especially an- 
noyed with all sorts of literature of life, 
health and accident companies which 
offer insurance for small premiums. 
_ These companies, it has been found on 
investigation, are very limited in re- 
sources, most of them being capitalized 
under $100,000. Commissioner Dunham 
1s urging prospective buyers of insurance 
to check up on the companies which so- 
licit business through the mail, the radio 
and advertisements. Under a new law 
passed by the legislature during its re- 
cent session it is unlawful for any cor- 
poration or individual to aid unlicensed 
companies to obtain business in this 
state by publishing their advertisements 
or by any other means. 

“Our advice to the citizens of Con- 

necticut,” says Commissioner Dunham, 
‘fs to transact no business with a com- 
pany that is not authorized in this state. 
In the case of a claim against a com- 
pany not authorized, it would be difficult 
to bring suit and there are other incon- 
veniences aside from the fact that there 
must be some good reason why these 
companies have not been admitted to 
transact business in Connecticut. We of 
course require certain standards of sol- 
vency before we admit any insurance 
company to do business in this state. 
_ “Companies not licensed to do business 
in this state do not make annual reports 
to the insurance department. This office 
is therefore unable to furnish informa- 
tion on the financial standing of these 
companies.” 





COMPANY GETS APPEAL 

Circuit Judge C. D. Newll at Brooks- 
ville, Ky., has granted the Ocean Ac- 
cident an appeal from the $10,000 judg- 
ment returned by a jury in favor of the 
directors of the Milford Bank of Mil- 
ford, Ky. The directors sued to reccver 
the bond of Herbert Hieatt, cashier, 
whose defalcation of $55,000 wrecked the 
bank more than a year ago. The com- 
pany claims that the directors should 
have known the condition of the bank 
and that it was not liable for the money. 





EX-GOVERNOR HEADS CO. 


The directors of the Equitable Life & 
Accident of Louisville, Ky., have elected 
former Governor William Jason Fields 
as president of the company. Mr. Fields 
will continue to practice law but will de- 
vote much of his time to the insurance 
company. He succeeds J. W. Bain, who 
will develop the company through the 
state. Mr. Bain had been president of 
the company since it was organized six 
years ago. 





TRANS-AMERICAN INDEMNITY 

William R. Mearns, International Re- 
insurance Corp., in charge of its east- 
ern department, and James R. Garrett, 
eastern manager, National Casualty, are 
listed among the incorporators of the 
proposed Trans-American Indemnity & 
Insurance Co., which will engage in a 
fidelity and surety business with home 
offices in New York City 





BLAND GOING ABROAD 
R. Howard Bland, president, United 
States F. & G,, together with Mrs. 
Bland and family, sails tomorrow on a 
ten weeks’ trip for Europe aboard the 
“Minnewaska. Their itinerary includes 


France, England, Scotland and Ireland. 
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EQUITABLE C. & S. APPOINTS 





C. H. Verschoyle Texas Manager at 
Dallas; R. A. Howell, Dayton, O., 
General Agent 
During the past few weeks the follow- 
ing field appointments have been made 

by the Equitable Casualty & Surety: 

C. H. Verschoyle was made state man- 
ager in Texas with headquarters in the 
Kirby Building ‘at Dallas, where the 
branch office of the company will be lo- 
cated. Mr. Verschoyle was connected 
with Dun and Bradstreet’s before enter- 
ing insurance in 1904 as a general broker. 
He became a general agent for the Na- 
tional Surety in Dallas, also representing 
the Aetna Life & Affiliated Companies. 
Later he was made branch manager for 
the National Surety and resigns from 
this position to go with the Equitable 

Casualty & Surety. 

R. A. Howell has been appointed gen- 
eral agent at Dayton, Ohio. He has been 
in insurance for eight years, having 
taken over the Oswald Cammann Agency 
there after Mr, Cammann’s death. 

J. E. Crossland is special agent for 
west central Ohio, operating out of the 
office of C. F. Medaris Co., general 
agents at Columbus. He has had more 
than ten years of insurance production 
experience with Bates & Co. there. 





MAY LOWER KY. AUTO TAXES 


If the Kentucky legislature passes any 
compulsory insurance legislation a move- 
ment will be started to lower the taxes 
and license fees there, according to gen- 
eral belief. The license fee is higher 
there than in any other state of the 
union. 


ENTERED IN EIGHT STATES 


The Commonwealth Casualty has been 
licensed in the following eight states: 
Arkansas, California, Idaho, Nebraska, 
North and South Carolina, Oklahoma 
and Oregon. 





TALKS TO MILITARY STUDENTS 


B. C. Taylor, U. S. F. & G., Manager in 
Richmond, Explains Casualty Business 
to Va. Military Institute Cadets 


B. Conway Taylor, manager, Richmond 
branch of the United States Fidelity & 
Guaranty, made a talk recently before 
the cadets of the first class at the fa- 
mous Virginia Military Institute on the 


subject of surety and casualty insurance. 


He opened his remarks with a brief 
general discussion of insurance, describ- 
ing how this business had been gradu- 
ated from a trade that was once a refuge 
for men who had failed in other 
branches of work to such a position in 
the business life of today that it is an 
economic necessity. In the course of his 
talk, Mr. Taylor gave a full explanation 
of the fiduciary, judicial, contract, public 
official and federal bonds. He brought 
his remarks to a close with an explana- 
tion of the workmen’s compensation law 
and the part it plays in insurance cover- 
age. He delivered his address upon in- 
vitation from Colonel William Hunley, 
professor of political science and eco- 
nomics at the Institute. 

Mr. Taylor is an alumnus of the Uni- 
versity of Virginia. Before entering the 
insurance business he was engaged in 
newspaper work, being a reporter on the 
Baltimore “Sun” for several years. 





DAMAGE AN AUTO CAN DO 


Property damage insurance is usually 
bought by automobile owners to cover 
the damage that their car might do to 
another automobile. The possibility of 
an automobile doing frightful damage to 
other property, however, is graphically 
pointed out in a recent issue of the 
“Hartford Agent.” By word and picture 
the story is told of how a huge oil truck 
turned completely over on one of the 
main streets of Pittsburgh recently and 
did damage to buildings and contents 
running into many thousands of dollars. 


PROMOTION FOR W. C. STAIB 





Gets Inspection and Engineering Post 
in Home Office of Metropolitan 
Casualty; His Career 


The Metropolitan Casualty has pro- 
moted William C. Staib to the post of 
superintendent. of its inspection and en- 
gineering departments in recognition of 
merit and as a reward for intelligently 
directed effort in his highly specialized 
line. 

Mr. Staib first joined the Metropolitan 
via the New York City branch in the 
spring of 1925 From here he was soon 
transferred to the Albany office, and 
after a brief time there was sent on to 
the Boston branch as supervising in- 
spector. The following year he was 
brought back to the New York branch 
and made superintendent of the inspec- 
tion department. In August, 1927, Mr. 
Staib was sent up-state to handle cer- 
tain important inspection work. 

During the last year he has been en- 
gaged in special accident prevention 
work, in connection with the larger com- 
pensation risks of the company through- 
out the country. 





SPENCER MADE ST. PAUL MGR. 


Frank W. Spencer has been appointed 
manager, casualty lines, of the St. Paul, 
Minn., branch office of the Travelers, 
succeeding Horace Dauchey, who has 
been assigned to Los Angeles as assist- 
ant manager. Mr. Spencer entered the 
service of the company as a special 
agent in 1920. His first assignment was 
to the Omaha, Neb., branch office, 
where in 1924 he was promoted from a 
field assistant to manager, casualty lines, 
of that branch. 





MONTCLAIR APPOINTMENT 

The New York office of the Glens 
Falls Indemnity has named P. Larsen & 
Sons of Montclair, N. J., as general 
agents of the company. 


TRUST CO. NOT RESPONSIBLE 





Cannot Be Held for Stolen Money De. 
posited Then Withdrawn; Royal 
Indemnity Loses 
The recent suit of the Royal Indem- 
nity against the Louisville Trust Co, 
Louisville, Ky., was decided in favor of 
the trust company by the’ Kentucky 

Court of Appeals. peed 

H. G. Sluder, defaulting manager of 
the Louisville branch of the Credit 
Clearing House Adjustment! 'Corp., ce- 
posited to his personal credit at the trust 
company funds belonging ‘to’ his em- 
ployer, and which he had been instructed 
to deposit with the Citizens Union Na- 
tional Bank. He withdrew the funds on 
personal check and used them nerson- 
ally. 

The shortage came to light and the 
Royal Indemnity paid the adjustment 
company, having been on Sluder’s bond. 
It then endeavored to collect from the 
trust company and sued it for recovery. 
The opinion of Judge Clay held’: , “The 
proximate cause of the loss: is, the dis- 
honesty of the agent rather than want 
of care on the part of the bank.« The 
bank can not be expected! to know 
whether deposits are personally’ owned 
or stolen, whether in money, or checks, 
is properly endorsed.” 





SCHOOL BOARD SUES STANDARD 


The Standard Accident is being sued 
by the board of education of McLean 
County, Kentucky, as surety for'C. L. 
Roberts, county clerk, who is charged 
by the board with not having. turned 
over to the board its portion of, delin- 
quent taxes he has collected. , An audit- 
ing of the books is asked. 





ENTERED IN NORTH CAROLINA 


The Consolidated Indemnity & Insur- 
ance Co. has received its license to do 
business in North Carolina. 
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Accident, 


advertising manager, 
and president Inter- 
Insurance Advertising Confer- 
has been doing some effective 
speech-making this year at various gath- 
erings in the interest of better advertis- 
ing for the local agent and on several 
of these occasions he has made good use 


of two-colored charts to illustrate his 
text material. 

The charts reproduced above were 
among. those he presented last week to 
the Kentucky Association of Insurance 


ence, 


Follow Up- 


promotions 








births 


As your Cent progresses- 


so too Do YOU progress! 





Agents’ convention during the course of 
his speech on the “Uses and Abuses of 
Local Agency Advertising.” .The origi- 
nals were big jumbo size and were read- 
ily seen by each member of his audience. 


Mr. Rickerd also supplied the agents at- - 


tending the convention with a portfolio 
set of the charts in a smaller size. 

Mr. Rickerd’s appeal is for a_syste- 
matic plan of local advertising which, he 
feels, the producer should keep in force 
for at least eighteen months. He says: 
“Advertising is like a snowball—it takes 
time to get it started and to see it grow 
in tesults.”” A great believer -in variety 





As In Football 


you don't always make 
a touchdown on the 
first play sees 


You must HAMMER away Consistently 


ge 


| stroke will NOT 
2 strokes will NOT 
y) strokes=maybe 
4 strokes=possibl 
9) strokes= YES 


and localized ad message. Mr. Rickerd 
cautions the local agent not to use one 
form.of copy to the exclusion of all 
others; also he urges them to bring into 
the copy local news names and events 
as frequently as possible. 

Sometimes the local agent will buy 
advertising because he has seen and per- 
sonally liked it. Mr. Rickerd says: “Be 
sure such advertising fits into your par- 
ticular requirements before you invest 
your money in it.” In other words, don’t 





bite on’ every advertising idea presented 
for an agent’s budget can soon filter 
‘away on “wild-cat” aes 


ideas... 





Stands between you and 
Increased Business 


The Insurance Salesman divides 
his time into three parts— 
-time between calls 
<fime waiting for inferviews 
~Ttime sellity to prospects! r 
TIME SAVED IN ANY ONE OFTHESE 
DIVISIONS CAN BE DEVOTED T® 
INCREASING YOUR BUSINESS 


Again he urges the agent not to us¢ 
“trick” advertising that will take aiten- 
tion away from his sales message. Ad- 
vertising is not supposed _ to make 4 
“hit.” This often results in an eccentric 
presentation that goes over the rea‘ der’s 
head. 

In all of his talks on advertising Mr. 
Rickerd is careful not to give ‘the im- 
pression that he is trying to tell the 
agent how to.run his business. The 
Standard Accident’s advertising depart 
ment is available to the producer for on¢ 
purpose and that is to give him practical 
advice on effective local advertising. 
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Insuring Drink Licenses In Great Britain 


By N. GRAHAM TURNER, 
Birmingham, England 


In the British Isles where the brewers 
now own nearly all .the hotels and inns, 
a popular and most essential form of pro- 
tection is license insurance. This cover- 
age, originated by the Licenses & General 
Insurance Co., Ltd., of London, has as tts 
object to protect from loss because of the 
considerable value of these licenses which 
are often more valuable than the freehold 
of the property or the cost of the build- 
ing. It also enables the full value of l- 
censes to be given effect to in financial 
transactions. 

The author, an expert on this type of 
protection, has presented in an _ able 
fashion the “ins” and “outs” of license 
insurance, particularly as it ts applicable 
to the question of prohibition which pe- 
riodically is urged in Great Britain. It is 
believed that Mr. Turner’s remarks will 
be read with interest by underwriters in 
this country. 

In the United Kingdom the Licenses & 
General Insurance Co., Ltd., of London, 
England, transact, in addition to fire and 
casualty business, a class of insurance in- 
vented by the company known as license 
insurance. This company carries prac- 
tically all the drink license insurance of 
the nation, and employs on its staff the 
country’s leading experts in the licensing 
laws dealing with the sale of intoxicating 
liquor. 

The object of license insurance is to 
remedy the flaw in the security of in- 
vestments in licensed property, owing to 
the license, in which the chief value lies, 
being an annual grant, and liable to for- 
feiture or non-renewal in consequence of 
defaults of the license-holder or defects 
in the character of the house. As li- 
censes in Great Britain are limited in 
number—almost restricted to those al- 
teady ii: existence—they have attained 
considerable values. Unlike the “good- 
will” of any other business, which is 
worth comparatively little, the “good- 
wil!” or license of a licensed house, be- 
ing supported by the force of monopoly, 
is generally more valuable than the free- 
hold of the property to which it is at- 
tached. Usually the value of a license 
of « hotel is worth several times the cost 
of the building for which it has been 
granted. 

Own Most of the Hotels and Inns 

The brewers now own nearly all the 
hoicls and inns in the British Isles and 

free houses” (not tied to a brewer) have 

alniost disappeared. The brewers have 
spent millions of dollars in buying the 
free houses,” and have frequently paid 
amazingly large sums of money for small 
hotels that would be of little value with- 
out the license. Then, perhaps, a brewer 
will give up three such licenses to ob- 
tain the grant of a new one. When this 
occurs the brewer builds a hotel as big 
as he is permitted and the license value 
Increases with the trade of the house, 
and the forfeiture of other licenses in 
the district. Not content with buying 
free houses,” the big brewers are amal- 
gamating with smaller breweries, or buy- 
ng them and the licensed premises they 
own. This strengthens the trade to fight 
Prohibition when such a possibility be- 
comes evident, as it does periodically. 

Over all the country posters issued by 
the brewers announce: “Indifference of 
public opinion made the United States 
dry. Beware of the thin edge of the 
wedge of prohibition.” 

Much at Stake on License Continuity. 
bowers: lease holders, mortgagees, 

Tewery share and debenture holders and 


tenants stake their money in the con- 
tinuity of licenses. This is at the dis- 
cretion of the magistrates, whose deci- 
sions are governed by the evidence 
brought before them every year, as to 
the suitability of each house and the 
manner in which the business has been 
conducted. 

License insurance removes this uncer- 
tainty. It enables the full value of li- 
censes to be given effect to in financial 
transactions, and capitalists to invest 
their money safely, to their own advan- 
tage and that of the licensed trade. 

The Licenses & General, as a central 
society formed to protect the trade, is 
able to spread the risk of loss among its 
policyholders of license insurance, and in 
the event of claims in certain circum- 
stances, instructs the insured’s own at- 
torney on the action to be taken. The 
policy protects against loss of license re- 
sulting from misconduct or negligence of 
servants or employees, or from arbitrary 
action of the authorities, to the full ex- 
tent of the policyholder’s interest. The 
company is able to spend more money in 
defending a license, and obtaining an im- 
portant decision to benefit the trade, than 
would be worth the risk of an individual 
or firm. 

Felony, harboring thieves, permitting 
the holding of seditious meetings, having 
spirits in the house without authority to 
sell (only fully licensed houses are al- 
lowed to sell spirits; other licenses are 
for the sale of beer only), allowing in- 
ternal communication with unlicensed 
premises of public resort, forging magis- 
trates’ certificates, making unauthorized 
alterations to fully licensed premises, are 
some of the offenses on the part of the 
license holder under the licensing laws, 
for which, if he is convicted, the license 
is immediately forfeited and the house 
closed. 

More Offenses 

Permitting gaming, serving drunken 
people, trading in prohibited hours, har- 
boring prostitutes, etc., are a few of the 
offenses for which the license holder, 
under the licensing laws and otherwise, 
if he is convicted, no immediate forfei- 
ture of license ensues, but which are re- 
ported to the magistrates at the general 
annual licensing meeting, and which gov- 
ern them in granting or withholding the 
renewal. (This meeting takes place every 
February, during which month the com- 
pany does not accept license insurance.) 
In such cases a license policy represents 
a protection analogous to a fidelity guar- 


antee bond, inasmuch as it insures the ~ 


owner or mortgagee against the conse- 
quences of the misconduct, weakness or 
indiscretion of the publican to whose 
keeping all interests in the property are, 
necessarily, entrusted. a 
Brewers and others who hold licensed 
property on lease find this class of in- 


surance of special value in protecting 
them in the event of claims, by their su- 
perior landlords, for compensation owing 
to loss of license. As leases are, or 
should now be, drawn, freeholders’ 
claims are provided for by insurance, and 
holders of old leases protect themselves 
in a similar manner. In respect to one 
license several policies may be issued to 
various individuals according to the na- 
ture of their interest in the license. For 
example, a brewer might protect himself 
aS owner, a mortgagee strengthens his 
security (without such insurance he 


would have adequate reason to think’ 


twice before lending money to the 
trade); the tenant may have an insura- 
ble interest, and a bank lending money 
on the property would require the pro- 
tection of a license policy at the expense 
of the borrower. 

The Rates 

Claims are liberally assessed upon the 
capitalized value of the trade or rental 
value of the house. When claims arise 
they are usually heavy, for it means that 
with the loss of a license its value up to 
the amount insured must be paid, plus 
cost of appeal, if any, which is always 
costly. It is a calamity risk, for the loss 
under a license policy seldom costs less 
than $10,000 to $20,000, and sometimes 
$50,000 and upwards. 
a policy of $50,000 is calculated at rough- 
ly half a dollar for each $500 cover. 
Smaller insurances at higher rates per 
cent. The rate to insure for $2,500 is ap- 
proximately two and a half dollars per 
$500 cover. 

It is continually worth the company’s 
while to obtain decisions favorable to 
the trade on points which would other- 
wise go by default, if the cost had to be 
considered by an individual brewer. Loss 
of time, worry and responsibility are re- 
moved from the shoulders of the execu- 
tive and administrative officials of a 
brewery when licenses are insured, and 
in a company with shareholders (or 
others interested) in the event of a dis- 
astrous loss in any one year, the direc- 
tors feel decidedly more comfortable if 
they have taken the precaution to insure. 

Lancashire used to be the worst dis- 
trict in the country for heavy losses, but 
recently this position has improved. It 
is the company’s experience that after 
a period of heavy losses in one district, 
the danger there decreases to flare up in 
another part of the country, but after a 
period of five or ten years the first dis- 
trict again becomes specially hazardous. 

In one instance in the last few years a 
brewery paying the company about 
$1,500 per annum as premium had only 
been persuaded with the greatest diffi- 
culty to renew their insurance, and to- 
wards the end of the third year lost a 
license costing the insurers roughly 
$50,000. The interest on this sum alone 
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would be considerably more than the 
annual premium. 


Wisdom of Insuring Licenses 

There have been one or two interest- 
ing cases recently which very conclusive- 
ly point to the wisdom of insuring li- 
censes. One insured had a license cov- 
ered for $25,000. On application for 
transfer it was discovered that the out- 
going tenant had at some previous time 
been convicted of theft (the police only 
go back seven years in their investiga- 
tions), and on this being pointed out to 
the magistrates the license was at once 
forfeited, without any possibility of an 
appeal—the house being, in fact, closed 
from the moment of discovery. 

Naturally, the policyholders were very 
much perturbed, and the insurance com- 
pany set themselves definitely to the 
task of endeavoring to save the house 
in some way. After about a year’s pro- 
tracted negotiations they succeeded in 
obtaining a new license on payment of 
monopoly value, and the hotel was re- 
opened nearly twelve months after its 
closing down. Thus the company’s ac- 
tion created the possibility of a bigger 
payment than the sum insured. 

Another interesting case was a valu- 
able house of another firm of brewers— 
insured value $30,000—which was closed 
down on forfeiture by conviction. In 
deference to the wishes of the brewers, 
who were anxious not to jeopardize their 
other interests in the town, the insurers 
allowed this to go without appeal and 
settled the claim. 

A third claim, costing the insurance 
company over $30,000, resulted from a 
tenant stealing goods on the railroad. 

I may instance a case of a large firm 
of brewers who paid this insurance com- 
pany in the course of ten years’ premi- 
ums for license insurance amounting to 
$50,000. During that time only about 
$1,500 was returned in claims. Then, 
during the next ten years, the claims 
exceeded $200,000. 

A period of prosperity for the trade 
is always followed by attacks of temper- 
ance fanatics and others, resulting in 
continual petty persecution, convictions 
and trouble leading to loss of licenses. 

Lord Dewar on Board 

The Licenses & General Insurance Co., 
Ltd., was established in 1890, and most 
of the directors are actively engaged in 
the trade. Lord Dewar, of John Dewar 
& Sons, the famous proprietors of 
“White Label” whiskey, has a seat on 
the board of which Lord Ernest Hamil- 
ton is vice-chairman. The general man- 
ager is a shrewd Scotchman, much liked 
by every member of the staff. He is 
Victor Thomson, well known to the pres- 
ent writer, who considers him, for ade- 
quate reasons, the most human general 
manager of any British insurance com- 
pany. 

It is an interesting truth that the di- 
rectors controlling in 1929 were all di- 
rectors forty years ago, when the com- 
pany commenced business in a wretched 
little office on the site where now an 
imposing head office, architecturally em- 
inent, illustrates the company’s success. 
The Licenses & General helpS a ham- 
pered trade to nrosperity and deservedly 
shares in the profits. 





AVIATION ACCIDENTS ANALYZED 


The Prussian Departments of Com- 
merce and Industry and of the Interior 
have issued a common decree, instruct- 
ing all local authorities to investigate 
systematically all aviation accidents hap- 
pening in their districts. It is now the 
duty of the authorities to ascertain as 
much as nossible about the causes, pos- 
sible negligence, etc. If necessary, they 
must employ the services of experts of 
the German Aviation Research Institute. 
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110 Fulton Street 









The Eastern Underwriter Com pany 
New York 


THE LAW RELATING TO 


is the only text book dealing exclusively 
withthe subject of automobile insurance 
law. 


The First Edition, published in 1921, 
has been out of print for several years. 
Many requests have been received for a 
new edition. This has now been 
prepared. 


The n-w Se-ond Edition cites and 
analyzes more than 1000 automobile 
insurance cases and contains more than 
three times the amount of text contained 


in the First Edition. All the English 
and Canadian cases are included. 
Every phase of automobile insurance 


law is covered The statement of the 
law necessarily includes many of the 


AUTOMOBILE INSURANCE 


leading principles of insurance law 
generally. 


Where necessary, the essential facts 
of each case are stated in detail as con- 
tained in the opinion of the court. 


The Second Edition is not a mere 
digest, but a treatise of 477 pages, ar- 
ranged in 21 chapters, containing 380 
sections. 

A table of Cases and a comprehensive 
analytical index falicitate referesce. 


The book is the work of a legal 
author ‘and editor of many years’ ex- 
perience. 


The following are the chapter 
headings: 


PART I 


Automobile Insurance Generally 


Chapter I. Constitution of the Contract 

II. Construction of Policy 
Ill. Reformation of Policy 
IV. Cancellation of Policy 
V. Notice and Proofs of Loss 
VI. Agents, Brokers and Adjusters 

Vil. Arbitration, Appraisal and Award 

VIII. Extent of Loss and Amount of Recovery 
IX. Option to Repair 
X. Representations and Warranties 


XI. Subrogation 


Matters Peculiar to 


Actions and Defenses 


PART II 


the Different Kinds of Automobile 
Insurance 


Chapter XIII. Fire Insurance 
XIV. Theft Insurance 
XV. Collision Insurance 
XVI. Confiscation Insurance 
XVII. Transportation Insurance 
XVIII. Liability Insurance 
XIX. Insurance Policies and Bonds Covering 


Public Service Vehicles 


XX. Compulsory Liability Insurance 
XXI. Mutual and Reciprocal Companies and 


Table of Cases 


The Eastern Underwriter Co., 
110 Fulton Street, New York City. 


Associations 
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Please send me............... COp-------- of the new 


Second Edition of Simpson on THE LAW 
RELATING TO AUTOMOBILE INSUR- 
ANCE, price $8.50. : 
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New Ad Series For 
Aetna-izer Producers 


DONE IN ROGERS PEET STYLE 





Subtle and Semi-Humorous in Appeal; 
Furnished to Agents Without Charge 
for Newspaper Insertion 





Arrangements have been made where- 
by multiple line producers of the Aetna 
Life & Affiliated Companies will have 
at their disposal beginning July 1 a new 
series Of advertisements for local news- 
paper advertising, prepared by Robert 
M. Ferns and Charles Forbell, origina- 
tors of the nationally known Rogers 
Peet newspaper advertisements. The 
copy will be done in the same unique 
stvle and will present sales suggestions 
in a clever and entertaining fashion. 

The “Aetna-izer” for July in comment- 
ing on this new ad series, Says in part: 
“Every advertisement will embody a 
forceful presentation of an Aetna policy 
or bond that will attract attention of 
newspaper readers, produce a good-na- 
tured chuckle or two, and leave with 
them a serious reminder of their need 
for some particular kind of insurance 
protection. People will get in the habit 
of looking for these advertisements, we 
believe, because of their subtle, semi- 
humorous appeal.” __ 

The new Aetna Life newspaper serv- 
ice will consist of three advertisements 
a week (every one different), and will be 
issued beginning July 1. They will be 
furnished to every multiple line pro- 
ducer of the company without charge in 
mat or electrotype form who signifies 
to his general agent or branch manager 
his intention of running them in his 
local newspaper. | ; 

The following is typical of the ad 
copy: 


Boo-oo-o00! 


“Out of the darkness suddenly loomed 
a pair of wild and woozey eyes. Head- 
lights! Blazing! Crash! Smash! 

“Thank goodness we had a combina- 
tion auto policy. Yes, it covered every- 
thing.” 





ABSORBS ILLINOIS BUSINESS 


The National Surety has taken over 
all the bank burglary and robbery and 
bank fidelity business of the Bankers 
Mutual Fidelity & Casualty of Chicago. 
The coverage extended to about 1,000 
banks throughout Illinois. Russell A. 
Algire, vice-president, National Surety, 
arranged the deal with the Bankers Mu- 
tual which now retires from business 
after six years of existence. 


CAPITAL INCREASE PLANNED 





$5,000,000 to Be Authorized by Inde- 
pendence Indemnity; Holland Elected 
V.-P. of Corroon & Reynolds 


The recommendation has been made 
to Independence Indemnity stockholders 
that the authorized capital of the com- 
pany be increased to $5,000,000. Fol- 
lowing the necessary approval the first 
step in this expansion program will be 
to reduce the par value of the present 
250,000 shares of stock from $10 to $5 
and then proceed to increase the author- 
ized capital to 1,000,000 shares of $5 
par. 

This rearrangement of the company’s 
financial structure is in keeping with 
the plan heretofore pursued by Corroon 
& Reynolds, Inc., with the companies 
under its management. With additional 
authorized shares the Independence will 
be able to give rights to its stockhold- 


ers from time to time as it needs more 
capital for the continued growth of its 
business. 

At the special meeting of the Cor- 
roon & Reynolds organization last week 
Charles H. Holland, president of the In- 
dependence Indemnity and its fire -mate, 
was elected a director and vice-presi- 
dent. He will continue, however, in his 
capacity as head of the Independence 
Companies which post he has held since 
they began operations. 





DOYLE JOINS INDEPENDENCE 


Made Second Vice-President; Formerly 
With Behrendt-Levv on Coast; Large 
Producer of Aricraft Insurance 


The appointment of O. M. Doyle as 
second vice-president of the Independ- 
ence Indemnity has been announced by 
C. H. Holland, president of the com- 
pany. Mr. Doyle joins the organization 
early this month, occupying a respon- 
sible home office executive position. 

Educated at the St. Louis University, 
he has spent more than twenty years in 
the casualty and surety field. Some 
years ago he was in charge of the north- 
western territory for the Royal Indem- 
nity and later he became assistant man- 
ager in San Francisco for the Norwich 
Union Indemnity. Then he took charge 
of the San Francisco office of the Stand- 
ard Accident. 

For some years past Mr. Doyle has 
had charge of the casualty and surety 
departments of the Behrendt-Levy 
agency at Los Angeles where he built 
up quite a reputation as a pioneer in 
aircraft insurance. He is considered one 
of the biggest producers of_this type of 
insurance in the country. 








“Sell Your Company Into An Agency,” 
Urges President John L. Mee 


John L. Mee, president, Equitable 
Casualty & Surety, says that there are 
three ways to make an agency appoint- 


ment—to “buy in,” to “burn in” and to 
“ ona 
Sell in. 


Discussing the first in a recent mes- 
Sage to the field force of his company, 
{r. Mee pointed out that when trying 
to “buy” the business, the important 
factor of acquisition cost is being need- 
lessly increased, since the margin of 
Profit in the business, after expenses, 
claims and cost of operation have been 
taken care of, is negligible, even when 
that business is acquired on a reasonable 
basis. He therefore declared that to 

uy in” is poor salesmanship, bad man- 
agement and dangerous. 

ith regard to what he styles “burn- 
ing in,” Mr. Mee pointed out that the 
cards are stacked against the company 
which ignores previous bad exnerience 


by other companies in a given agency 
and which thinks that through some oc- 
cult process or strange “open sesame” 
it can succeed where the law of aver- 
ages makes failure certain. “No com- 
pany,” he said, “is qualified to ‘burn’ its 
way into an agency, be ‘burnt’ and still 
make a profit.” His fiat to his field men 
is, “Don’t ‘burn in.’” 

With respect to “selling in,’ Mr. Mee 
told his agents: “That is the sane, eth- 
ical and proper wav to plant an agency. 
Your imaginative powers, backed by 
honest facts, should be brought into play 
to ‘sell’ the advantages of the human 
interest factors and sound financial con- 
dition so obvious in your company. Now 
is the time to assert your salesmanship, 
probe down deep into your mental treas- 
ury and exert the latent powers of con- 
viction we all have, but do it only for 
the purpose of presenting honest facts. 
Moral: ‘Sell In.’ ” 
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MASSACHUSETTS BONDING AND INSURANCE COMPANY 


Surplus to Policyholders Dec. 31, 1928. 


$10,546,801 .00 


Transacts Business throughout the United States writing 
Fidelity and Surety Bonds, Liability, Property Damage, 
Automobile, Personal Accident, Health, Burglary, Rob- 

bery and Plate Glass Insurance. 


Home Office: BOSTON 
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The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE . 
Industrial Life, Ordinary Life, Health and 


Accident Insurance 


W. S. Bearden, Sec. & Treas. 








MANCHESTER GENERAL AGENTS 





Equitable C. & S. Represented There by 
79-Year-Old Firm; Also Has Fire- 
Casualty Adjustment Facilities 

The Manchester Insurance Agency, 
Inc., has been named by the Equitable 
Casualty & Surety as its general agents 
at Manchester, Vt. This agency was 
formed in 1850 and has had some of its 
company connections for fifty years. 

Some time ago the interests identified 
with the Manchester Agency organized 
the Fowler Adjustment & Service Bu- 
reau, which is specializing in the ad- 
justment of both fire and casualty claims. 
Although the Fowler Bureau is now op- 
erated as a separate entity, the agency 
has been adjusting fire claims for forty 
years and casualty claims for about fif- 
teen years. 

J. W. Fowler was formerly state sen- 
ator of Vermont and has been promi- 


nently identified with the political growth 
of that state. 





LICENSED IN COLORADO 
The Consolidated Indemnity & Insur- 
ance Co. has received its license to do 


business in Colorado. 
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Medical Situation From Company Angle 


By J. A. PLUNKETT 
Vice-President, Union Indemnity 


Compensation laws are an economic 
necessity, and only through the passage 
of such law can industry carry the 
major portion of the expense of injuries 
or death to employes in the course of 
their employment. It was a public de- 


mand that industry bear this burden 
that forced the passage of such laws. 
The first law passed was the United 


States Federal law for federal employes, 
in 1908, and compensation laws are now 
operating in most states. The New 
York state law has now been operating 
since July 4, 1914. 

Every business, whether it be con- 
ducted by an individual, partnership or 
corporation, is entitled to a_reasonable 
profit on its undertakings. This princi- 
pal is recognized in the rate-making 
processes for insurance charges, with the 
single notable exception of the compen- 
sation business, there being no element 
of profit in its rate-structure. This con- 
dition makes compensation insurance an 
unattractive line to write insofar as 
underwriting profit is concerned; yet all 
substantial insurance carriers believe it 
a duty to have a part in this great work 
of providing compensation for the in- 
jured workman or his dependents. 


Must Seek Best Medical Service 


The insurance carrier must seek the 
best of medical and surgical service for 
injured workmen, for the economic rea- 
son that the quicker the injured work- 
man returns and assumes his occupation 
the sooner compensation payments ter- 
minate. The insurance carrier owes a 
duty to the employer to not only effi- 


ciently administer the compensation act, 
but also to avoid waste and unneces- 
sary expense, since all costs, including 
claim payments and compensation and 
medical, surgical and hospital costs, ef- 
fect the rate of premium paid by the 
employer for his insurance. Therefore 
the carrier seeks to obtain the medical 
and surgical attention required by the 
injured workman at a reasonable and 
fair level of the fee cost; and when 
such fee, in any case, has been agreed 
upon, and the doctor has filed on forms 
provided by law the necessary detailed 
information, the payment by the carrier 
of the doctor’s bill is reasonably prompt 
and definitely certain. 

The amount of compensation to be 
paid is fixed and defined by law, and 
therefore in the make-up of the rate, 
the use of experience tables enables the 
companies to very closely estimate how 
much premium is required for the pay- 
ment of compensation. Medical and sur- 


gical fees not being on a level basis 


create a problem in estimating what 
these charges should be in the make-up 
of the rate. To administer the provision 
of this law with satisfaction to all con- 
cerned is a real problem. 

We must provide efficient and satis- 
factory medical service, and to do this, 
we must maintain satisfactory relations 
with the medical and surgical profes- 
sion. Therefore the insurance carriers 
need co-operation on the part of the at- 
tending doctors to administer the law 
faithfully and satisfactorily at the least 
possible cost commensurate with good 
service. 








FIELD SLANT ON COMMISSIONS 


Aetna-izer MacMahon of Kalamazoo 
Says that Companies Offering the 
Most do Not Give Quality Service 
Frank J. MacMahon, Aetna Life 

agent in Kalamazoo, Mich., has some 

definite ideas on company representation, 
particularly as regards commissions, that 
he presented in the current issue of the 

Aetna-izer. He said in part: 

“The most important point in the in- 
surance business is the company you 
keep in your office. There are plenty 
of companies in existence and they are 
all out after business. They all have 
wonderful service and a great many of 
them will give you anything you ask for 
in the way of commission, but paradoxi- 
cal as it may seem, the one that offers 
the most commission also offers the 
most grief. 

“If you consider only the commission 
you will be in the same position as the 
dog that was offered the bone by the 
small boy. The dog got the bone but 
while he was enjoying it the boy at- 
tached a tin can to the south end of the 
dog. You will find that the companies 
offering big commissions have a very 
good reason for doing so. The quality is 
not the same. Check up the big out- 
standing companies ‘and you will find 
that the underwriting profit is about 
1%. 

“The companies that pay the big com- 
missions must take it out of the claims 
or out of the service and either of these 
is not good for the agent. Remember 
that your worthwhile customers will be 
busy men and if you do not have to 
sell them the company as well as the 
insurance, they may listen to you.” 





STUNG FOR $5,000 


The unexpected entrance and attack 
of a bee caused a woman motorist to 
lose control of her car. In the resulting 
crash one person was injured. After 
due deliberation the jury awarded dam- 
ages of $5,000. It pays to “bee” in- 
sured !—“Aetna-izer.” 


CHICAGO APPOINTMENT 


Rollo, Webster & Co., Made General 
Agents There for Standard S. & C.; 
Other Selections Announced 


The Standard Surety & Casualty has 
appointed Rollo, Webster & Co., of Chi- 
cago, as its general agents for casualty 
and surety business. This firm, estab- 
lished in 1859 by William E. Rollo, has 
been in business continuously since that 
time. It occupies large and attractive 
quarters in the Insurance Exchange 
building with plenty of room for office 
brokers and the various departments of 
the agency. 

A. F. McCarthy, who has been associ- 
ate manager of the Chicago city depart- 
ment of the Massachusetts Bonding for 
the past seven years, has resigned from 
that company, and will be in direct 
charge of the casualty and surety de- 
partments of Rollo. Webster & Co. 

The agency will also develop the 
northern half of Illinois for the Standard 
Surety & Casualty. 

Other appointments made recently by 
the company include G. Beres of Tor- 
rington, Conn., as general agent for cas- 
ualty and surety lines; J. Roger Byrne 
of Derby, Conn., as regional casualty 
agent, and Seide & Cohn, Inc., of Hart- 
ford, as regional casualty agent. 








FAVOR COMPULSORY INSURANCE 


Dr. Louis K. Burlington of Barnes 
Hospital, St. Louis, retiring president of 
the American Hospital Association, on 
June 17 told the convention of that or- 
ganization at Atlantic City that hospitals 
throughout the country are inclined to 
favor compulsory automobile insurance 
as a means of guaranteeing the payment 
of hospital fees for emergency treat- 
ment. 





TWO MORE JOIN BUREAU 


The two latest entrants into full 
membership in the National Bureau of 
Casualty & Surety Underwriters are the 
Independent Bonding & Casualty of 


Newark and the Southern Surety of 
New York. 





NEW DETROIT BRANCH OPENED 





Aetna Life Companies Name J. F. Hor- 
ton as Its Manager; Also Continues 
in Charge of. Grand Rapids Office 

The Aetna Life & Affiliated Compa- 
nies has opened a branch office at De- 
troit under the supervision of John F. 
Horton, manager, for the writing of all 
casualty and surety lines. This branch 
will serve the lower peninsula of Michi- 
gan east of and including the counties 
of Hillsdale, Jackson, Ingham, Clinton, 
Gratiot, Isabella, Clare, Roscommon, 
Crawford, Otsego and Cheboygan. The 
branch will also represent the Automo- 
bile and the Standard Fire for fire and 
marine business in Detroit. 

T. J. Bosquett, who for many years 
has represented the Aetna at Detroit, 
during which time he has been success- 
ful in developing a large volume of busi- 
ness, will continue to represent the 
group in Wayne county, enjoying equal 
privileges with the Detroit branch in 
that territory and reporting his business, 
including that of his office associates, 
direct to the home office at Hartford. 

Manager Horton has been for the past 
six years manager of the Aetna branch 
office at Grand Rapids, which post he 
will continue to hold. He celebrated his 
twenty-fifth Aetna anniversary last Oc- 
tober, having started with the company 
as a clerk in the home office accounts 
department at the age of eighteen. In 
1911 he was made cashier of the Phila- 
delphia branch office and in 1918 he was 
appointed manager of the Lansing 
branch office. With the discontinuance 
of that office in 1923 Mr. Horton was 
moved to Grand Rapids where he has 
built up an agency organization that is 
an outstanding tribute to his qualities 
of leadership. 

Harry J. Crowder, who has been chief 
underwriter of the Aetna branch office 
at Grand Rapids for the past several 
years, has been appointed assistant man- 
ager of this branch and will have charge 
of that office under Manager Horton’s 
supervision. 
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Big Bill 
(Continued from Page 17) 
from the fact that the present writer has, 
always maintained that the capacity of 
the world market for a first class hull 
risk represents an insured value of very 
little more than £1,500,000, he has it on 
the authority of one of the biggest and 
most important London brokers handling 
hull business that the maximum amount 
ever placed on an individual hull risk 
by his firm is £1,800,000 in round figures. 
and this sum includes the owners ‘total 
loss’ lines as well as the insured value. 
The broker in question also said that by 
altering the insured value it might have 
been possible to place a little more, but 
that he was certain that the two million 
mark could not be exceeded, provided 
that first class security only was ac- 
cepted. 

“his theory is certainly borne out by 
the figures of actual insurances which are 
available. It must be remembered ‘that 
for some time past the intrinsic value of 
the biggest and best passenger liners has 
been certainly in excess of £2,000,000, 
and that even allowing for depreciation, 
the replacement cost of these vessels re- 
mains very high throughout their effi- 
cient life, so that there is not the same 
justification for periodical reductions in 
insured values as in the case of tramp 
tonnage, or even of passenger tonnage 
of the smaller class. 

_“The highest insured value of any hull 
risk placed in the London market ap- 
pears to be £1,570,000, on which figure 
both the Aquitania and Mauretania are 
insured. The United States Line steamer 
Leviathan, however, is insured on a value 
of $8,215,000, which is equivalent to about 
£1,643.000, and this appears to be the 
record for the world. The ‘Majestic’ is 
insured on a value of £1,300,000, the 
‘Olympic’ is valued for insurance at 
£1,200,000, and this is also the approx- 
imate insured value of the big French 
C. G. T. liner ‘Ile de France,’ her sister 
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ship ‘Paris’ being insured on a value of 
41,000,000. The two big Italian liners, 
‘Roma’ and ‘Augustus,’ are also insured 
on a value of £1,000,000 each. 

“It will be seen that in contemplating 
an insured value of £2,500,000 on a hull 
risk the Norddeutscher Lloyd Line is 
adventuring far beyond anything that 
has yet been done, and it would seem, 
from the trend of recent events, that 
some difficulty may be experienced in 
completing so huge an order.” 





1928 VIRGINIA FATALITIES 

More than 4,000 persons were injured, 
nineteen fatally, in accidents in the build- 
ing construction trades in Virginia dur- 
ing the year 1928, a compilation of 
figures by Frank P. Evans, statistician of 
the state industrial commission, dis- 
closes. Sixty-nine other workmen were 
permanently disabled. There was a total 
of 768 cases requiring compensation. 
This exceeded the compensation cases 
of 1927 by 155. A total of $166,000 has 
been or is to be paid to workmen thus 
injured. 





RATE REDUCTIONS DEFERRED 

The rate reductions on owner-driven 
taxicabs, ordered by Superintendent of 
Insurance Conway last week to become 
effective July 1, will not go into effect 
until September 1. This change in date 
was taken on request of a number of 
the companies writing taxicab risks so 
as to give them an opportunity to pro- 
duce experience data in support of their 
contention that the rate reduction to 
$324 yearly for these classes of cars is 
not justified. 





ALABAMA APPOINTMENT 
The. National Surety has appointed L. 
A. Porter as its state manager for Ala- 
bama in charge of the branch office at 
Montgomery. 
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TANDARD leads again with 

the new Auto-Age Policy, 
which covers every known hazard to man— 
and pays double for auto and public con- 
veyance accidents . . . one of the easiest 
selling policies in the insurance world today. 
Standard should lead, for Standard is 45 years 
young . . . with young executives at the helm 
. . With more than $25,000,000 in assets... . 
and with a national representation of think- 


ing, honest agents . . . agents capitalizing 


on this new brilliant Auto-Age Policy... 


(Auto-Age sample policy and sales helps sent on request) 


Standard Accident Insurance Company 
Detroit, Michigan 
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ERROR NOT “BAD FAITH” 





Michigan Supreme Court Points Out 
That Case at Bar Cost Companies 
More Than Plaintiff 


A wrong decision by an official can- 
not be construed as “bad faith” on the 
part of the-insurance carriers he repre- 
sents, the Michigan supreme court held 
in an opinion handed down recently in 
the case of the City of Wakefield, 
Mich., vs. the Globe Indemnity, Hart- 
ford Accident & Indemnity, London 
Guarantee & Accident, Maryland Cas- 
ualty, Ocean Accident, Standard Acci- 
dent and United States Casualty. 

The City of Wakefield brought an ac- 
tion against the companies to collect the 
difference between the $10,000 limit 
placed in the liability policy written on 
the municipality-owned bus line and a 
, judgment for more than $15,000 returned 
in a damage suit brought by one Frank 
Borski. The city contended in its ac- 
tion, which resulted in a favorable ver- 
dict in circuit court, that the companies 
were negligent in trial of the suit and 
that K. A. Campbell, acting for the 
Fred L. Gray Co. of Minneapolis, Minn., 
general agents, had, despite the advice 
of counsel, insisted on going ahead with 
trial. of the Borski case when it might 
have been compromised for less than 
$3,000. This decision of Campbell, it 
was claimed, constituted “bad faith” and 
grounds for the city’s damage claim 
over and above the $10,000 which was 
paid to Borski by the carriers. 

The supreme court opinion pointed out 
that the companies lost more by Camp- 
bell’s error of judgment than did the 


City of Wakefield. 





“INN-KEEPER’S LIEN” HOLDS 





Valuables Placed in Hotel Safe by 
Guests Covered by Burglary 
Policy, Court Finds 

An “inn-keeper’s lien” on property of 
guests placed in his custody for safe- 
keeping is still a tangible right in mod- 
ern times and a burglary policy pro- 
tecting property “held by him in trust 
or on commission or as collateral for in- 
debtedness” is applicable to the guests’ 
valuables as well as the hotel-keeper’s 
cash, the Michigan supreme court has 
just held. The case involved is that of 
Irving I. Cohen vs. London Guarantee & 
Accident. 

Cohen’s hotel at South Haven was 
held up during the season of 1927, ac- 
cording to his declaration, and $1,558.45 
in cash belonging to the management 
was stolen along with considerable cash 
and valuable jewelry of guests placed in 
the hotel safe. An adjuster for the com- 
pany offered to reimburse Cohen for the 

+ stolen hotel receipts but denied liability 

for the guests’ property. In the lower 
court trial, the plaintiff discarded all 
claim but that for the common law lien 
on this trust property and won a verdict 
and judgment. 





LARGE CONTRACT BOND 

A contract bond for $2,118,423, consid- 
ered a record in the Pacific Northwest, 
has been written by the American 
Surety. This bond provides for the erec- 
tion of six floors of the County City 
building in Seattle, Washington, and 
guarantees the completion of this large 
construction job which is just getting 
under way. 

The contractor who has been bonded 
by the surety company is Hans Peder- 
son and the building is financed by a 
bond issue of $2,310,000 recently voted by 
the citizens. 

Negotiations concerning the bond, 
which will be partly reinsured in other 
companies, were with S. H. Melrose, 
manager of the American Surety branch 
office in Seattle. 





PACIFIC INDEMNITY DIVIDEND 

The Pacific Indemnity has declared its 
regular quarterly dividend of $1.50 a 
share on its common stock, payable July 
1 to stockholders of record June 20. 
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Questions and Answers 


IN SURETYSHIP 


No. 6. CONTRACT—INCLUDING FEDERAL 
CONTRACT BONDS 
Conducted by George E. Hayes, Vice-President, Union Indemnity 





1. Definition of a “contract bond.” 

2. Define—(a) Construction contracts. 
(b) Supply contracts. (c) Bid or pro- 
posal bonds. (d) Maintenance bonds. 


(e) Completion bonds. 


3. What data is essential to intelli- 
gently underwrite a contract bond? 

4. What do the “other bids” indicate 
to an underwriter? 

5. What consideration must an under- 
writer give “maintenance guarantees” in 
a contract? 

6. Why is a list of the applicant’s con- 
tracts on hand important and what check 
should be made? 

7. What check should be made of the 
“financial statement” ? 

8. What is the minimum financial re- 
sponsibility that should be required in 
underwriting construction contract 
bonds? 

9. What is the principal obligation of 
the surety in practically all contract 
bond forms? 

10. (a) What protection is now quite 
generally given to persons who furnish 
labor or material to a contractor? (b) 
To what extent does this apply in New 
York state and is the surety liable? 


Answers 


1. A contract bond is a non-cancel- 
lable financial guarantee. It guarantees 
that the contractor (principal) will ful- 
fill all the obligations assumed by him 
under the contract and in the event of 
default by the contractor, the surety will 
ee the owner (obligee) against 
oss. 

2. (a) Construction contracts are 
those where the work contracted for, 
forms part of, or becomes attached to 
real property, when the contract in 
question is completed. (b) Supply con- 
tracts are those for supplies or mate- 
rials of all kinds which do not become 
part of the realty or attached thereto, 
until after the contract in question is 
completed if at any time. 

(c) Bid or proposal bonds: as the 
name implies, are a preliminary require- 
ment to the letting of many contracts. 
especially those for public work, and 
usually guarantee that the contractor will 
enter into the contract if it is awarded 
to him and furnish such performance 
bond as is required. (d) Maintenance 
bonds usually guarantee one of two 
things: (1) To replace materials or 
workmanship which, within a given pe- 
riod, may prove to have been defective 
when installed. (2) To guarantee to 
keep all or certain parts of the contract 
work in repair for a given period. 
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(e) Lendors or lessors bonds also 
known as completion bonds guarantee 
the completion of the contemplated im- 
provement and the payment of all lien- 
able claims for labor and materials. 

3. Complete application; completed 
financial statement of the contractors; 
copy of the contract to be bonded; copy 
of the bond. 

4. Closeness of several bids would in- 
dicate that the contractor is receiving a 
fair price for his work; whereas, a 
marked variance between the prices of 
the successful bidder and those of his. 
competitors generally means that the low 
bidder has either made a mistake in his 
bid or is undertaking the work at an 
inadequate price. 

Where contracts. provide for 
maintenance of any of the work, the un- 
derwriter must consider the period of 
maintenance, the nature of the work and 
materials used and the probable wear 
and tear on the finished work; also the 
contractor’s continuous good financial 
standing and the probability of his re- 
maining actively in business for the 
maintenance period. 

One of the most frequent causes 
of contract failures is overexpansion. 
The contractor undertakes more work 
than he has the ability or financial re- 
sponsibility to handle. The contracts on 
hand should be carefully checked both 
as to amount and the status of the work 
to determine whether the contractor is 
experiencing trouble on any of his work. 

7. Every item in the statement should 
be completely verified. 

8. In addition to the plant and equip- 
ment necessary for the contract, the con- 
tractor should have net quick liquid as- 
sets over quick liabilities of not less than 
10% of the contract price, plus the 
amount of his other unfinished work. If 
the work contemplated is of a hazardous 
nature, the margin of net quick assets 
should be greater. 

9. That the surety shall indemnify the 
obligee against loss or damage directly 
caused by the failure of the principal to 
faithfully perform the said contract. 

10. (a) Practically every state has 
now enacted laws to protect persons who 
furnish labor or material to a contractor 
giving them the right of lien against the 
property or moneys due the contractor. 
(b) The laws of New York state provide 
that lien shall attach only to the unpaid 
balance of the contract price due to the 
contractor after the contract has been 
completed. The surety is, therefore, not 
liable for liens unless the form of bond 
furnished guarantees payment for mate- 
rial and labor. 








NAME AUTO COMMISSIONERS 

The Massachusetts investigation into 
the operation of the compulsory automo- 
bile liability act, decided upon at the re- 
cent session of the state legislature, took 
definite form last week when Governor 
Allen appointed three members at large 
to the recess commission which will make 
the study. They are Frank Grinnell of 
Boston, secretary, judicial council; Rus- 
sell A. Harmon of Worcester, and C. C. 
Hollidge of Milton. 

The result of this investigation and 
the recommendations made by the com- 
mission, which already includes one state 
senator and three members of the house, 
will be awaited with considerable inter- 
est by casualty executives everywhere. 


The agent’s license of Benjamin 
Bloom, 1876 Marion avenue, New York 
City, has been revoked by the New York 
State Insurance Denartment. 





KEMPER SAILS FOR EUROPE 

James S. Kemper, president (Ameri- 
can) Lumbermen’s Mutual Casualty of 
Illinois and its affiliated companies, sailed 
last week for Europe to attend the Con- 
gress of the International Chamber of 
Commerce at Amsterdam July 8-13 of 
which he is a member. Mr. Kemper rep- 
resents the National Association of Mu- 
tual Casualty Companies and is a mem- 
ber of the committee of the American 
delegation dealing with the subject of 
highway transportation. 


FINE UNLICENSED AGENT 

For the second time in a few weeks 
an unlicensed agent was arrested in Con- 
necticut for selling policies. Rutillio C. 
Corvo, of Middletown, was fined $25 and 
costs. He had applied for a license but 
his application had been rejected. A pre- 
vious offender had been sent to jail as 
a third offender. 





ANOTHER GOOD _ LIQUIDATION 





Insurance Department Makes Liquida- 
tion of Federal Title & Guaranty; 
100% to Creditors and Stockholders 


The creditors of the Federal Title & 
Guaranty Co., of Jamaica, Long Island, 
will receive 100% with interest and the 
stockholders a similar amount of the 
capital invested with accrued earnings, 
according to an announcement made this 
week by Superintendent Albert Conway. 
The Liquidation Bureau of the Insur- 
ance Department took over affairs of 
the concern on February 2. 

The usual record of the department 
of keeping expenses of liquidation well 
within the income earned was main- 
tained. The income was $2,927.38; ex- 
penses of liquidation, $367.13; total re- 
coveries made by the liquidator, includ- 
ing income, $3,051.38. 

The company started business on De- 
cember 15, 1926, with a capital of $150,- 
000, divided into 1,500 shares of $100 
each. The stockholders at a meeting 
held on January 11, 1929, desired to 
withdraw their capital and a resolution 
was adopted with a request that the in- 
surance department liquidate the affairs 
of the company. 

While in business, the company issued 
a number of participating certificates in 
bonds and mortgages deposited with the 
Bank of Manhattan Co. The complica- 
tions resulting from the annulment of 
the charter and the transferring, by op- 
eration of law, to the liquidator of the 
title to the property of the company 
did not delay, but perhaps expedited the 
recovery by the stockholders of the cap- 
ital invested. 





FROZEN FOOT INJURY 





Workmen’s Compensation Covers Such 
Occurrence Suffered at Work, 
Michigan Court Rules 

An employe whose hands or feet have 
been frozen while working in cold 
weather is entitled to compensation, the 
Michigan supreme court has ruled, set- 
ting a precedent for that state. 

James W. Peck was employed by the 
Eagle River Building & Supply Co. to 
load bolts into a sleigh. He was re- 
quired to perform his work outside in 
the open on a cold day with the tem- 
perature ranging from nine to twenty- 
seven degrees below zero. While so 
employed he accidentally froze his left 
foot and made claims for compensation. 
An award was made by the Industrial 
Commission which was set aside by 
Judge Zimmerman. Peck claimed that 
the risk was common to all persons who 
were employed in that locality at that 
time of the year and that his injury 
grew out of his employment. 

“The injury in the instant case clearly 
grew out of and was incidental to the 
employment,” declares Justice Crown- 
hart. “It makes no difference that the 
exposure was common to all out-of-door 
employments in that locality in that kind 
of weather. The injury grew out of that 
employment and was incidental to it.” 





NEW POST FOR McCONNELL 


Douglas McConnell, formerly with the 
Continental Casualty, is now settled in 
his new post as assistant production su- 
perintendent, fidelity and surety lines, 
for the New York office of the Southern 
Surety, assisting Charles S. Riley, man- 
ager of this department. 

Mr. McConnell entered the surety 
business with Conkling, Price & Webb o! 
Chicago, then he attracted the attention 
of the Continental Casualty which com- 
pany assigned him to service brokers in 
its metropolitan New York territory. He 
was in charge of the Continental’s met- 
ropolitan department for a long period. 

With the Southern Surety Mr. Mc- 
Connell will work closely with the 
brokers. 





ENTERS ARKANSAS 
The Consolidated Indemnity & Insur- 
ance Co. has received its license to do 
business in Arkansas. 








